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(| Of course, Mr. Dealer, you're particular about the 
\) quality of the frames you handle. The better the 
{ frame the better your chance to build and increase 
\ | your frame business. These Spokane Pine Precision 
Frames ARE business-builders. They have what it 
takes. Made of kiln-dried Idaho White Pine or kiln- 
dried Ponderosa Pine, made by frame specialists 
in a modern frame factory, they have that superior- 
ity that only specialized manufacture can give. 
Weathertite joints. Our Permatol-treated frames 
bear the brand of NDMA, signifying minimum 
standard approval of National Door Mfrs. Assn. 
Made in standard and to special detail. 


Handle the LONG LAKE LUMBER LINE 


Choice products in Idaho White Pine and Ponderosa. 
All building and industrial items. Mouldings, Pack- 
age and Lineal Trim, Lath, Cut Stock. 


LONG LAKE LUMBER COMPANY 


SPOKANE PINE PRODUCTS CO. 
SPOKANE, WASHINGTON 
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ONE INVESTMENT 
THAT REALLY PAYS... 
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Your own treating tank 
full of WOODLIFE enables 
| | t E you to treat anything any 
time — you're ready for 
many a fine contract that calls for 
treated stock in a hurry these days. 
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Your contractor customers gladly 
pay the slight “extra” for the 
WOODLIFE treatment—this shows a 


definite profit. You make a second 
profit—one you can appreciate daily eC O ' 
—by reducing service complaints to 


onan Western Pines and Firs 


Two million feet of Medford Stock can be stored in this shed. 


Write for complete information 


i h - ting d d f Med- 
about WOODLIFE, with full details Meeting the exer mounting demos Jt uaai | SUGAR PINE 
lor installing ¢ tank. acy Soe? Se eS ee ae CLEARS 
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p ° f Bougios Fi White Fir =. + Yard Stock,” Cui Kiin = Dried in Moore 
rotection Products M 1. Co. =e Le edie YO | culation Uline. 
Mfrs. of PRESERVATIVE SOLUTIONS for (20) Years 

Research Laboratory and Plant KALAMAZOO, MICH. 





















Members Western Pine Association, West Coast Lumbermen’s Association. 


MEDFORD, 


Medford Corporation, orecon 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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MILLIONS KNOW TEXACO 
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SO THAT YOU... MR. ROOFING 
DEALER CAN CASH IN ON THIS 

ACCEPTED BRAND NAME...RIGHT 

IN YOUR OWN COMMUNITY! 





That’s why it pays to be a Texaco Roofing Dealer 


ES SIR! Millions of people know 

TEXACO. Actually, day by day, more 
than a million people “buy” this famous 
brand name, because it promises and 
delivers uniform quality and performance 
in all its products. 


Now—these millions own business and 
farm buildings and homes... build new 
homes... buy new roofs. 


So—right in your community prospective 
roofing buyers know TEXACO. They can 
be sold Texaco because they are quick to 
recognize a friendly, familiar name they 
can trust for quality and performance. 


And—with Texaco one of the world’s 
largest manufacturers of Asphalt, Texaco 
Roofing Dealers have really got something 
to talk about: Unsurpassed refining fa- 
cilities for producing special roofing as- 





phalts. Engineering and laboratory skill 
in creating quality roofings. More than a 
quarter century of roofing experience. 


Plus...a clean, profitable-item line, 
particularly in shingles ... that provide 
colorful, durable, fire-resistant, right priced 
roofs; a line that can supply every prac- 
tical and popular roofing need of their 
customers. Convenient Texaco warehouses 
for lower inventory... higher turnover. 
The simple Texaco time-payment plan. 
Year-in, year-out profits anda permanentfu- 
ture with a strong, dealer-policy company. 


* 


Build your roofing profits with a name 
that's known to millions. Drop in, write 
or ‘phone our nearest district office 

















TEXACO ( 4p) ROOFINGS GR) 


Made with Texaco’s Own Asphalts 9942% pure 





THE TEXAS COMPANY ATLANTA, GA. DALLAS, TEXAS MINNEAPOLIS, MINN. NORFOLK, VA. 
srageiee ‘ BUFFALO, N. Y. DENVER, COLO. NEW ORLEANS, LA. INDIANAPOLIS, IND. 
District Offices: CHICAGO, ILL. HOUSTON, TEXAS NEW YORK, N. Y. (Indian Refining Co.) 





Feb 

















February 22, 1941 


Amemecanfiumherman 


27 


This Country of Ours 


A PAGE OR TWO OF OUTLOOK AND OPINION 


War and Business 
N EWSPAPER reports of the 


meeting of the Lumber & Tim- 

ber Products Committee and 
the talk before it of Leon Henderson, 
Defense commissioner of price stabili- 
zation, were incomplete and were tinged 
with sensational implications more or 
less harmful to the lumber industry in 
the realm of public opinion, says John 
W. McClure, secretary-manager Na- 
tional Hardwood Lumber Association, 
Chicago, in a bulletin to members. 

In Mr. Fleishel’s statement, he con- 
tinues, will be found an excellent pres- 
entation of the case for the lumber 
industry, which has done a truly re- 
markable job in supplying the vast 
quantity of structural material needed 
for the emergency demands of the 
Army. It was inevitable that the rush 
which prevailed at the beginning of the 
program caused mistakes for which the 
Government procurement agencies 
share the responsibility. But that phase 
has passed and price stabilization un- 
der free competitive conditions has 
gradually been restored. Experience 
has prompted changes in Government 
buying methods and good American 
“horse sense” is in the driver’s seat as 
the Defense Program moves into sec- 
ond gear. 

Businessmen in general, however, he 
cautions, have not fully grasped the 
significance of the Defense Program 
and its obligations upon the individual. 
The enormous expenditures for De- 
fense have increased employment and 
have provided a business stimulant 
which normally would lead to a sense 
of returning prosperity and personal 
security. But these are not normal 
times, and reactions based upon past 
experience require analytical thought 
for adjustment to current events. 

Because this Nation is not at war in 
the old sense of the term, it is a mistake 
to proceed on the assumption that it is 
at peace. Fashions in warfare have 
changed and the old stvle of declaring 
war is definitely out. Economic war- 
fare is just as real in a sense as can- 
non-fire. Unless a shooting war is 
forced upon us, it is quite possible that 


the United States may pass through 
this world war without firing a gun 
but that should not blind industry to a 
realization that this country is moving 
rapidly, step by step, into a war econ- 
omy which calls for sacrifice, unselfish- 
ness and the utmost in patriotic spirit 
to achieve that unity upon which a suc- 
cessful conclusion depends—the pres- 
ervation of American ideals of liberty 
and freedom. 

The determination to strengthen the 
Nation in this great enterprise finds its 
reality in the Defense Program, de- 
clares Mr. McClure. In such circum- 
stances, the normal commercial instinct 
to permit prices to advance with in- 
creased demand will have to be sub- 
merged in the larger conception that 
National Defense requirements must 
be supplied on the most economical 
basis consistent with sound principles 
of actual cost, plus reasonable profits. 
If Mr. Henderson’s warning has helped 
to crystallize such sentiments into ac- 
tion, it was timely, even though it 
might have been done in a far better 
manner and spirit. Mr. Henderson 
surely knows that industry will re- 
spond with supreme efforts to appeals 
for loyalty and patriotism, whereas the 
American people would balk into inac- 
tion under a dictatorial whip-lash of 
authority, Mr. McClure cautions. 


* * Ox 


Lett Pull Together 


HAT SOME American business 


leaders are fully aware of the 

seriousness of the present world 
crisis, is evidenced by the following 
bulletin, addressed by President C. F. 
Bennett, of the Stanley Works, New 
Britain, Conn., “To Employees: 

“T wish to call attention to the fact 
that, in our business at the present 
time, extreme emphasis must be put on 
the general public interest. This coun- 
try faces a crisis such as the world has 
never seen. No well informed person 
doubts this. Our duty, therefore, is 
plain. We must and should do every- 
thing in our power to give the greatest 
possible service as quickly and as well 
as possible. 


“To this date our employees have 
done a good job on such work as has 
been allotted to us, but I wish to re- 
mind you that our very best may fall 
far short of the needs of the hour and 
therefore I would like to have every 
Stanley Worker who in any way works 
on or moves items which are intended 
for Defense, to do so with the feeling 
that he is privileged to strengthen 
America by each bit of extra thought 
and effort he can put into speeding on 
its way every article we are called 
upon to make. 

“Good Americans will all pull to- 


gether !” 
* ss 


Background for Retailing 


NE NOTABLE feature of the 
present convention season has 
been the extensive showing of 

motion pictures. 

Picture technique has been im- 
mensely improved. Many of the pic- 
tures are in technicolor, and the sound 
effects and the running comment make 
each one as complete and vivid an 
account of its subject as a person could 
well imagine. 

The Northwestern’s Little Theatre 
seemed to us especially good. There 
was a constant showing of these indus- 
trial films in the exhibit hall, and 
visitors could drop in at any time. So 
far as it could be done, the films and 
the times of their showing were listed 
on the program. 

+ ¢.6 


These films should and can be shown 
in local towns and cities. Practically 
every town and city has the necessary 
projectors. Perhaps the best idea is 
to show them before high schools, to 
service clubs and before specially ar- 
ranged groups. 

The industry has a picturesque qual- 
ity and a fascination that are the best 
means of its promotion. Topping a 
spar tree becomes a symbol of the 
western lumber industry. The size, 
speed and precision of logging and 
manufacture, the skill of the workers 
and the quality of the product become 
most impressive on the screen; tying 





28 


in the local retail industry with its big, 
bold and scientific background. 

These films put a fascinating interest 
into popular industrial information. 
They are promotion of a high type that 
should have the widest possible use. 


Shill and Defense 


HE BRITISH Ministry of Labor 
has announced that during this 
year Britain will need an addi- 

tional million skilled workers. It has 
been the British policy to leave the 
allocation of skilled labor and the train- 
ing of workers quite largely in the 
hands of industry itself. The London 
Economist says flatly that this has not 
been a success. The needed supply of 
labor has not appeared. 

It may well be that the program has 
not been correctly set up. British in- 
dustry, bending every effort to imme- 
diate production, could have little time 
and few resources to devote to the 
problem of efficient worker distribution 
as among industries or to the setting 
up of training schools or apprentice 
systems. The government, too, has its 
hands more than full; but a matter of 
so much importance, covering the 
overall pattern of industry, would seem 
to call for official direction and control. 


* * 


Our own problem of skilled labor in 
Defense industries has not yet become 
acute. But in the light of the huge 
appropriation and announced plans it 
is easy to guess that this will soon be- 
come a source of anxiety. 

Ours is a double-barreled problem. 
In the first place we must have these 
trained or re-trained workers. War in 
these days, so we are told repeatedly, 
is a war of industries. This phase of 
the war has already come to us; and 
industrial mobilization is our big, im- 
mediate job. It is our way of meeting 
a challenge to American liberties which 
comes from abroad. But in meeting it 
we do not want to risk impairing 
liberties at home. 

Britain seems to have maintained 
principles of domestic liberty, at the 
cost of slowing up its vital defense in- 
dustries. The Axis policy, on the other 
hand, has met the question of a full 
supply of labor without any thought 
or care for domestic liberties. That 
policy, of course, is the conscription 
and control of workers. Labor is told 
where it must work, under what con- 
ditions, at what wages and for what 
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hours. There is no wage competition 
as among industries and no changing 
of jobs on the part of labor without 
official permission. This is something 
the United States wants to avoid at 
any cost short of national peril. 

It would seem that there can be a 
middle course. The first item would be 
a program of training and re-training 
workers under Government direction; 
not under the direction of individual 
industries. The time is short in which 
such a program can be worked out. 





"THE ONLY 
REAL SECURITY" 


Today a home is the safest in- 
vestment a man can make. 

No matter what happens to 
other investments, the real worth 
of a home will persist. I+ will con- 
tinue to provide shelter and secur- 
ity. 
With a home of his own, the 
American individual can face the 
future with confidence. We hear 
a lot these days about increasing 
the confidence of Americans in 
America. The stability of a 
democracy depends upon the sta- 
bility of those who make it up— 
the average men and women. 

In a democracy the citizens 
owning homes in the community 
of which they are a part, make 
the state. Their sense of responsi- 
bility reflects itself in a more 
responsible community. 

Modern financing methods make 
home-ownership not only a means 
to greater social security, but to 
greater economic security as well. 
The fixed monthly payments which 
provide home-ownership are defi- 
nite insurance against increased 
costs from higher rents. 


SUMNER D. FELTON, 


Endicott Lumber & Box Co., 
Endicot, N. Y. 











The shadow of a skilled labor short- 
age is beginning to fall upon our own 
industry. 

Even before the Government started 
the Defense program, with its immense 
need for skilled workers of all kinds, 
there was a fairly acute scarcity of 
carpenters. When the building sea- 
son opens, that scarcity is certain to be 
more acute. No matter how we meet 
other difficulties, we can’t build houses 
without mechanics. 

One partial answer is retail yard 
shops with saw tables, power saws, 
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universal woodworkers and the like, 
where stock can be cut to pattern and 
size before it is delivered. Certain 
power tools have already proved their 
usefulness at the building location. 

While it may not be effective this 
season, it is rather certain that fur- 
ther changes in the engineering design 
of houses and farm buildings will make 
possible a more efficient use of power 
tools. Nearly every industry has found 
that, when it must, it can design 
around the bottle necks of traditional 
and slow processes. 

The usefulness of all these processes 
must depend upon agreement and co- 
operation of contractors and, where 
unions are strong, of labor leaders. 
Mechanized processes that reduce the 
control and bargaining power of skilled 
crafts are frequently, though not 
always, opposed by unions. Of late 
some union leaders are admitting that 
processes necessary to make labor 
worth what it costs are useful in the 
long run to the unions. Otherwise the 
impersonal logic of events will reduce 
the field and employment of workers. 

Do you know how much building 
labor will be available in your com- 
munity? Is it enough? If not, have 
you talked the matter over with your 
able contractors? The volume of busi- 
ness this coming season may turn upon 
these conferences. 


* ok Ox 
Efficient Use of Trucks 
CASUAL item about the growth 
A of trucking. At present New 
York City is receiving about 
two and a half times as much of its 
fruits and vegetables by truck as it got 
in this way ten years ago. These 
trucks come to the metropolis from 
twenty-two States. Last year it would 
have taken 80,000 railroad cars to 
bring in what came by truck. 

Retailers look upon trucks with 
mixed feelings. They couldn’t get 
along without the machines; but be- 
cause of them they suffer some hard 
competition. They must deal in appro- 
priate ways with this outside competi- 
tion. Perhaps the best, but not the 
only, way is by stepping up their own 
sales and service methods. 

Big trucking corporations know their 
hauling costs and ways of using the 
machines efficiently. Dealers need to 
know their own figures equally well. 
The difference between efficient and 
by-gosh methods will count in profits 
and in customer approval. 
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Upper left: One of six new restaurants 
in Charlestown, Ind. Center left: 800 
families call trailers, such as these, 
"home." Bottom row, left to right: In- 
terior of "Charlestown Bunkhouse," 
three defense workers from night shift 
in for sleep; entrance to Charlestown; 
hardware and lumber dealer, O. L. 
Cunning; and lumber dealer, Carl Lutz. 
Upper right: Western Union office in a 
trailer. Center right: 'Duplex," hous- 
ing four men; and just below, some of 
the new construction in Charlestown, Ind. 





No matter what is being built or not 
being built in the United States today, 
centers of life and business are being 
redistributed by some 60 Boom Towns 
created by the need of defense indus- 
tries. If the conditions prevailing in 
Charlestown, Ind., are indicative of 
conditions in other Boom Towns, then 
it may also be said that no matter what 
is being built today, the real business 
of building these towns is the work of 
tomorrow. 

The plant at Charlestown is not a 
temporary structure. When the im- 
mediate emergency is over it is highly 





probable that it will be converted into 
a plant manufacturing an _ essential 
industrial product. Therefore, in 
Charlestown, a major portion of the 
population increase caused by the de- 
fense program will probably be re- 
tained by the town. 

Prior to last September, Charles- 
town was a small inconspicuous town 
of about 900 population, whose trades- 
men relied on the farming hinterland 
and the W. P. A. payroll for the cash 
that turns the wheels of business. Then 
on Oct. 1, an industrial blitzkreig hit 


(Continued on Page 39) 
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Winners of “Headache Contest 3” Announced 


Contest No. 7 Opened; New Answers to Your Business Problems 


On this page the winners of “head- 
ache contest 3’’ are announced, and 
readers are invited to send in solutions 
to “Headache” No. 7. In the next 
issue we will publish the winners of 
contest 4; and announce the opening 
of contest No. 8. But the end is not 
yet in sight. Every reader is urged to 
participate in this “Clinic,” established 
to seek out answers to dealer problems. 
Send in your “headaches” and if you 
believe you have a solution to another 
dealer’s problem—please pass the “as- 
pirin.” 


Aspirin for “Headache” No. 3 

Our “Aspirin” is simply this—make 
absolutely certain at the time the sale 
is made that there is a clear under- 
standing of just what the terms of 
payment are. If you take anything for 
granted, or assume that the customer 
understands anything you haven’t told 
him, your neck is out, and you haven’t 
got a leg to stand on when you start 
to press for payment. This under- 
standing can be arrived at by a frank 
and complete statement to the customer 
of exactly when and how payments are 
to be made, and by his verbal agree- 
ment to make them that way. Just 
how you tell the customer what the 
terms are is important. It has to be 
done diplomatically, and in different 
ways for different people. But regard- 
less of how you do it, be sure that the 
customer understands just what you 
mean. If he fails to keep his agree- 
ment with you, he will not “blow up,” 
because he knows that the fault is his. 
You might lose him as a customer for 
a while, but he will be back if he is 
reasonable and honest. If he isn’t, you 
don’t want his business anyway.— 
T. W. Abell, J. H. Patterson Co., 
Marengo, II. 








The dealer who has trouble with 
some of his customers when he tries 
to enforce his terms of thirty days and 
tenth of the following month limit for 
payment probably hasn’t educated his 
customers carefully enough in his way 
of selling. We operate in a small town, 
but have a fairly large trading radius 
for our part of the country. We have 
made it a point to educate our people 
in our way of doing business. Because 
of this, and because we know most of 


the people in our community and are 
careful about extending credit we sel- 
dom have any trouble. We send state- 
ments out on the first of every month. 
If a man makes a purchase on the last 





day of the month, he gets a statement 
the next day. Educate people to your 
terms, and there is little chance for 
trouble—L. C. McJilton, J. E. McJil- 
ton & Son, Fisher, IIl. 





New Contest No. 7 


UNFAIR PRICE COMPETITION 
From an Indiana Dealer 

My biggest headache is trying to 
compete against yards that handle a 
No. 5 lumber and who try to sell it 
for No. 2 or even No. 1. For example, 
on an estimate they will write, “1000 
ft. White Pine 2x4,’ when I always 
put down “1000 ft. No. 2 White Pine 
2x4.” If I try to meet their price I 
have to deliver No. 2 whereas they 
may deliver some inferior stuff making 
the customer believe he is getting good 
material. Or sometimes a competitor 
will write an estimate, “2300 ft. wall- 
board,” while my estimate will read 
“2300 ft. 34 in. 4x8 Celotex, sized one 
side.” He can claim he was quoting 
cardboard if he gets the job, and get 


HOW WOULD 





ANSWER THIS 


by with it, but I must furnish what I 
specify, and lose money if I meet his 
price. Again, in figuring a material 
list for a new house, this type of com- 
petitor may quote on 1000 ft. 2x4’s, 
when it actually takes 2000 ft. to com- 
plete the job. If they get the job they 
say the customer must have increased 
the size, and they get by with it after 
a little argument, while I quote enough 
material to finish the job. 





PRIZE WINNERS 
‘Headache Contest No. 3” 
THE PROBLEM is that of a Florida 


retailer who wants to remain on 
friendly terms with the customer who 
has bought on credit, but who “blows 
up” when sent an extra statement, or 
when called on for payment, even 
though he has been informed of the 
30 day terms and tenth of the follow- 
ing month limit for payment. 


First Prize—$10 
Bernice McFarland, Riverside Lum- 


ber Co., Cape Girardeau, Mo. (Solu- 
tion Published Feb. 8.) 


Second Prize—$5 


T. W. Abell, J. H. Patterson Co., 
Marengo, Ill. (Solution Published 
Feb. 22.) 


Third Prize—$3 
L. C. McJilton, J. E. McJilton & 


Son, Fisher, Ill. (Solution Published 
Feb. 22.) 


GIVE US YOUR 
HEADACHE 


lf there are problems that bother you, 
whether they be large or small, the American 
Lumberman invites you to submit them in this 
contest. Every sender of a Headache will re- 
ceive, in acknowledgement, a beautiful auto- 
matic pencil, of real value, that he will be 
proud to own. 

Address all correspondence to CONTEST 
EDITOR, AMERICAN LUMBERMAN, 431 South 





_ Dearborn Street, Chicago. 


RULES OF CONTEST 


First Prize—$10; Second Prize—$5; 
Third Prize—$3 


1. Solutions of, or comment upon, the “Head- 
ache" printed in each issue must be not less 
than 100 words or more than 1,000 words long. 


2. Solutions of or comment upon any “Head- 
ache" must be received within 30 days of date 
of issue in which that "Headache" is stated. 


3. Only retailers and their employees are 
eligible to compete. 


4. The editors of the AMERICAN LUMBER- 
MAN shall be the sole judges. Names and 
addresses of all prize winners will be printed 
in this journal. 


5. All solutions and written comment sub- 
mitted shall be the property of the AMER- 
ICAN LUMBERMAN, with right to print in 
whole or in part. 


6. Entrants in any “Headache” contest are 
free to also enter any, or all, later contests; 
thus it is possible for you to win more than 
a prize—if your solutions are judged to be 

est. 
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Below: House No. | in the new 
Riverdale Addition to Henderson, 
Ky. This home was open for public 


inspection for one month 
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Above: House No. 2. Both houses 
are essentially a Cape Cod type. 
No. 2 home is occupied. The sub- 
division is the work of the South 
Side Lumber Co. of Henderson 


Subdivision Provides Dull Season Work 


As a profitable fill in for dull con- 
struction periods the South Side Lum- 
ber Co., Henderson, Ky., is develop- 
ing a subdivision known as_ the 
Riverdale Addition to Henderson. 

Foresight prompted the venture in 
view of the fact that a new industrial 
plant and the en- 
largement of an 
existing one in 
Henderson prom- 
ise to attract new 
residents to that 


re“, 


gresses. When a house is sold, pass- 
age on the individual buyer’s personal 
credit is the only formality necessary 
for him to finance his venture through 
the FHA credit program. 

The homes are all well insulated and 
have city electricity, gas, water and 


Plot plan of the Riverdale Addition to Henderson, Ky., which is being developed 
and offered for sale by the South Side Lumber Co. of that city. Lot dimen- 
sions are indicated as are the locations of three houses already completed. The 
subdivision fronts on Main St. and is bounded on the rear by the Ohio River. 


erty. It was then that the home 
building program was inaugurated. 
The project is now operated under the 
firm name and sales of the homes and 
property are handled directly through 
the company offices. 

The South Side organization is 
a complete serv- 
ice organization. 
It is equipped to 
supply plans to 
fit the needs 
and tastes of 
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city. The lumber 
company officers 
found that many 
prospects were 
interested 
in homes but 
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were timid about & SI 
signing up for the ee) ~ 
work to begin; so = 5 
they built a few = S 
houses to be sold SS 


upon completion. 
Two of the 
homes already 
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any homebuild- 
er. Contact is 
maintained with a 
number of local 
carpenters who 
usually submit 
bids for the la- 
bor contracts on 
South Side build- 
ing jobs. Other 
operations such 
as plumbing, elec- 
trical work etc., 
are subcontracted 
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built are pic- 
tured here. The '- 
subdivision was restricted by the FHA 
to $3,500 but the houses which are 
completed average in cost approxi- 
mately $5,000. The South Side com- 
pany plans to build all the homes in 
the section along similar lines. 

FHA commitments are made before 
each of the houses are started, and the 
regular and rigid FHA inspections are 
made as the construction work pro- 
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sewage disposal facilities available. The 
first home to be built was open for 
public inspection for one month. 

The subdivision property runs 
down to the Ohio River and is owned 
by an officer of the South Side Lum- 
ber Co. It had been laid out in lots 
as shown on the accompanying plot 
plan but the owner was having diff- 
culty in disposing of the vacant prop- 


in a like manner. 
A crew of work- 
men are retained permanently by the 
company but their only function is re- 
pair and shop work. 

Firm representatives are well versed 
in the technicalities of preparing FHA 
applications and their services are 
made available to customers. 

J. Alves Clore and J. B. Thompson 
are the proprietors of the South Side 
Lumber Co. 





32 








Amemecanfiumberman 


Dealer’s Mill Caters to Light 
Industrial Work 


The East Side yard, one of two large 
retail plants operated by the Steinman 
Lumber Co., Milwaukee, Wis., does a 
good volume of business with indus- 
trial plants, and to meet the needs of 
these plants, keeps a well equipped 
mill, and a stock of heavy structural 
timbers. 

Methods of handling raw materials 



























and finished mill products have been 
worked out to produce a high degree 
of operating efficiency. This, with 
unique construction and strategic loca- 
tion of storage sheds, reflects expert 
management, and indicates why the 
company is able to take advantage of 
the rising demand for lumber and lum- 
ber products by Milwaukee industry. 

“Industrial expansion has meant 
better business for us during the last 
year,” said Henry Steinman, “and that 
will certainly mean an increased vol- 
ume of residence building next year.” 


The building which houses the mill 
contains both light and heavy machin- 
ery capable of turning out any kind of 
work. The mill is kept operating at 
an even keel throughout the year with 
an almost continuous stream of small 
production line orders, work on which 
can be stopped and resumed as special 
work comes and goes. 

During the fall 
months oak truck 
stakes for 5500 
small platform-type 
truck trailers were 
being turned out. 
Each stake had to 
be machine-cut and 
end-trimmed. This 
is typical of the 
production line or- 
ders the company 
always has on hand. 

Structural ti m- 
bers in the yard 
grade in size up to 
16x16—40 Douglas 


Top left: View in 
Steinman mill. Lower 
left: Hand truck 
loaded with truck 
stakes. Rope sling 
transfers them 
quickly to delivery 
vehicle. Top right: 
Steinman shed, 
"built like a sky- 
scraper.” Lower 
right: Portable 
crane handling 40 
foot, 16xl6 timber 
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fir. Several years ago a gasoline pow- 
ered portable crane was purchased for 
yard use and it handles these large 
timbers. The machine is said to do 
the work of seven men in one-fifth the 
time. 

The lumber sheds in this yard have 
a capacity of twenty cars. The sheds 
are designed on the skyscraper prin- 
ciple in that the frame is a complete 
structural unit independent of the walls 
and roof. With the frame of the shed 
in place, the wall and roof are added 
on lighter framing. The result is that 
the load in the bins can never place 
stresses on the walls. After twenty 
years of service the shed walls are in 
perfect alignment, and there is no sug- 
gestion of sag in the roof and eaves. 
Most of the sheds are constructed with 
12x12 posts and cross girders. Foun- 
dations are of reinforced concrete. Air 
space below the cross girders permits 
ventilation throughout the stacks. 

Bins are relatively small—eight feet 
wide and eight feet high. Turnover in 
the bins is rapid, and thus all stock is 
kept fresh. 

An automatic fire alarm and sprink- 
ler system in this and in the West Side 
yard enable the company to eliminate 
night watchmen without penalty in fire 
insurance rates. 
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It's Little Things That Create Woman Appeal 


The little things about a house that 
put charm and individuality into it are 
the things that give it woman appeal, 
declares Irene Constance, Oklahoma 
City, Okla., for many years a success- 
ful operative home builder in her own 
right. And, addressing homebuilders 
of the National Association of Real Es- 
tate Boards at its recent conference, 
she reminded her fellow homebuilders 
that in the United States today women 
handle 80 percent of the buying. 

Outside of the obvious “musts,” here 
are some things on her list for woman 
appeal : 

1. Clever window treatment. “To- 
day it is the corner window, picture 
window, bay window, or studio win- 
dow that streamlines a house into the 
1941 style,” she said. 

2. Two closets in the master bed- 
room. And shelves instead of so many 
drawers. Women prefer shelves, she 
says. But space them different widths 
to take care of large and small objects. 

3. Window stool or window shelves 
at least five inches wide on south and 
east windows to accommodate plants. 
“These never fail to delight.” The 
stool in casement windows can be used 
too as a window seat. 

4. A motto over the fireplace, or a 
gay bit of Dutch tile in the kitchen. A 
spice cabinet above the stove. Mirrored 
shelves in a dressing room. Mirroring 
the mulls on twin windows. Mirrors 
create an impression of space. 

5. Thoughtful things you can do 
with wallpaper. “Women prefer plain 
wallpaper but they love borders, gaily 
papered closets and beautiful ceilings. 
Women always look at ceilings—why, 
I don’t know!” 

6. A summerhouse in the backyard, 
if you want the house to be bought up 
in a hurry. “This will require a few 
yards of concrete, some rough timber 
and screen. It will appeal better if 
you build a small fireplace in one end. 
Women love summer or tea houses. 
But remember they must be screened!” 


—And Here's More About Closets 
“Closets and Storage Spaces” is the 
title of a Farmers’ Bulletin just issued 


by the U. S. Department of Agricul- 
ture. In its 24 pages, with complete 
drawings of details, it describes every 
type of closet—clothes, coat, bedroom, 
linen, bathroom, kitchen, food, dining 
room, living room, cleaning, sewing, 
farm business and outdoors. It is a 
booklet that should be of good service 
in any retail sales room. Copies of F-B 
1865 may be obtained, for 5 cents each, 
from the Superintendent of Documents, 
Washington, D. C. 





Winter Remodeling of Sales 
Room Attracts Attention 


“Clean Up and Paint Up” is the 
slogan that will be sounded throughout 
the land just as soon as the snows have 
melted and carried part of the winter’s 
accumulation of grime with them. 

The part played by lumber dealers 


in the annual spring house cleaning in- 
dulged in by hundreds of thousands of 
home owners and civic minded individ- 
uals is large. One of the best ways to 
cash in on the natural market thus cre- 
ated for lumber and other building ma- 
terials is to set the example. In Kent- 
land, Ind., Kentland Lumber & Coal, 
Inc., believes in setting the example, 
and doing it far enough ahead of the 
season to get people thinking about 
what they will do as soon as mild 
weather permits activity. 

With a neatly kept yard and sheds 
always looking as if they had just been 
freshly painted, the company decided 
to rejuvenate the inside of its office 
and sales room in mid-winter, finish- 
ing in February. No extensive pro- 
gram was embarked on, but a modest 
operation has produced excellent re- 
sults. Several treatments of insulating 
materials and decorative woods have 








ucts carried in stock. 








Herel a Timely Tip 


G. E. Steenson, yard foreman for C. C. Collins & Son, Inc., at Madi- 
son, Wis., sends these two snapshots which, he explains, show “a 
panel built in our display rooms; on this space, 12 feet wide and 
8 feet high, we are able to display 35 different items in an orderly 





and handy way.” He appends a list of the 35 items shown, which 
include red cedar siding, fir drop siding, shingles, windows, 
storm sash, trim, insulation, plywood panels, and many other prod- 




















been used in panels for the wainscot- 
ing. Above the wainscot the walls 
have been treated with insulating plank 
in variegated color tones. Insulating 
tile was applied to the ceiling, and 
modern windows were installed in one 
wall of the room. 

A new sales counter with open 
shelves in the front, and bright metal 
moulding along the edges lends a some- 
what modernistic appearance to the 
whole room. The shelving in the coun- 
ter is used to display paint. A lot of 
attention was created by the work 
while it was in progress, and it is felt 
that the finished room will result in 
an increase in sales. 





Makes Yard "Stand Out" by 
Unique "House" Sign 


When William Johann moved his 
A-1 Building Company in Evansville, 
Indiana, from an attractive site to an 
old planing mill on a heavily-traveled 
street, he had more than one thought 
in mind. 

“T went to the Chicago World’s Fair 
back in 1933,” Mr. Johann explained. 
“They had a man there on stilts 
dressed up like Uncle Sam. I thought 
to myself then: “Thousands of people 
will go home from this World’s Fair 
and they won’t remember having seen 
me or a million other men dressed and 
looking something like me. But they 
will remember Uncle Sam, because he 
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Above: This is how the home of A-| 

Building Company looks today, after 

extensive exterior remodeling, including 

the building of a complete "House" on 
top 





was out of the ordinary.’ ” 

So, when the A-1 Building Company 
set up shop in the old planing mill, 
which was just a plain frame building 
like hundreds of other plain frame 
buildings, Mr. Johann, remembering 
“Uncle Sam,” had another conversa- 
tion with himself: 

“Tf I go on doing business in this 
old building as it is, it will be taken 
for granted that the business matches 
the building—that I am just as far 





Below: The home of the A-I Building 

Company as it looked before William 

Johann remodeled it and built a com- 
plete "house" on top. 
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behind the times as it is. I’ve got to 
make it represent my business. I’ve 
got to make it different—make it stand 
out, but how ?” 

The “how” was to completely con- 
struct a house, or what appears to be 
one, on top of the old planing mill. 
Below the “house” is a large sign, run- 
ning the complete length of the front, 
“A-1 Building Company, Complete 
Contracts;” and, on the side, “Every- 
thing for Building.” 

In connection with the company 
name sign is a picture of “Handy 
Andy,” a young fellow with all kinds 
of tools and gadgets, rushing to a job. 
“Handy Andy” is a trademarked A-1 
sign, which signifies the company’s 
complete home service even to fixing a 
leaky faucet. 

Only two stories high, and visible 
to automobilists as well as pedestrians, 
the building, due to the house on top, 
immediately attracts attention. 

The “house” is, of course, just a 
shell, but it looks like a real one, com- 
plete even to the garage. 

The lower half of the front was re- 
modeled, with glass replacing most of 
the old wooden front, thus making 
room for show windows in which are 
displayed the company’s wide variety 
of home building materials, and serv- 
ices it offers. 

To sum it up, Mr. Johann said: 

“The house on top, ‘Handy Andy,’ 
and all the rest are visual illustrations 
of what my business offers to the pub- 
lic. A shoe merchant can easily do 
this by merely putting his wares in a 
show window, but it isn’t that easy in 
the building business.” 

For when a customer goes to the 
A-1 Building Co., in Evansville, he 
doesn’t have to go anywhere else to 
complete any building job he wants 
done. The one company does it all. 
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Dealer and Contractor Plan 
to Develop 14 Acres 


Fred C. Nave, Roselle Farmers 
Lumber Co., Roselle, Ill., and H. O. 
Holland, a local contractor and realtor, 
are making preliminary plans for the 
development of a 14-acre tract at the 
edge of their town. Present plans call 
for sub-dividing the tract into one- 
acre lots each with a 147-foot front. 
With sewer installed the lots will be 
priced at $1,000, and homes will be 
built to order. It is planned to design 
homes to fall in a price bracket consist- 
ent with the size and cost of the lots. 
With adequate suburban railroad 
transportation to and from Chicago, 
the dealer and contractor expect that 
the development will find ready sale. 





Tool Display Window 
Brings Results 


An experimental display of carpen- 
ters’ tools in a small entrance display 
window of the Bob Smith Lumber Co., 
North Little Rock, Ark., increased 
that company’s tool sales so greatly 
that the window has been dedicated to 
tool displays exclusively. 

Mr. Smith believes that such a dis- 
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play should not be crowded with too 
many items. He has erected narrow 
corner shelves to accommodate four 
saws. Levels, rules, files, hammers, 
screw drivers, glass cutters, squares, 
steel tape, etc., are featured in the 
Smith window. 
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Special Dolly Prevents Damage 


Needless expense—damage to mill- 
work in transit around the lumber yard 
—has been neatly avoided by the Good- 
fellow Lumber Co. of St. Louis, Mo., 
with the construction of the novel yard 
dolly and truck hauling unit pictured in 


at the rear of cut-down truck, where 
the driver can neatly drop a steel bar 
into the socket, fastening the hitch. As 
pictured, there is a small third-wheel 
at the front of the wagon, which keeps 
it at the correct height for easy cou- 





This dolly, drawn by a Ford truck that had been retired from street service and 
shortened, speeds movement of millwork and avoids damage 


the accompanying illustration. 

Whereas millwork was formerly 
hauled in heavy loads by horse-drawn 
steel-wheeled flat dollies, this new ar- 
rangement provides for much swifter 
delivery, maximum protection for deli- 
cate work, and a reduction in operating 
expense. 

The new arrangement consists of a 
1929 Ford truck, which rolled up 100,- 
000 miles on the streets of St. Louis 
in making lumber deliveries, and a 
newly-designed dolly wagon used ex- 
clusively for millwork, and built by the 
lumber company itself. After the truck 
was traded in on a new model, the 
lumber company re-purchased it, cut 
the frame to an overall length of six 
feet, removed a section of the drive 
shaft, and thus produced an efficient 


light tractor for yard work at minimum. 


cost. The truck can do the work of 
several teams of horses daily. 


The dolly, 12 feet long and four feet 
wide, is mounted on a pair of automo- 
bile wheels, with balloon tires at half 
normal pressure. The company can 
load a much larger amount of millwork 
than was formerly possible, with per- 
fect confidence. The higher sides, plus 
the even, balanced “ride” provided for 
the cargo, make the dolly ideal. 

At the front of the wagon is a tongue 
made of a four-inch soft metal pipe, 
one end of which has been flattened, 
and provided with a two-inch hole. The 
tongue is six feet long, and slides 
neatly over a metal plate into a socket 


pling and uncoupling at all times. 
Thus, it is necessary for the driver 
only to back up to the wagon, drop his 
pin, and reverse the process at the 
other end of the trip. 

From the mill to the glazing room at 
the Goodfellow concern is a distance 
of more than 300 feet over railroad 
tracks and uneven ground—which the 
truck covers in one-third the time 
formerly required by horses. 





Convention Veteran Still Gets 
Thrill after 40 Years 


R. T. Paddock, O. H. Paddock 
Lumber Co., Pana, IIl., in Chicago to 
attend his fortieth annual convention 
of Illinois retailers, said that he got 
just as big a thrill out of the 1941 
meeting as he got at his first. 

“It is a different kind of a thrill,” 
said Mr. Paddock. “When I first 
started coming to these meetings, it 
was the speakers that held me with 
their ideas and analyses. Some time in 
the course of forty years, though, you 
hear nearly everything there is to be 
said. What they have to say, though, 
is the finest thing in the world for 
younger men to listen to. 

“My big thrill now is seeing so many 
people I have known for years, getting 
to know the younger men, and watch- 
ing the advances our industry is mak- 
ing. A convention is a good thing for 
any man, young or old, new in the 
business or long in it.” 












The Mills Bros. Lumber & Hard- 
ware Co., of Chillicothe, Mo., is one 
of the increasing number .of yards that 
have down-town locations. It is near 
the courthouse square, and just across 
the street from a unit of a chain-store 
company noted for getting good sales 
locations. The Mills company not only 
handles hardware but also a good many 
other items not traditional in lumber 
stocks. It is in a shoppers’ zone and 
caters to shopper buying. 

This journal, as you know, has 
printed many stories about the loca- 
tion, design, appearance and_ sales 
equipment of modern yards; dealing 
with these items as useful factors of 
selling and profit making. It will 
print more of these stories; for busi- 
ness is changing, and these factors help 





Front show windows, with holiday 
decorations, at the Mills Bros. yard 


Tool display al- 

cove at yard of 

Mills Bros. Lum- 

ber & Hardware 

Co., Chillicothe, 
Mo. 





in meeting such change. But we've 
tried to make it plain that these helps 
are tools and must be used as such. 


Location Must Suit 
Aim of Management 


Numbers of experienced retailers 
have been telling this department lately 
that the most important equipment of 
any yard is the man who runs it. If 
he’s a good salesman, he’ll make sales 
regardless of his material equipment. 
He’ll make more, if the equipment suits 
his skill and the temper of the custom- 
ers. If he’s good at serving a shop- 
ping trade, a down-town location and 
a modern store set-up will increase the 
volume and profits. If he’s good at 
lumber sales and not so good at mer- 
chandising shopping lines, such a loca- 
tion and set-up are not likely to weigh 
in with their full value. 

Your announcer recently heard Gov. 
Wills, of Vermont, tell what he de- 





scribed as his favorite Vermont story. 
A Green Mountain farmer lost his wife. 
The lady had been a determined per- 
son with the habit of using whatever 
means came to hand in expressing her- 
self and making her will prevail. As 
the family drove home after the serv- 
ices, a storm blew up; and as they 
turned in at the farm yard gate a bolt 
of lightning struck the barn, causing it 
to collapse. The farmer glanced up at 
the sky and remarked, “Well, I guess 
ma got there all right.” 

For our purposes, this parable may 
have either or both of two applications. 
A change of location brought increased 
potentials into action. But it didn’t 
change either the personality or the 
purpose the “manager” had all the time. 

All of which has nothing to do with 
the Wills company, except to say its 
plant is in a shopping center and car- 
ries shopping lines in addition to a full 
lumber stock. 


Added Hardware When Local 
Stores Discontinued 


K. L. Rinehart tells us that the store 
has been in operation three years or a 
little more. It carries a full hardware 
stock, including electric stoves and re- 
frigerators, household equipment, tools 
for farmers and mechanics, and a full 
line of wiring and plumbing. The 
plumbing line, Mr. Rinehart says, 1s 
probably the most profitable. The com- 
pany does not install these items. Most 
of the local plumbers are mechanics 
and not merchants. The hardware 
line was taken on when a couple of 
hardware stores closed ; thus giving the 
company the chance to gather trade 
without taking it away from existing 
companies. “A good many lumber- 
men,” Mr. Rinehart said, “make the 
mistake of putting in a big hardware 
or similar new line when local condi- 
tions don’t give them a good chance to 
succeed. They figure up how much 
they could make, provided they sold a 
certain volume. Then to get this vol- 
ume they have to disrupt going trade, 
start a bitter competitive fight and de- 
stroy correct price levels. They don’t 
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Yard or Office Location and 

Stock Must Suit Manager’s 

Abilities to Attain the Best 
Results in Merchandising 


make anything on the new lines, and 
they shake the whole local trade struc- 
ture. It never hurts to measure your 
market opportunity in a rational way 
before breaking out with new lines.” 

The Mills store makes use of com- 
partment-top tables for the display of 
small articles. The store is separately 
operated ; but the building lines work 
naturally in helping sell lumber, just 
as lumber helps sell building hardware 
and plumbing. 


Show-Place Buildings 
Enclose Yard Area 


The Chillicothe yard of the R. J. 
Hurley Lumber Co. is one of the com- 
pany’s show places. The feature of 
design is the one-story building, ex- 
tending around the two sides of the 
corner lot ; enclosing the yard and mak- 
ing space for the office, a long range 
of show windows and well lighted 
shops. The sheds and warehouses are 
within this quadrangle. 

The office, having its street entrance 
at the corner of the quadrangle, is well 
lighted with big windows on the south 
and west, and is equipped with stock 
and displays of hardware and paint. 
R. W. Head, the manager, is a Chilli- 
cothe boy, knows everybody and is a 





A peep at the Hurley paint and Flex- 
o-Glass stock. There are convenient 
yardsticks along the table edge 
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Sales counter of 
E. J. Hurley Lum- 
ber Co., Chilli- 
cothe, Mo. Hard- 
ware shelves are 
behind glass 
doors 





fast-working salesman. He talked 
especially about paint, which is an im- 
portant sales item. 

“We have a problem,” he said, “that 
I suppose shows up in many places. 


Drug Store Paint Wrongly 
Educates Customers 

“Chillicothe has its full share of the 
well-known chain stores that sell about 
everything, including paint. Shoppers 
wanting anything from cosmetics to 
detective stories go to these stores and 
walk up and down the aisles looking 
for their particular items. They come 
across the paint department with its 
quarter and half pint cans. Of course 
there are bigger cans; but the small 
ones catch the attention. The shopper 
remembers a kitchen stool or a chest 
that would be improved with paint; so 
a brush and a can or two go into the 
shopping bag. These sales are to peo- 
ple who do their own painting. That’s 
no special bother to us, for the sales 
are small and fall into the list of house- 
hold shopping rather than building. 

“But these people get used to buying 


paint there; and they think of it when 
it’s time to paint the house. Maybe 
they want te do the painting, them- 
selves. That, of course, is the place 
where we begin feeling the competition. 
Sometimes they get prices at the chain 
store and then ask our prices. Well, 
ours are higher, because we sell stand- 
ard quality. But these customers are 
price-minded. The chain-store house 
paint generally carries no guaranty ; 
but that doesn’t make much impres- 
sion, for they’ve used little cans for in- 
terior purposes and think it’s okay. 


Quality Paints Avoid 
Buyer Dissatisfaction 


“Well, here’s the difference; one 
that is a product of buying habits. Cus- 
tomers will use the inexpensive, non- 
guaranteed chain-store paints on fairly 
big jobs and will make no complaint if 
the stuff goes bad. 





This bolt and screw cabinet in Hurley 
salesroom provides for tool displays 
on its slanted top 
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Two sides of the R. J. Hurley Lumber 
Co.'s yard at Chillicothe, Mo., are 
enclosed by a one-story building that 
provides plenty of show window 
space for shops. Location of display 
rooms at corner entrance provides 
them with good lighting from two 
directions 





“But if we sell non-guaranteed low- 
price paint to compete with them, 
we'll get plenty of complaint and plenty 
of temper if we don’t make it good. 

“That might seem to be a disadvan- 
tage; and I suppose it is in handling 
that kind of shopping trade. It’s a pretty 
hard job handling the extremes of these 
two groups in one store; because ex- 
tremes of good and poor quality goods 
don’t mix. But there’s more satisfac- 
tion in dealing with the quality group, 
and that group in the main contains 
the large buyers. So we handle noth- 





W. P. B. 
ATWELL, 


| Manager of 
~ North Missouri 
Lumber Co.'s 
yard at Chilli- 
cothe, Mo. 








ing but high quality paints, and we 
stand behind them with a reasonable 
guarantee. It’s a line we can push with 
good conscience and with little or no 
loss in replacements. We can work 
with paint contractors ; for they under- 
stand quality and know the value of 
satisfied customers. 

“After trying various methods, this 
yard does most of its trade promotion 
through contractors and builders. We 


have a good list of contractors who 
manage to know about practically 
every prospective job. 


Trucked-in Lumber 
Is Troublesome 


“You may be interested in knowing 
that the yards in this city have no de- 
livery trucks. We hire full loads de- 
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livered; and we'll get delivery men to 
take out small orders, charging the 
customers exacty what it costs us. I’m 
not sure this no-delivery policy will be 
continued. I think that at best it loses 
us some sales. We have some trouble 
with trucked-in lumber; and the fact 
that the trucker will put his stuff down 
at the job makes his competition that 
much harder.” 

At the North Missouri Lumber Co.’s 
yard the department met W. P. B. At- 
well, whose father was for many years 
manager of this yard, a ranking officer 
in the company, prominent in the 
Southwestern association and one of 
the most widely known lumbermen in 
Missouri. Mr. Atwell tells us that, ex- 
cept for the trucker competition, the 
Chillicothe trade is good. 


Guild Management Institutes Announced 


This year, two Management Insti- 
tute and Merchandising Short Courses 
for retail lumber and building material 
dealers will be conducted by the Hous- 
ing Guild division of Johns-Manville, 
it was announced by L. M. Cassidy, 
J-M vice president in charge of build- 
ing materials. Arthur <A. Hood, 
Johns-Manville’s director of dealer re- 
lations, will head the Institutes, which 
will be held in Asbury Park, N. J., 
March 17-22 at the Berkeley-Carteret 
Hotel, and at Chicago, IIll., March 24- 
29, at the Edgewater Beach Hotel. The 
curriculum of the Institute has been 
adapted to executive training exclu- 
sively this year, Mr. Hood said, as spe- 
cial dealer-conducted Guild schools 
will be held for salesmen. 

“Through exhaustive studies during 
1940, Johns-Manville’s dealer relations 
division has analyzed the policies, tech- 
niques, methods and procedures of 
hundreds of retail lumber and building 
material dealers,” Mr. Hood said. “We 
analyzed separately the methods of 
those dealers making ‘average’ and 
‘above average’ net profits as a result 
of their 1939 operations, and on these 
findings have been based the curricu- 
lum of the 1941 National Housing 
Guild Management Institutes, as well 
as the book “Net Profit Guide for Re- 
tail Lumber and Building Material 
Dealers” which will be used as a text- 
book for the course. 

“Johns-Manville has built a brand 
new approach to the retail management 
training problem around demonstrated 
profit-making techniques in the mod- 
ern retail lumber and building material 


business; a complete explanation will 
be given of the Housing Guild con- 
trolled method of consumer-contractor- 
industrial selling. Among the subjects 
to be studied at the Institutes are: 

Budgeting, Relation of Accounting to 
Profit, Estimating Building Packages, 
Monthly Payment Financing, Pricing for 
Profit, Sales and Personnel Management, 
Operating Control Advertising and Promo- 
tional Techniques, Market Analysis, Secur- 
ing the New Home and Farm. Potentials, 
Estimating Profitable Selling Prices on 
Complicated Improvement Jobs in 45 Min- 
utes, Selling Contractors at Profitable Prices 
Against Cutthroat Competition. 

One of the new features of the Hous- 
ing Guild Institutes this year will be a 
trip through a Johns-Manville factory. 
Those attending in Chicago will be 
shown through the Waukegan (IIl.) 
plant, while the Asbury Park students 
will tour the Manville (N. J.) factory. 

Through the medium of an innova- 
tion, a “roving microphone,” there will 
be more personal participation by the 
dealers attending than in previous 
years, and first hand accounts of profit- 
able retailing will be heard at round 
table forums. 

Among key executives of Johns- 
Manville who will take active part in 
each Institute are: 

L. M. Cassidy, vice president in charge 
of building materials; L. C. Hart, vice 
president. and general manager; H. M. 
Shackelford, vice president in charge of sales 
promotion; R. L. Johnson, A. D. Lierman, 
H. D. Bates, of the sales promotion depart- 
ment; J. L. Wood, general credit manager, 
L. H. Morgan, time payment manager; C. F. 
Ames, Jr., E. W. Smith, H. F. Lotz, D. L. 
Pomerantz, of the building material staff; 


and J. F. Schaffhausen, agricultural engi- 
neer. 
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BOOM TOWN IS RIGHT 


(Continued from Page 29) 

the town, sweeping the farms and 
farmers out, putting W. P. A. pay- 
rollers to work, dropping 14,000 work- 
ers at Charlestown’s front door, while 
out of the whirl over 800 trailer fam- 
ilies descended on the town. Charles- 
town’s 250 homes are dwarfed by the 
estimated 600 trailers within the town 
limits, and of these trailers over 400 
are serviced with electricity by a local 
branch of the power company. 

Many residents’ homes are crowded 
with from 4 to 16 men roomed at four 
to five dollars a week. A local ware- 
house has been turned into a bunk- 
house with 100 beds and almost im- 
mediately was filled. Charlestown has 
a standing population of 4,000 with no 
more space available. Two-room and 
one-room shacks are being built. At- 


it is believed, will reach and retain a 
population of 16,000. 

But these people must be fed and 
housed and cared for. Already the sew- 
age disposal system is being enlarged. 
Instead of three restaurants, there are 
now nine. Three new gas stations are 
being built, a new school building is 
being considered (over 200 new pupils 
from Iowa, Illinois, Kansas, Michigan, 
Wisconsin, Ohio, Pennsylvania, Ken- 
tucky, Missouri, Louisiana and Ten- 
nessee have entered), the post office 
has put on a day and night shift and 


is going to be enlarged, the bank has _ 


a line-up over a block long on paydays, 
a new office building is being erected, 
a public garage built, a tire and auto 
parts company and a drug store com- 
pany are entering the town with 
branches ; and on December 5 a news- 





Lumber Testing Equipment Display 


Exhibit booth of the 
Dierks Lumber & Coal 
Co., Kansas City, Mo., @ 
at the Southwestern 
Lumbermen's conven- 
tion, Wichita, Kan. 
Same display was used 
at the Illinois Lumber 
& Material Dealers’ 
convention in Chicago 
Feb. 11, 12, 13. Back- 
ground is composed of 
enlarged views of the 
Dierks plant and opera- 
tions. Moisture testing 
equipment at the left 
is connected with am- 
meter in center below 
neon sign 








tics, chicken houses, barns and old 
buildings are being renovated and re- 
modelled to receive the thousands who 
are now traveling to Louisville, Ky., to 
Jeffersonville, New Albany, New 
Washington, Sellersburg, spreading 
out over the country within an 18 mile 
radius and traveling to and from work 
by train, bus, automobile and truck. 
Nor is that all. For a powder bag 
factory is also to be built across from 
the powder plant and it is estimated 
that employment will be furnished for 
close to 20,000 workers when both 
plants are complete. It will take six 
months to finish the first of the six 
units in the powder plant, and about 
two and one-half years to complete the 
plant. In the meantime the thousands 
will be milling through the entrance to 
the plant at Charlestown and the town, 


paper started publishing in Charles- 
town. 

But so far almost everything is tem- 
porary, conjured out of expediency: 
The real work of building for the 
thousands of families who will live 
there and continue to live there is yet 
to be begun. The two lumber dealers, 
O. L. Cunning, Clark County Lumber 
and Hardware Co.; and Carl Lutz, 
Carl Lutz & Son Lumber Yard are 
engulfed with the pressures of the im- 
mediate situation. But as the hysteria 
of the moment retires to normalcy, 
there will be an opportunity to build 
a steady business, a growing business, 
and one that can serve a continuing 
community. 

Today, many of those who are living 
in trailers have no transportation for 
those trailers. They are renting them 


because no other space is available. 
Even many of those who know they 
are going to stay when the plant is 
completed are living in that manner. 
Many of the three thousand traveling 
daily to work in special trains, and the 
thousands traveling by automobile, 
making necessary the widening of 
route 62, are looking for permanent 
homes, and as more of the permanent 
employees come in the situation will 
become more acute. 

But today it is far more necessary 
to complete an adequate sewage dis- 
posal plant; to build the 35 miles of 
railroad inside the plant; to construct 
the 60 miles of paved road; and to 
keep the supplies rolling into the plant 
at a rate that may even exceed the 
seven years of normal tonnage that 
rolled over the road in seven weeks. 





Publicity Director Associated 


with Service Bureau 


New Orteans, La., Feb. 18.—Albert R. 
Israel, for many years publicity director of 
the Southern Pine Association, has resigned 
that position, and will enter into business in 
New Orleans, Secretary-manager H. C. 
Perckes of the SPA announced here today. 
Mr. Berckes said arrangements have been 
made to handle the work previously per- 
formed by Mr. Israel. Mr. Israel has 
formed a partnership with Claude H. Smith, 
of New Orleans, long identified with the 
oil business of Louisiana, to conduct the 
Petroleum Service Bureau, which they have 
established to furnish factual information 
of all kinds concerning Louisiana oil lands, 
oil properties, etc. 





Publish Airplane Hangar 


Construction Booklet 


WasHiIncTon, D. C., Feb. 17.—The sixth 
edition of “Airplane Hangar Construction” 
—a 28-page booklet containing information 
and plans for the erection of wood hangars 
—has just been published by the National 
Lumber Manufacturers’ Association. The 
booklet has been prepared primarily for the 
use of airport authorities, manufacturers, 
aviation companies, airport architects, and 
engineers, and is the first printing since 
1931. 

Fully illustrated, “Airplane Hangar Con- 
struction” discusses the history and impor- 
tance of airports, selection of sites, and 
Civil Aeronautics Authority requirements 
for hangar construction. Included in the 
series of illustrations are several photo- 
graphs of wood hangars now being erected 
as a part of the Canadian Defense Program. 
All those illustrated have spans of 112 feet. 

Each of these designs calls for the tim- 
ber connector system of construction, and 
copies are available free of charge from the 
Timber Engineering Company, 1337 Con- 
necticut Avenue, Washington, D. C. 
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GrRanp Rapips, Micu., Feb. 17.—Presi- 
dent Restrick in his annual address before 
the Michigan Retail Lumber Dealers’ As- 
sociation, called attention to the havoc tak- 
ing place elsewhere, and counseled the mem- 
bers that never as before sound thinking 
and unity of purpose are needed. The meet- 
ing was held Feb. 4-6 at the Pantlind Hotel 
in Grand Rapids. 

Restrick outlined activities of the associ- 
ation during the past year, enumerating 
many instances where unity of action ob- 
tained favorable legislation for members of 
the industry in Michigan. He told how the 
industry had come a long way on the road 
to recovery, citing 1933 as compared with 
1940. In 1933 there were 2,896 units with 
a value of $5,218,000 built in the State. In 
1940 there were 23,148 units with a value of 
$122,917,000. 


Yard Is Construction Headquarters 


Mr. Restrick brought out the fact that in 
keeping with the policy long advocated by 
the AMERICAN LUMBERMAN, the retail lum- 
ber dealer was becoming more and more 
the recognized headquarters for informa- 
tion and advice on home ownership and home 
construction. He said the retail lumberman 
of the future would be more and more a 
factor in construction. 

Hunter M. Gaines, secretary of the as- 
sociation, then gave his annual address, and 
called attention to the need for cooperation. 
Norman B. Cove, treasurer of the asso- 
ciation, gave his annual report, and an in- 
teresting address on the values of the ex- 
hibits to the association and to the members 
attending. 

President Restrick then appointed five 
committees to function during the conven- 
tion and the ensuing year. These commit- 
tees are: Resolutions Chairman Arthur 
Kleinpell, Flint Lumber Co., Flint; Legis- 
lative Chairman Alton J. Hager, Hager & 
Cove Lumber Co., Lansing; Auditing Chair- 
man Harry A. Brattin, Jr., F. J. Brattin & 
Son Co., Shepard; Nominating Chairman 
Frank Mather, Central City Lumber Co., 
Jackson, and Trade Relations Chairman 
Harry Stiles, Stiles, Inc., Grand Rapids. 


Federal Housing in Michigan 


Raymond M. Foley, State director of the 
Federal Housing Administration addressed 
the convention, outlining the operation of 
FHA and telling Michigan dealers that 
the housing problem was the biggest chal- 
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Package Selling Is Theme 
of Michigan Convention 


lenge ever placed before lumbermen. Mr. 
l‘oley stated that so far 85 percent of the 
applications for KHA loans had been ap- 
proved, and that during the past two weeks, 
1000 applications had been received. There 
was much to be done yet. 

Roy Wenzlick, president of Real Estate 
Analysts, of St. Louis, then gave a very 
interesting talk on “The Present World 
Situation and the Outlook for Construction.” 
After his address, Mr. Wenzlick answered 
numerous questions from the floor. The 
session was adjourned after the drawing of 
the attendance prizes. 

Tuesday evening was given over to the 
rejuvenation of Hoo-Hoo in Michigan. The 
Chrysler Motor Co. showed a talking pic- 
ture titled “The U. S. Army on Wheels,” 
which made clear how various branches of 
our Defense forces are being modernized by 
motor equipment. 

Mr. Gaines introduced Don Montgomery, 
Junior Hoo-Hoo of the order. He also 
called upon W. M. Wattson of Minneapolis, 


HUNTER M. 


GAINES, 
Lansing; 
Secretary 


OTTO LIEBER, JR., 
Neenah, Wis.; 
Speaker 


secretary of the order. Through the guid- 
ance of Don, 13 blind kittens were initiated, 
and 16 old cats were reinstated. 


Governor of Michigan Speaks 

The highlight of the second day of the 
convention was the Governor’s Luncheon. 
Secretary Gaines introduced the Honorable 
Murray D. Van Wagoner, Governor of 
Michigan, who addressed the meeting. He 
told how the country was looking to Mich- 
igan for the things necessary in the national 
Defense Program. Lumbermen, he said, 
needed unity of action more than ever be- 
fore, and they must unite with other indus- 
tries in the problem of Defense. Now as 
never before, the country needs a people 
united in thought and purpose. 

Governor Van Wagoner urged the dele- 
gates to take care of the emergency before 
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us now, and to prepare for the future when 
this period of prosperity, created by the 
huge buying of government needs was over. 
The all-color, all-sound motion picture, 
“Land of the Totem,” sponsored by the Red 
Cedar Shingle Bureau was shown at the 
Wednesday session. 

Otto Lieber, Jr., Neenah, Wis., Lieber 
Lumber and Millwork Co., was the first 
speaker at the business session. Mr. Lieber’s 
talk, “What Constitutes a Modern Retail 
Lumber Yard of Today?” was a resumé of 
the activities of his company, and what they 
had been doing for the 23 years that it had 
been in the lumber business. He told the 
lumbermen they had a duty and a respon- 
sibility to perform in building homes for 
the people in their communities. He said 
it, should be made as easy and simple as 
possible for the home seeker to secure a 
home. Mr. Lieber stated that lumbermen 
were the logical source for information on 
construction work, and they should be the 
ones to give helpful service and advice. 


Contests to Stimulate Sales 


Sales contests among his employees, Mr. 
Lieber said, had increased sales, and he also 
urged lumbermen to have displays of all 
merchandise sold and to keep these displays 
clean and attractive. He advised them to 
subscribe to trade journals, and insist that 
their employees read them. He mentioned 
their annual farmers’ party, which produces 
good results. He spoke of house canvassing 
from which one salesman had developed 
$36,000 worth of business. 

Mr. Lieber summed up his talk by giving 
the delegates the following rules to follow 
in making a success of a retail lumber busi- 
ness: energy, enthusiasm, friendliness, in- 
tegrity, intelligence, faith in yourself, your 
product and your company, and last, love 
your work. 

Irving W. Clark, manager Home Build- 
ing Department, Westinghouse Electric & 
Manufacturing Co., Mansfield, Ohio, talked 
on “Electrical Equipment’s Place in Pack- 
aged House Merchandising.” Mr. Clark said 
packaged housing is no longer a dream, it 
is a definite fact, and lumbermen should be 
in a position not only to supply the neces- 
sary materials that go into the actual con- 
struction of the home, but must also be ready 
to give the plus service needed to deliver 
to Mr. and Mrs. Homemaker a house and 
lot on the same basis that they can purchase 


(Continued on Page 45) 
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) | Western Pennsylvania Dealers Meet 


Study Effect of Government on Business; Discuss Tax 
Problems, State Fiscal Situation, and Wage and Hour Law 


The vital subject placed before the Thirty- 
fourth Annual Convention of the Lumber 
Dealers Association of Western Pennsyl- 
vania was the effect of government in its 
relationship with business. Sessions held at 
the William Penn Hotel, Pittsburgh, Pa., on 
Feb. 5 to 7, emphasized this aspect of busi- 
ness through discussions of tax problems, 
the State fiscal situation, the economic con- 
sequences of politics, and the wage and hour 
law. 

Following a morning devoted to registra- 
tion and the Annual Directors’ Meeting, the 
first general business session opened at 1 
P.M., Wednesday, Feb. 5, with a showing of 
the California Sugar Pine and Ponderosa 
Pine natural color film of cutting and log- 
ging scenes. 

Invocation was then given by Reverend J. 
B. Sause of Dormont, Pa., and an Address 
of Welcome delivered by Frank L. Duggan, 
president, Chamber of Commerce of Pitts- 
burgh. 

In his Response and Address, J. R. 
Evans, president, Lumber Dealers Associa- 
tion of Western Pennsylvania, stated that 
“each dealer should stress his membership 
with the association” and should keep this 
before his customers as an indication of his 
qualifications and integrity. “If it hadn’t 
been for our association,” he pointed out, 
“the wage and hour law would have caused 
much more confusion.” Dwelling on the 
duty of the association to aid the National 
Defense Program in every way, he said that 
in the face of professional crepe-hangers 
one of the major jobs for all of us was to 
keep on going about our business. 

G. P. Textor, treasurer, Wilkinsburg, 
Pa., then gave his report and was followed 
by messages of greeting given by William 
Stirling, president, Pittsburgh Wholesale 
Lumber Dealers Association; and S. E. 
Leisher, president, Pittsburgh Association of 
Lumber Salesmen. 

“The Value of Cooperation in Tax Prob- 
lems” was discussed by R. H. Frey, execu- 
tive secretary, Real Estate Board of Pitts- 
burgh. Taxes, he said, are driving people 
away from the soundest investment. 74 per- 
cent of the tax burden is borne by real es- 
tate and in the effort to get other forms 
of property to carry a just share of taxation 
all organizations interested should promote 
the program. Under all, he said, lies the 
land. 

Leonard P. Fox, manager, Research Bu- 
reau, Pennsylvania State Chamber of Com- 
merce, Harrisburg, Pa., gave an outline of 
the “State Fiscal Situation” with particular 
emphasis on the shifts in the budget caused 
by the differences in financing direct relief, 
W.P.A., and relief for the blind, aged and 
others physically disabled. 

“Courage and Good Will’ was the theme 
enlarged upon by H. P. MacDonald, sales 
manager, H. J. Heinz Co., Pittsburgh, Pa. 
Of courage in business he said, “We must 
have courage and good will if we are going 


’ 


to survive in this country.” Carelessness, 
indifference, indolence, crept into the fabric 
of France and even destroyed a fine army. 
They took an inheritance for granted and 
we are paying the price for that. He pointed 
out that only an emotion can conquer an 
emotion; that moods are not facts, they are 
fogs; rules are made to be broken, but prin- 
ciples will last. For one thing we are in- 
debted to Hitler and Mussolini; they liave 
forced the American people to consider 
America, its principles and foundations. 

The meeting closed with the showing of 
the color film, “Land of the Totem,” pro- 
vided by the Red Cedar Shingle Bureau, 
Seattle, Wash., through their Eastern repre- 
sentative, W. D. Richardson. 

Thursday morning at nine o’clock the 
Douglas Fir Plywood film was shown, and 
the meeting continued with the presentation 
of the “Masked Mystery” by Arthur A. 
Hood, Director of Dealer Relations, Johns- 
Manville Sales Corp., New York City. 

Dr. S. B. Ross, Department of Econom- 
ics, Carnegie Institute of Technology, Pitts- 
burgh, Pa., presented a long view of the 


Dr. Ross. One is the mechanical revolution, 
for mechanical wealth is susceptible of rapid 
accumulation in a few hands, which real 
property is not. And two, Jacques Rous- 
seau’s philosophy, that the only just gov- 
ernment is government by consent of the 
governed, has permeated the masses. Today 
the propertyless are moving inexorably into 
a position of power. 

Dr. Clinton Wunder, Dale Carnegie In- 
stitute, closed the morning session with “The 
Requirements of Super Salesmanship.” 

At luncheon, the members of the Lumber 
Dealers Association were guests of the Pitts- 
burgh Wholesale Lumber Dealers Associa- 
tion. Dr. Paul L. Elbin, president, West 
Liberty State Teachers College, West Lib- 
erty, W. Va., gave a talk on “Youth Faces 
the Forties.” 

The afternoon session began with a show- 
ing of the California Redwood Lumber film 
presented by the California Redwood Asso- 
ciation, San Francisco, California. 

I. W. Clark, manager, Home Building De- 
partment, Westinghouse Electric and Manu- 
facturing Co., Mansfield, Ohio, then spoke 





Lumber Dealers Association of Western Pennsylvania, convention speakers’ platform, left to right: 
W. D. Thom, second vice president; J. R. Evans, president; R. F. McCrea, secretary 


“Economic Consequences of Politics.” “Poli- 
tics and economics are the same thing,” he 
said. “The long view enables us to see 
where we are going.” He pointed out that 
over 2000 years ago Aristotle had observed 
that “variations of wealth was a cause of 
revolution” and that “demagogues use these 
differences to incite revolution.” Quotations 
from John Locke and Machiavelli tended to 
show that the “nature of man does not 
change” and James Madison during the for- 
mation of our own government had offered 
two theories that are appropriate considera- 
tions for today: one, that the “prime func- 
tion of government is the protection of prop- 
erty”; and two, that for a democracy there 
are “grave dangers in the inevitable rise of 
a large propertyless proletariat.” 

Two types of revolution have been operat- 
ing to bring about the present situation, said 


of “Electrical Equipment’s Place in Pack- 
aged House Merchandising.” Too many be- 
lieve that package selling merely means add- 
ing lines to sell, said Mr. Clark. Using the 
example of the housewife customer he stated 
that it isn’t the supplies—it is the plus 
services that when combined with materials 
enable her to buy a home just as she buys 
anything else. 

John M. Gallegher, Regional Attorney, 
Wage and Hour Division, Department of 
Labor, closed the afternoon session with a 
discussion of the “Wage and Hour Law.” 
He stated that few industries had been so 
benefitted by the Wage and Hour Act as 
the lumber industry, that it had removed 
many competitive practices. After his talk, 
Mr. Gallegher answered many questions 
concerning the enforcement of the Act. 

(Continued on Page 47) 
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LINCOLN—AS LUMBERMAN 


On Anniversary of Whose Birth 
the Illinois Dealers Convened 


All the elements that combine to make a 
good convention—inspiring speakers, large 
attendance, well conceived exhibits and in- 
terested delegates—were present in the 
proper proportion to make the fifty-first an- 
nual convention of the Illinois Lumber and 
Material Dealers’ Association one of the best 
on record. For three packed days, Feb. 11- 
13, delegates viewed the exhibits in the exhi- 
bition hall of the Stevens Hotel in Chicago, 
attended the lectures, visited, were enter- 
tained, and on the last day of the convention, 
at the close of the meeting, it was announced 
that 3,575 had registered—a record for the 
association. 


Value of Exhibits 


The opening speech of the meeting was de- 
livered by J. T. Holmstrom, Skandia Coal 
& Lumber Co., Rockford. Mr. Holmstrom’s 
talk was on the “Value of Exhibits.” A con- 
vention, he explained, was among other 
things, for the purpose of getting informa- 
tion on new building problems, new ideas and 
application thereof. It is necessary in this 
day and age to be well informed, and con- 
ventions are one good source of information. 

Mr. Holmstrom compared the convention 
of 25 to 30 years ago, which was little more 
than a round table discussion, with that of 
today. A display then consisted of little 
more than a table with a few samples and 
some literature. A salesman was on hand to 
pass out cigars, and that was about all the 
display amounted to. Now elaborate dis- 
plays are the rule, and much effort and prep- 
aration is expended by the manufacturers. 
Mr. Holmstrom also pointed out the fact 
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llinois Convention Tops 
Inspirational Talks and Fine Exhibits Refresh 


that the best advertising brains in the coun- 
try are available to the dealer through the 
services which the manufacturer extends. 

“10 Steps to 10 Percent Net” was given 
by J. L. Wood of Johns-Manville, New 
York, N. Y., aided by the “masked prophet.” 
This dramatic dialogue, which is reported 
elsewhere in this issue, outlines the necessary 
points which must be followed by the dealer 
to secure a good profit. 

“Pass the Salt Pork Pappy” was a humor- 
ous talk delivered by Cullen Wright of 
Scottsbluff, Nebr. Mr. Wright outlined the 
manner in which he had become accustomed 
to a rather high scale of living until adverse 
circumstances had forced him to revert to a 
more simplified type of existence. But this, 
he found, was much happier; it is better not 
to get on a high horse. 

The Hoo-Hoo concatenation and _ buffet 
was held following the business session on 
Tuesday. 

The second day of the convention was 
opened with an address by Allan T. Gordon 
of the Illinois Manufacturers’ Association. 
His talk was “Your Legislation.” Pointing 
out the fact that, whether the average per- 
son is interested or not, the legislation is still 
his. The legislature is, he said, the most 
powerful body in the state. Although many 
may believe that the governor has more 
power, his function is merely administrative, 
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while that of the legislature is creative. The 
governor may present a list of appointees, 
for example, but the legislature can turn it 
down. 

Speaking of what might be expected from 
the legislature now at Springfield, Mr. Gor- 
don mentioned a 30 hour week, a two percent 
manufacturers’ tax, posting bond to secure 
payment of wages, unemployment compensa- 
tion to include all who hire one person, and 
other pending bills that would affect dealers. 

“Lumber in National Defense” was the 
subject of a talk by J. R. Blunt of the West 
Coast Lumbermen’s Association, Seattle, 
Wash. He reviewed the market situation as 
it is today, and discussed various possible de- 
velopments that might affect the market in 
the future. Public relations, he stated, are 
the national problem of the industry. 
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The highlight of the day’s speeches was 
the inspirational talk given by Dr. Richard 
Campbell Raines, Minneapolis clergyman, 
“Why Am I Alive?” Outlining a picture of 
troubled unrest, Dr. Raines stated that there 
are many who would be inclined to take a 
rather gloomy and pessimistic outlook. We 
are not, he contended, just placed here to 
fight each other; there is a purpose and 
meaning to life. 

There are three basic urges that control 
our actions. One of these urges gives us en- 
ergy and the drive to work. During the 
last decade or so we have come to respect 
work, partly because there were many who 
couldn’t work. Work provides balance and 
sanity to life. The unemployed youth, Dr. 
Raines believes, is the greatest menace to 
democracy. Take from youth its respect for 
democracy and you have an easy prey to 
other systems of living. 

Another factor necessary to life is play. 
Dr. Raines mentioned the fact that he has 
had to bury many executives who had no 
time for play, and because they did not, died 
at an early age. But, he said, the average 
job can be made into play. The person who 
forges ahead has a ranging mind and looks 
around. So play of the right kind becomes 
as necessary to successful living as is work. 

A third factor which he mentioned is love. 
The deepest desire of the human heart is to 








find someone or some institution into which 
the individual can throw himself with aban- 
don. Worship of religion, and of democracy, 
are all closely interwoven phases of this. 
The principles of conduct were established 
before we were here, and it is our duty to 
have reverence for the laws of life. 


Achievements of Democracy 


We can’t break these laws, Dr. Raines 
stated, for if we try, they break us. As an 
illustration of this, Dr. Raines mentioned the 
man who jumped off the top of a 27 story 
building. He didn’t succeed in breaking the 
law of gravity, but the law of gravity did 
break him. 

Democracy becomes an achievement on the 
part of every generation because it is a faith. 
To produce democracy, we must have high 
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Previous Sessions In Attendance 
and Stimulate Members To Face The Challenge Of The Coming Year 


faith in human nature. Democracy is a code mony in war. We can prove that the demo- greater than all wages paid by all manufac- 





of conduct that grows out of faith; if fear 
becomes necessary to enforce laws, then a 
dictatorship develops. Even before this 
country was founded, when the Pilgrims 
were crossing the ocean, they demonstrated 
their faith. A mutiny threatened, but instead 
of using force, they prayed and the mutiny 
was quelled. Government, as we know it, 
secures God-given rights to people. 


Farewell Address 

Dr. Raines quoted from Washington’s Fare- 
well Address: “Of all the dispositions and 
habits which lead to political prosperity, re- 
ligion and morality are indispensable sup- 
ports. In vain would that man claim the 
tribute of patriotism, who should labor to 
subvert these great pillars of human happi- 
ness, these firmest props of the duties of men 
and citizens. The mere politician, equally 
with the pious man, ought to respect and 
cherish them. A volume could not trace all 
their connections with private and_ public 
felicity. Let it simply be asked, where is the 
security for property, for reputation, for life, 
if the sense of religious obligation desert the 
oaths, which are the instruments of investiga- 
tion in courts of justice? And let us with 
caution indulge the supposition, that morality 
can be maintained without religion. What- 
ever may be conceded to the influence of re- 





fined education on minds of peculiar struc- 
ture, reason and experience both forbid us to 
expect, that national morality can prevail in 
exclusion of religious principle.” 

Commenting on the current world condi- 
tion in general, and the bill which has been 
numbered 1776 in particular, Dr. Raines ex- 
pressed apprehension that the bill, as it now 
stands, may cause war—the destroyer of de- 
mocracy. Recalling the inflationary period 
in Germany, when he lived there, Dr. Raines 
fears inflation here. The present regime in 
Germany secured its power from a desperate 
people. Should such a condition occur here, 
there is the possibility of a parallel solution 
with the consequent moral breakdown. 

The star of destiny, Dr. Raines believes, 
may come to hover over us. We have every- 
thing and we should not spend our patri- 


cratic way is the creative way to live. 

Lack of religion in youth should not occur, 
if we are to pursue a successful way. Dr. 
Raines urged dealers to take an active part 
in their church, to get the local children into 
the Sunday school work so that the church 
may be built up again, and assume its proper 
status. 

“To work, to play, to worship, that,” said 
Dr. Raines, “is the answer to Why Am I 
Alive ?” 

At the conclusion of Dr. Raines’ address 
there was standing applause, and a resolution 
was proposed stressing the democratic way 
of life. This resolution was adopted. 

The last business session was opened by 
President Ernst Hammerschmidt, who suc- 
ceeds Chester Schwartz. President Ham- 
merschmidt then introduced the first speaker, 
L. P. Keith, Timber Engineering Co., who 
spoke on “The Teco Program.” Mr. Keith 
commented on the fact that there had been 
little advance in design from 1900 to 1930, 
but that since that time there had been con- 
siderable advance, and that Teco has brought 
use of much lumber for building purposes 
that would have gone to other materials. 

Mr. Keith also emphasized the fact that 
this is a low cost method of construction. 
Other advances which have been made in- 
clude the development of termite shields. At 
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the conclusion of Mr. Keith’s address the at- 
tendance prizes were awarded. 


Farm Building Boom 


“Background for a Farm Building Boom,” 
was the title of a highly interesting address 
by Don Ross of Successful Farming. Mr. 
Ross predicts a coming revival of farm build- 
ing, modernizing and repairing based on the 
following facts: New methods of farming, 
changing habits of farm living, farm leaders 
urging building improvements, rapid develop- 
ment of rural electrification, a billion dollar 
farm building market, and increased farm 
buying power. 

Interesting remarks made by Mr. Ross 
were: “Figures available for one of the re- 
cent years showed net farm income was 


turing industries in America—which simply 
means that the farmer’s bankroll is bigger 
than the manufacturer’s payroll. It surprises 
a lot of folks to learn that the farm building 
market is the second largest in the U. S. 


“Right now there’s a lot of stir about the 
great amount of money being expended for 
Defense housing. But farm building expen- 
ditures in 1941 will be three times as much , 
as is alloted for Defense housing.” 

Describing the changes in farming, Mr. 
Ross said, “The farmer now recognizes that 
whereas his land, his crop program and his 
machinery are geared to 1941 production, his 
buildings are still of the vintage of 1900— 
obsolete and impractical for today’s uses. 
What a world of opportunity is thus created 
for the building materials dealer !” 


The farmer is now changing his habits of 
living, and among other things, now prefers 
the farm as a place to retire; thus creating 
a need for two houses on the farm. Too, 
city people now often express a desire to 
live on a farm. 

“This year,” said Ross, “Farmers will 
spend some $400,000,000 on buildings. That 
amount is probably just about what it would 
take to reasonably maintain present farm 
buildings and keep them in repair. Now, 
how can you as lumber dealers cash in? We 
believe you, as an aggressive dealer, will con- 
sider these suggestions. 

“If you haven’t already done so, identify 
yourself with the farm groups of your neigh- 
borhood. Get acquainted with the county 
agent and the home demonstration agent. 
Ask how you can cooperate. 

“Next, hold a building clinic or two. Get 
farmers into your yard on a certain day. 
Show movies, hold demonstrations, give at- 
tendance prizes. Get authorities to speak at 
your meeting. Have a free lunch. Take the 
group to visit new or modernized barns or 
houses. New building prospects can be de- 
veloped by such a program. 

“Call on farm families. Help farmers in- 
ventory their building needs. Suggest build- 
ing improvements. Give them ideas about 
building and modernizing. Immediate action 
may not follow but you'll get results. 

“As new farm buildings are constructed 
or modernized, tell your farm prospects about 
it. One such job often leads to others. Take 
interested prospects to see new farm build- 
ings.” 

Following Mr. Ross’ address, a short, hu- 
morous talk was given by Dusty Miller of 
Wilmington, Ohio, on “How’s Your Atti- 
tude?” At the conclusion of this talk, the 
new president, Ernst Hammerschmidt, ex- 
pressed the appreciation of the association 
to the speakers and the meeting was ad- 
journed. 

The ladies were entertained by formal and 
informal parties. 

New officers who were elected are: Ernst 
Hammerschmidt, Lombard, president; Jos. J. 
Springman, Alton, vice president; James P. 
Flannery, E. St. Louis, director at large; J. 
F. Bryan, Springfield, treasurer, and J. D. 
McCarthy continues as secretary. 
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lowans Hold Clinic on Building 
Materials and Yard Accounting 


Des Motnes, Iowa, Feb. 7—The Iowa 
Retail Lumbermen’s Association calls its 
annual convention a “Merchandising Clinic 
and Building Material Exposition.” The 
eighth of these Clinics, held in the Des 
Moines Coliseum on Feb. 5-7, opened with 
definitely clinical subjects. 

President R. V. Porter, of Oskaloosa, 


described a bookkeeping system the associa- 
tion has developed and which it is offering 
to its members without cost, except for the 
forms and the installation by a C. P. A. 
The association so far, Mr. Porter said, had 
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been emphasizing salesmanship, merchan- 
dising methods, advertising and the like. It 
has presented these things at the annual 
clinics and at county and district meetings. 
It will continue this work. 

3ut it has become apparent that the older 
types of bookkeeping no longer give the 
dealer the exact and classified information 
needed in management. There was a time 
when Iowa yards handled little except 
lumber, lath and shingles. They carried 
few other items; and these other items were 
called, rather significantly, “sidelines.” The 
name indicated the small importance at- 
tached to them. Deliveries were by horse- 
drawn wagons, and there was little service 
demand. <A simple form of bookkeeping, 
putting all sales into a single total, served 
fairly well. At present about two-thirds of 
total sales are in what used to be sidelines ; 
a name that, in terms of volume of sales, 
no longer fits. 


Keep Books So as to Aid Management 


These items fall into many classifications ; 
varying in investment, turnover and handling 
cost. The dealer needs a bookkeeping report 
that is broken down into departments, so 
that he can tell at a glance the cost of 
material, inventory count, sales price and 
percentage of gross profit on sales in each 
department. 


Weak Spots Revealed by Modern 
Accounting System 


To illustrate the uses of such a summary, 
Mr. Porter showed two old-fashioned re- 
ports of the same yard, for two different 
years. The sales volumes of the two years 
were practically the same. The percentage 
cost of doing business was the same. But 
in one year the dealer made a thousand 
dollars more net profit than in the other. 
He could not even guess from the reports 
which lines had dropped in making profits. 

3y means of a huge chart, Mr. Porter 
then displayed the new form; stock broken 
down into departments, inventory in terms 
of pieces, bundles, footage or what not and 
in terms of cost; space for new stock in 
pieces and in cost; sales in the same terms; 
totals giving current inventory; gross profit 
in dollars and gross in percentages. The 
over-all percentages can be checked against 
the percentage cost of doing business, and 
against figures of former years. It is possi- 
ble at once to spot weak or slipping depart- 
ments. A discrepancy between the book 
inventory and the actual count sets the 
dealer looking for uncharged sales or thefts. 

[In the next issue of AMERICAN LUMBER- 
MAN, full details of the accounting system 
presented by Mr. Porter will be given, with 
illustrative charts.—EDIrTor. | 


Convention Is Retailer's Technical School 


Glen Newton, of Nevada, Iowa, former 
president of the Iowa association and pres- 
ent president of the Northwestern, speaking 
on the subject of “Iowa’s Building Material 
Exposition,” stated that the year is likely 
to be troublesome, and that dealers need 
every service the association offers. Deal- 
ers come to the conventions to gather infor- 
mation, get merchandising ideas and meet 
friends. Conventions are and should be 
schools. A dealer needs technical informa- 
tion, and he needs to know what is going 
on in the State and in the nation. Manu- 
facturers now come to retail conventions, 
bringing displays of goods and modern 
advertising and selling ideas. Customers 
read and hear about the new goods, and 
come to dealers for information. That 
information, including engineering and other 
technical materials, is available in the dis- 
play hall. It is an unexampled opportunity 
to prepare for creative sales. 

George W. Dulany, Jr., Clinton, Snark 
of the Universe, made a brief statement 
about the reorganization of Hoo-Hoo and 
invited dealers to the dinner of the Order. 


Laminated Framing for Farm Buildings 


M. K. Pederson, Rilco Laminated Prod- 
cts (Inc.), Albert Lea, Minn., speaking on 
“The Modern Way to Build on the Farm,” 
stated that lumber is now and will continue 
to be the great farm building material. The 
farm market is a substantial part of the 
Iowa retail lumber market. The dealer has 


an opportunity and a responsibility in in- 
forming farm customers about newer and 
better methods of wood construction. Mr 
Pederson then described the method of 
making glued, laminated rafters; and he 
showed a film of barn construction, illus- 
trating good design and rapid erection. This 
construction is available for small buildings 
and large; and the small buildings offer a 
good opportunity for a dealer to get started 
in package selling. 


Asphalt Roofing Responds to 
Salesmanship 


At the second session, John Flood, chair- 
man of the board of governors, Asphalt 
Roofing Industry Bureau, substituted for 
J. S. Bryant, who was ill. Mr. Flood 
announced a booklet, soon to be off the 
presses, that will answer all technical ques- 
tions. The dealer, Mr. Flood said, is the 
logical distributor of asphalt products. But 
in a few instances dealers look upon roofing 
as a step-child; and in such localities the 
growing volume of roofing sales is not 
always going to lumbermen. But roofing 
has proved itself a steady and profitable line, 
in good times and in bad. It resisted the 
depression better than did any other line of 
building material. It is a selling job; and 
most sales are made by means of stocking, 
displaying and preliminary cultivation, long 
before the transaction is actually made. Mr. 
Flood described at length the opportunities 
for sales on the installment basis. 

There was then shown the technicolor 
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Use Elderly Mechanics in Modernizing 


I. N. Tate, vice president Weyerhaeuser 
Sales Co., then delivered his widely-heard 
address, “Long Live Lumber.” This address 
has been reported in this journal a number 
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of times. Mr. Tate stated that American 
ideas about timber supply have changed 
repeatedly. The pioneers thought there was 
too much; the conservationists of thirty-five 
years ago thought there was too little. Now 
there is known to be a more than adequate 
supply, on a replacement basis; and the big 
problem is to find adequate markets of a 
kind that forest products can serve better 
than can any other material. Mr. Tate 
discussed Federal administration and the 
problem of public debt. He stated that the 
next year is the time to push the sale of 
houses. He suggested modernizing and 
repair campaigns, utilizing elderly building 
mechanics who may not want to undertake 
the responsibilities of new construction. 

Following Mr. Tate’s address, a group of 
amazing war pictures was shown through 
the courtesy of the DeWalt Saw people. 

At the opening of the third session, Sec- 
retary W. H. Badeaux, who _ incidentally 
had left a hospital bed to direct the conven- 
tion, announced that 897 of the 1188 yards 
in Iowa were represented in the convention 
registration. The total registration at that 
moment ran slightly above 2,100. 


Following are the results of the election. 


President—R. V. Porter, Hawkeye Lum- 
ber Co., Oskaloosa (re-elected). 
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Trustee-at-Large — Brooks Baughman, 
Cedar Falls. 

District Trustees—O. F. Lindquist, Spirit 
Lake; M. J. Welch, Hamburg; Harry 
Moser, Eldora; H. A. French, Titonka; H. 
EK. Smith, Independence; E. L. York, Grin- 
nell; John MecKlveen, Prairie City; and 
C. W. Durian, Wellman. 


Makes Analysis of Wage-Hour Law 

O. C. Lance, secretary-manager North- 
western association, made a masterly pres- 
entation of the Wage and Hours Law, 
describing its various interpretations, telling 
of the efforts to get these clarified, warning 
of possible rulings by the courts and describ- 
ing the further modifications desired by the 
industry. Because of the complicated sub- 
ject matter and possible further alterations, 
no detailed report of the speech will be 
attempted here; lest inadvertently readers 
be misled in their efforts to comply with 
the law. 


Describes Preservative Treatments of 


Wood 


E. Bushnell, of General Finishes (Inc.), 
St. Paul, used the picturesque _ title, 
“Fifth Columnists in the Lumber Industry,” 
to introduce the matter of parasitic attacks 
upon wood; termites, powder-post beetles, 
carpenter ants, dry rot, blue stain and the 
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like. He described the toxic treatments 
worked out by science, and the use of vari- 
ous wood preservatives. He described in 
detail the uses of a water-repellant dip that 
not only saves wood from the deterioration 
breeding in dampness, but protects brick 
from mortar stains carried through the 
porous structure and deposited on the sur- 
face when the water evaporates. All these 
preservatives, and perhaps especially the 
water-repellant dip, offer dealers a chance 
for larger sales and more satisfactory service 
through educating customers to their uses. 
Shingles, for example, can be painted by 
using ordinary paints as tints and the dip 
as a vehicle. Experience is proving that 
colors so applied do not fade. 

George Messner, of the Red Cedar Shingle 
Bureau, then showed the technicolor picture, 
“The Land of the Totem.” 


The final address was given by Roy 
Wenzlick, St. Louis; “Where Are We 
Heading?” This address has been given at 
a number of conventions and has been sey- 
eral times reported. 

The entertainment program included the 
Hoo-Hoo Stag Dinner and show, followed 
by a Hoo-Hoo Concatenation, at the Savery 
Hotel, and the banquet, show and dance 
at the Fort Des Moines Hotel. 


Package Selling Theme Of Michigan Meeting 


(Continued from page 40) 


an automobile. Today the purchaser of a 
home wants a single source where he can 
execute one contract with a single down 
payment, a single monthly payment there- 
after, and a single responsible source that 
will guarantee the quality of materials and 
workmanship in that home over a period of 
years. He cited eight cardinal points a 
dealer might follow to make a success of 
package selling: 1. subdivision planning, 2. 
house design, 3. construction, 4. finance, 5. 
title guarantee, 6. promotion, 7. sales, 8. a 
responsible guarantee as to materials and 
workmanship. 

He told of some of the problems the 
dealer would meet in adding new lines and 
advised caution in taking on too many in a 
given period. Packaged house merchandis- 
ing is an answer to a public demand, and it 
is the dealer’s opportunity to establish his 
business on a stronger and sounder basis, 
with a greater satisfaction to the public he 
serves and increased profit to the dealer, ac- 
cording to Clark. 


Current Conditions Discussed 


Boyd Mahin, an attorney for the National 
Retail Lumber Dealers’ Association dis- 
cussed “The Wage and Hour Act as it Af- 
fects The Retail Lumber Building Material 
Dealer.” He said that soon the industry 
could expect a new ruling from the Gov- 
ernment that would correct many of the 
inconsistencies in the present ruling and 
would permit a more practical understand- 
ing and application of the retail establish- 
ment exemption both by the dealers and lo- 
cal inspectors. 

The annual Old Guard Dinner was held 
Feb. 5 in the Swiss Room of the Pantlind 
Hotel. P. A., better known as “Pa” Gordon 


presided, assisted by J. V. Sharkey, secre- 
tary-treasurer of the Old Guard association. 

J. L. Wood, Johns-Manville, New York 
City, spoke on “The Masked Profit” at the 
third and last business session. This skit, 
performed with an assistant, points the way 
to successful selling. 


Lumber and Defense 


J. R. Blunt of The West Coast Lumber- 
ment’s Association discussed lumber and De- 
fense. Mr. Blunt stated that 75 percent of 
the contracts for Defense lumber had been 
fulfilled and now the manufacturers were 
focusing on materials for home _ building. 
Ninety percent of all lumber has already 
been purchased for Defense Program needs. 
Small additional quantities for cantonment 
buildings would still be needed. Manu- 
facturers of airplanes will make additional 
demands on lumber manufacturers, and they 
would also be called upon to supply lumber 
for new dwellings needed for Defense pur- 
poses. 

Roger S. Finkbine, president of the 
NRLD Association gave his report on the 
activities of that association for the year 
just passed, telling about what the asso- 
ciation had done and was endeavoring to do, 
Mr. Finkbine said the crying need of the re- 
tail lumber industry was a public relations 
program, a program that would tell the 
public through various means the story of 
home building. He told about the magazine 
that the association originated one year ago, 
and said dealers had responded very favor- 
ably but there was a need for larger distri- 
bution. 

Mr. Finkbine called attention to the fact 
that Title 1 expired July 1 and that the 
Association was endeavoring to have it ex- 
tended for a 5 year period in place of a 


shorter period advocated, as the industry 
needed this act. 

Clayton Rand, a newspaper editor from 
Gulfport, Miss., told in a humorous yet very 
serious manner the problems before the 
country today. He compared conditions now 
and before the last world war. Mr. Rand 
said he was not a pessimist, and thought we 
were living in an age of unparalleled oppor- 
tunity if we would but face facts. 

At the close of Mr. Rand’s talk the spe- 
cial prizes offered by the West Coast Lum- 
bermen’s Association and the Western Pine 
Association were drawn. The new officers 
(all re-elected) were installed. The officers 
are: President Robert C. Restrick, Detroit ; 
Vice president Claude A. Fulton, Charlotte ; 
Vice president W. J. Merrick, Gaylor, and 
Treasurer Norman B. Cove, Lansing. Hun- 
ter M. Gaines of Lansing is secretary of the 
association. 

The opinion of the delegates was univer- 
sal in that the business program of the con- 
vention was very interesting and instructive, 
and that the entertainment program for both 
men and women “was the best ever.” 


Granp Rapips, Micu., Feb. 17—The 
Michigan Association of Traveling Lumber 
& Sash & Door Salesmen held its annual 
business meeting in the Pantlind Hotel Feb. 
4 and elected S. W. Meilstrup, president; 
Virgil Leech, vice president; A. C. Blix- 
berg, secretary-treasurer and six directors. 
All officers and directors are from Detroit, 
Mich. The association was host at night 
to the delegates of the Michigan Retail 
Lumber Dealers’ Association in the main 
ballroom of the hotel. 
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Administration Speeds Construction of 
Defense Plants and Housing 


Private Builders Must Show 
Speed on Defense Work 


Los ANGELES, CALIF., Feb. 15.—Residen- 
tial construction, which reached a new high 
during 1940, will show an increase in south- 
ern California of from 14 to 20 percent in 
1941, according to Paul L. Burkhard, presi- 
dent Building Contractors’ Association of 
California. These figures, he declared, are 
based on a survey recently conducted cover- 
ing the entire State. “With Uncle Sam pour- 
ing from $500,000,000 to $600,000,000 a 
month into the pockets of labor and indus- 
try the housing problem for these workers 
offers a direct challenge to the contractors of 
the entire industry,” Mr. Burkhard said. 
“Unless private industry demonstrates 
quickly that it is prepared to meet this chal- 
lenge, the Government is likely to take the 
construction problem off our hands.” 





President Acts to Expedite 
Homes Construction 


WasuHincTon, D. C., Feb. 17.—With in- 
dustry exerting increased pressure on the 
Government to provide housing for Defense 
workers, President Roosevelt is personally 
taking a hand to expedite the Defense hous- 
ing program. 

The President submitted a request to Con- 
gress for an additional $225,000,000 for De- 
fense housing, calling for $75,000,000 to 
finance the remainder of the program already 
authorized by Congress, plus $150,000,000 
for a new program. 
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More Funds Are Allocated 


At the same time, Defense Housing Co- 
ordinator C. F. Palmer, announced accelera- 
tion of the housing program, with a sharp 
increase in the number of dwelling units for 
which public funds have been allocated, sus- 
tained activity by private industry as re- 
flected by insuring operations of the Federal 
Housing Administration, and the assignment 
by the Federal Works Administrator of 
13,200 units to be built under the Lanham 
Act. 

New units outlined by the Division of De- 
fense Housing Co-ordination have brought the 
total number of houses for which public funds 
have been allocated to 68,432, which repre- 
sents an increase of 14,349 over the number 
which had been planned up to Feb. 1. Ac- 
cording to Mr. Palmer, in the first week in 
February, an additional 200 units were put 
under construction contract, and 369 were 
completed. 

Of the total number of new dwelling units 
for which funds were allocated, 13,060 were 
announced for civilian industrial workers, 
and 12,289 for married enlisted personnel of 
the Army and Navy. 

Co-ordinator Palmer announced that in 
the Navy housing program, 16,935 units were 
nearing completion. This construction, which 
is designed for families of enlisted personnel 
and civilian workers in industrial plants, is 
part of a program of 46 different projects 
in 42 localities of 23 States. The total cost 
of the projects amounts to $47,112,878. 

The Federal Works Agency announced 
the letting of contracts for an additional 605 
units, bringing the total of FWA units now 
under contract to 20,032. Construction costs 
of the new units amount to $3,873,510, mak- 
ing a total of $62,673,692 now under con- 
tract. 

The United States Housing Authority 
announced that of the 45 Defense projects 
under its jurisdiction, sites have been ap- 
proved for 11, and sites are being selected 
for another 15. 


FHA Is Playing Bigger Part 


Federal Housing Administrator Abner H. 
Ferguson revealed that in the first week of 
February, home construction showed gains 
up to 50 percent over the previous week. 
He added that more than 100,000 new small 
homes have been started with private cap- 
ital under the FHA program during the 
past seven months, 85 percent of them in 


areas where expanding national Defense ~ 


industry has been creating housing needs. 

Expansion of private building in strategic 
industrial areas has been encouraged, he 
pointed out, by the general policy of limit- 
ing direct Government construction to situ- 
ations presenting excessive risks or other 
conditions unsuitable for private operations. 


Army Makes New Awards 


The War Department announced the 
award of the following contracts: 

For a completely integrated aircraft 
manufacturing and assembly plant and 


air field at Fort Crook, Omaha, Neb., for 
$8,078,000 (this is the initial contract; the 
total estimated cost is $10,300,000), 
awarded to Peter Kiewit Sons Co., 
Omaha; George W. Condon Co., Omaha, 
and Woods Bros. Construction Co., Lin- 
coln, Neb. Architect and engineers: Glenn 
L. Martin Co., of Baltimore, Md. 

For construction of an ordnance depot 
at Fort Wingate, New Mexico, for $8,378,- 
000, awarded to William A. Smith Con- 
struction Co. (Ine.), Houston, Tex.; Sharp 
& Fellows Contracting Co., Los Angeles, 
Calif.; Armstrong & Armstrong, Roswell, 
N. M., and L. R. Allison Co., Albuquerque, 
N. M. Architect and Engineers: Temple 
H. Buell, Denver, Colo., and Prouty Bros. 
E‘ngineering Co., Denver, Colo. 

For construction of an ordnance depot 
at Anniston, Ala., for $8,491,592, awarded 
to Dunn Construction Co., Ine., Birming- 
ham, Ala., and John S. Hodgson & Co., 
Montgomery, Ala. Architects and engi- 
neers: J. B. Converse & Co. (Inc.), Mobile, 
Ala., and A. C. Polk, Birmingham, Ala. 

For the construction of a small-arms 
ammunition plant at Denver, Colo., to be 
operated by Remington Arms Co. (Inc.), 
for $13,206,390; awarded to Broderick & 
Gordon, of Denver, Colo. Architects and 
engineers: Smith, Hinchman and Gryliis, 
of Detroit, Mich. 


New Shipbuilding Facilities Provided 

The Maritime Commission announced the 
award of two contracts for construction of 
ten ways and other shipbuilding facilities in- 
volving an estimated Government investment 
of $6,462,500, as follows: 

For the construction of four ways, at 
Mobile, Ala., at an estimated cost of 
$1,322,500, to the Alabama Drydock & 
Shipbuilding Co., of Mobile, Ala. 

For the construction of six ways at 
Wilmington, N. C., at an estimated cost of 


$5,140,000, to the North Carolina Shipbuild- 
ing Co., of Wilmington, N. C. 





Army Uses Fiber Boxes 


Wasuincton, D. C.,. Feb. 17.—Federal 
specifications for the packaging of clothing 
and other equipage now being bought for 
the Army have been amended to include 
fibre in addition to wooden containers. 
Although increased lumber costs were said 
by the Office of Production Management to 
have caused the change, it was learned that 
other factors entered into the picture. Rep- 
resentatives of the wooden container indus- 
try have protested the change. 





Protest Defense Housing 


MAnItowoc, Wis., Feb. 17.—The Mani- 
towoc Master Builders have filed a protest 
against the proposal to construct 400 hous- 
ing units by the regional Defense housing 
authority. The group declared that they 
cannot “see the need” for Government hous- 
ing in Manitowoc, said Theodore Wargin, 
president of the group, “We are far from 
convinced that there is any housing need 
here that cannot be taken care of normally 
by private builders.” He further com- 
mented that his group is particularly inter- 
ested in seeing to it that the Government 
“does not build 400 houses if there is need 
for only 100, or 100 if there is need for 
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only 50.” The NDAC housing coordinator 
has reported that there is a shortage of 550 
housing units in Manitowoc, estimated on 
need to handle ship yard and other Defense 
workers when peak production is reached at 
the Manitowoc ship yards. These homes 
would be built by private contractors, prob- 
ably under negotiated contracts with the 
Public Buildings Administration, in which 
case local contractors could participate by 
forming a corporation or a joint venture. 





Four Professions to Collabo- 


rate on Defense Housing 


New York, Feb. 17.—Plans for collabora- 
tion of American Society of Civil Engineers, 
American Society of Mechanical Engineers, 
American Society of Landscape Architects 
and American Institute of Architects in an 
effort collectively to assist the Defense pro- 
gram were announced Feb. 13 by the latter 
group and agreement between the four 
groups would seek to define the role and 
responsibilities singly and jointly of the pro- 
fessions on Defense housing projects, and 
later would be extended to cover other De- 
fense work. “Every housing project built 
under the Defense program should be func- 
tionally, if not physically, related to its 
neighboring communities and should promote 
the ultimate welfare of those communities,” 
the statement declared. “It should be prop- 
erly integrated with them as to site and per- 
manence of structure and as to transporta- 
tion, educational, recreational, sanitary and 
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other facilities. The study of this integration 
is the normal function of the city planner. 
The planning of such sites, facilities and 
shelters, and the supervision of their con- 
struction, have long been the responsibilities 
of architects, engineers and landscape archi- 
tects in private practice, each performing his 
respective services on the project.” 


Canada Considers Prefab- 


ricated Houses for Defense 


MontTREAL, QUE., Feb. 17—To meet 
crowded conditions in some military and 
industrial centers, the Government is con- 
templating the use of prefabricated houses 
which would be manufactured by lumber 
companies. This would be the beginning 
of a practically new industry in this country. 
Although some of the prefabricated houses 
will be used for the armed forces, a great 
number will be supplied to industrial areas 
such as Toronto and Hamilton. 


Negotiate on Wood Mine 
Sweepers and Sub Chasers 


SAN Francisco, CAuir., Feb. 15—To par- 
ticipate effectively in the $400,000,000 pro- 
gram of the Navy, eight builders of small 
wooden boats in the San Francisco Bay area 
recently organized the Northern California 
Boat Builders’ Association. This group, 
along with sixteen other small-boat builders 
on the Coast, was recently invited to appear 
before the Bureau of Ships to negotiate for 








construction of wooden mine sweepers and 
submarine chasers. The Navy is said to 
have agreed that the new association may 
appoint one representative with power of 
attorney to act for all. Members are: An- 
derson & Cristofani and George W. Kneass 
Co., both of San Francisco; Colbert Boat 
Co. and Stevens Bros., both of Stockton; 
William Cryer Co., Oakland; Fulton Ship- 
yards, Antioch; Madden & Lewis Co. and 
Nunes Bros., both of Sausalito. 





Western Pennsylvania 
Dealers Meet 


(Continued from Page 41) 

The banquet Thursday night was well at- 
tended, with a fine showing of the ladies 
who attended the convention, and was fol- 
lowed by dancing. 

The Friday morning program closed the 
convention. Services for the Departed were 
given by Reverend C. B. Wible, Pittsburgh, 
Pa.; new officers were introduced, and an 
address was given by President J. R. Evans, 
who was reelected. 

Officers elected were: 

President—J. R. Evans, 
Co., Donora, Pa. 

First vice president—W. FE. Ahlers, 
Ahlers Lumber Co., Pittsburgh, Pa. 

Second vice president—W. D. Thom, 
Jeannette Lumber Co., Jeannette, Pa. 

Treasurer—G. P. Textor, Textor Lumber 
Co., Wilkinsburg, Pa. 

Secretary—R. F. McCrea, Pittsburgh, Pa. 


Donora Lumber 





NAVY AWARDS MANY NEW CONTRACTS 


Wasurincton, D. C., Feb. 18.—The following is a list of announced construction projects of the U. S. Navy, with costs given in thousand 


dollars—000 omitted: 








Est. Est. 
Con- Con- 
No. of struc- No. of struc- 
Dwelling tion Dwelling tion 
Location, Establishment and Contractor Units Cost Location, Establishment and Contractor Units Cost 
CALIFORNIA: Alameda-Oakland — Air Station and Parris Island—Marine Base; Chas. W. faa Inc., 
Supply Depot; Johnson, Drake & Piper, Oakland, Potter & Shackelford, Inc., Greensboro Roe wiecerane 50 138 
iP ety ete AA LONER LE SEIT A HL 600 $1,897 TEXAS: Corprvs Christi—Air Station; bela’ Root, 
Long Beach—Fleet Air Base; McNeil Constr. Co., Los W. S. Bellows, Columbia Constr. Co. Corpus Christi, 
Ee eer ee 400 1,268 NOR 7 och avis aici serie AG eas enae ee eto eaenie a ele ro 350 1,027 
San Diego—Naval Base; Wm. Simpson Constr. Co., Corpus Christi—Air Station; Thomas Bate & Sons 
Los Angeles, Calif............++eeseeneees beste sees 1,200 3,800 HOUStOR, TOR. occ ccceccscvencucctevcssecressese 400 1,173 
Vallejo—Navy Yard; Cahill Bros. & Gerwick, Inc., Ms Orange—Defense Industry; Brown-Lane Co. & Cen- 
San Francisco, Calif .......+-+seeeeeeeeeees sees pare 250 858 tral Constr. ©6,, DAMAs, "TOK. ..<.0 s0i:00 > 09 s210400 4919105 500 1,480 
Vallejo, PA 671—Navy Yard; Barrett & Hilp, San VIRGINIA: Alexandria—Torpedo Plant; The Geo 
ig. a Ae ee ee 600 2,243 Hyman Constr. Co., Washington; D: Co... 05 002008 300 850 
CONNECTICUT: 7. London—Submarine Base; The Dahlgren—Proving Ground; Jeffress- Dyer, Inc., 
Wadhams, May & Carey Co., Hartford, Conn....... 100 277 WEARER NE, FI ac: 010 wo: 059 waa eeareigus Sreaetbies ween e 150 257 
DISTRICT OF COLUMBIA: Washington—Navy Yard; Newport News—Shipbuilding; Wise Constr Co., Inc., 
Wm. P. Lipscomb Co., Inc., Washington, D. C....... 600 1,900 SERGE, Re, 4 ass ee aires erwin 319-4 Cre de Seen sie 1,200 2,966 
FLORIDA: Jacksonville — Air Station; Hillyer & se ew n—Mine Depot; Va. Engr. Co., Newport 
ee ee eer 200 555 FR 6k oi eck cok Sikcc kk tama ee eee 50 2,966 
Key West—Naval Station; Southeastern Constr. Co. Norteth-—Operatian Base; Byrne Organization, Dal- 
of Fla., Inc., Miami, OS eR rae 50 129 ee ren rete 1,042 2,284 
Miami—Air Station; The Mackle Co., Miami, Fia..... 200 555 Portsmouth—Navy Yard; Allen J. Saville, Inc., Rich- , 
ILLINOIS: Great Lakes—Training Station; Leonard Ee ae ey er eee ee 150 713 
so a a Oe eee rr reree 200 574 St. Juliens Cr.—Ammunition Depot..............200- 100 
MARYLAND: 6 Ny Academy; Wm. P Sar Base; John McShain, Inc., Balti- 
Lipscomb Co., I WOSRIn@tOR, DP. Coss sccicccseyes 50 mo ME in civiia cess a Fgsresss ta eso ee Siac ence SR A ea a 100 337 
Cheltenham—Radio- ‘Station; Wm. P. Lipscomb Co., WEST VIRGINIA: t. ~ Charleston—Orinance Plant; 
De Oe ae ere ee ee ee 25 75 J. A. J. Constr. Co., Inc., Brooklyn, N. Y. and Eng- . 
Indian Head—Powder Factory; Harwood-Nebel strom & Wynn, Wheeling, WH. Ves 2s ses saeeee 450 1,527 
Constr. Ce., Waneineton, ©. Goioocciccccewsewensewens 350 901 ALASKA: Anchorage—Ft. Anchorage; (Army) PA 671 325 
Piney Point—Torpedo Proving Ground; Harwood- ee eS Care er 250 
Neve! Constr. Co., Washington, D. C......ccccscees 10 30 Sitka—Air Station; Johnson, Drake & Piper, Seattle, 
MASSACHUSETTS: Squantum—Reserve Air Base; Washington ..... Pore 125 1,575 
Walter L. Ritchie, W. Somerville, Mass............ 50 175 Unalaska—Air Station ............seeeeeseecsencees 75 
CHORE BUONO oo occ nceesceseecccssescevesccesess 20 CANAL ZONE: Balboa & Coco Solo—Naval Station; . 
MISSISSIPPI: Pascagoula—Private Shipyard: W. J. Leonard Constr. Co., Chicago, Ill........eeeeeeeees “—— 4,224 
McGee & Son and The Green Lbr. Co., Laurel, Miss. 700 2,000 Canal Zone PA 671—Naval Station...........+++.+-- 40 
NEVADA: Hawthorne—Ammunition Depot.......... 50 ay oy ~ Aeeeey (Army)—Army facilities Inc., 825 
NEW HAMPHIRE: Portsmouth—Navy Yard; J. Slot- = =~ q@q7BRA: Guantanamo-—nz ont Gtattan: valk Guard 
nick Co., Boston, Mass...........0. ! Cceeecrceeoees 200 1,936 wo Sg ge a aren; FLee. Snare 200 642 
Portsmouth WAM OCI— IVY LOPE 6c occc ce wewencs waves 400 TERRITORY OF HAW AIT: Honolulu—Naval Station; 
NEW JERSEY: Lakehurst—Air Station; Matthews Turner Constr. Co., New York City...........-.0:: 500 1,613 
Constr. Co., Princeton, ee a eee eae oe ee 50 129 Honolulu—Naval Station: Turner Constr. Co., New 
Naval Station; Gilbane Pc Le ae SRE sa ee eS OSA E EE ae a 800 2,584 
Bldg. Co., Inc., ‘Holt- Fairchild Co., Providence, R.I. 600 1,655 PHILIPPINE ISLANDS: Cavite—Navy Yard......... 50 
Quonset Pt. —Air Station; Geo. A. Fuller Co., Merritt- PUERTO RICO: San Juan—Naval Station; Arundel 
Chapman & Scott, Corp., NYC.........ececeeeceeers 238 677 Corp., Consolidated Engr. Co., Baltimore, Md...... 400 1,277 
SOUTH CAROLINA: Charleston—Navy Yard; South- VIRGIN ISLANDS: St. Thomas—Naval Station; Arun- 
eastern Constr. Co., Charlotte, N. C.....sccccccices 200 525 del Corp., Consolidated Engr. Co., Baltimore, Md... 50 163 
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Continued Rise in Build- 
ing Activity Indicated 


January Building Gains 
55 Percent Over ‘40 


Valuation of contracts awarded in the 
37 States east of the Rocky Mountains dur- 
ing January totaled $305,205,000, or 55 per- 
cent greater than the January, 1940, reports 
I’, W. Dodge Corp. In January, 1941, the 
dollar volume of commercial building was 
$26,944,000, compared with $15,924,000 in 
January, 1940; and manufacturing building 
was $55,948,000, compared with $12,865,000. 


January awards for one- and two-family 


dwellings were 76 percent larger than during 
January, 1940. Private capital investment 
in building has been accelerated by demands 
outgrowing from the Defense program, and 
also probably by anticipation of an upsurge 
in demand for consumer goods which will 
be created by increased industrial production 
and workers’ incomes. 





Labor Cost Rises Twice as 
Much as Materials 


WasHincton, D. C., Feb. 17—A 5% 
percent increase in construction costs for 
a standard house in December, 1940, as com- 
pared with December, 1939, was reported 
by economists of the Federal Home Loan 
3ank Board. December costs were also 1.7 
percent above November. Increases in labor 
costs were nearly double that in building 
materials in the jump from December, 1939. 
Labor costs went up 7.8 percent, while build- 
ing materials were 4.4 percent higher, mak- 
ing a net increase of 5.5 percent. The 
percentage increases were figured on the 
rise in the index numbers. 





Northern California Reaches 
High Level in January 


SAN FRANcisco, CALIF., Feb. 15.—Home 
building in northern California has soared 
to record heights, the January FHA re- 
port showing a gain over the first month 
last year, of 45 percent in the number of 
newly-constructed homes on which mort- 
gages were accepted for insurance. The 
total investment in homes financed under 
the insured mortgage system averaged 
$292,712 a day throughout the month. This 
includes only the 46 counties of northern 
California. Of the mortgages, 92 percent 
were for 20 to 25 years. 





Rules Illinois Sales Tax Not 
Collectible on Materials 


\ decision handed down by the Circuit 
Court of Cook County, in Chicago, holds 
that Illinois building contractors and mate- 
rials dealers are not subject to the retailers’ 
occupational (commonly known as the sales) 
tax. As the ruling will apply to all contrac- 
tors and material men in the State, it would 


reduce Illinois revenues by several million 
dollars annually, unless the State is upheld 
in its appeal to the Illinois supreme court, 
announced by the attorney-general. The 
court did not rule on the refund of tax pay- 
ments made by various firms under protest, 
these totaling between $400,000 and $500,000. 
The court stated that contractors are en- 
gaged in a “service occupation” and that 
persons so engaged are not within the pur- 
view of the Act, although they may employ 
personal property during the rendering of 
the service. The decision states also that 
material men, in selling equipment to con- 
tractors, “are not engaged in selling personal 
property at retail within the meaning of the 
Act.” 





Scores Artificial Restraints 
on Rebuilding 


Some forces are prolonging the economic 
lives of properties beyond their normal span; 
some are tending to shorten their lives. 
Most serious of these influences are incon- 
sistencies in the treatment of depreciation by 
different Federal Agencies. So asserted 
K. Lee Lyder, Chicago, past president of 
the American Institute of Real Estate Ap- 
praisers, addressing a recent regional con- 
ference of the National Association of Real 
Estate Boards in New Orleans. The techno- 
logical advance in materials and equipment 
has greatly speeded up the rate of obsoles- 
cence. The economic conditions com- 
bining to produce higher construction costs 
and lower returns to capital, remove the 
incentive for new investments, so that the 
entire structure is being used longer than 
before, even though at a lessened utility; 
It is this factor that is creating our “slums” 
and “blighted areas.” Not long ago the 
Bureau of Internal Revenue very materially 
lengthened the allowable life expectancy of 
innumerable items, and thus decreased the 
amount of deduction for depreciation in 
arriving at net taxable incomes, yet the 
Securities and Exchange Commission is re- 
quiring more drastic writing down of assets 
for depreciation, he explained. 





Lumber Firms Exhibit at 
Detroit Home Show 


Detroit, Micu., Feb. 17.—With more than 
five hundred exhibits of the building and 
homemaking art on display, the Detroit 
3uilders’ Show for 1941 opened at Conven- 
tion Hall Feb. 14 to run through Feb. 23. 

Record crowds enjoyed the exhibits, which 
included a completely furnished Budget 
Home erected inside the hall. An Ideal 
Home, to be given away free to the holder 
of a door stub, attracted thousands. The 
home was erected through co-operation of 
lumber and building supply houses. 

Among lumber concerns and allied sup- 
pliers exhibiting at the show were Braun 
Lumber Co., Chaplow Lumber Co., Currier 
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Lumber Co., Detroit Screen & Door Sash 
Co., Fir-Tex of Michigan, Gillespie-Back 
Lumber Co., Hollywood Overhead Door 
Co., Overhead Door Co., Standard Stained 
Shingles Co., Strand Door Sales Co., Supe- 
rior Sash & Screen Co., Tilt-a-Door Corp., 
and others. 





Pittsburgh Foresees Activity 

PitrspurRGH, Pa., Feb. 17—A_ Building 
Industry’s Council survey circulated among 
lumber interests, shows that in 1941 build- 
ing supplies dealers anticipate erecting ap- 
proximately 3,500 new dwellings, a 25 per- 
cent increase over 1940. The survey 
predicts a big increase in the building of 
5-and 6-room homes costing between $5,000 
and $7,500 built in boroughs and first-class 
townships, with the FHA a major aid. To 
avoid increasing prices, building will com- 
mence early in the spring, with August 
construction reaching higher levels than in 
1940. The average new home will cost but 
$6,000, and probably less. Prices may rise 
at least 10 percent. Builders believe that 
1940’s $5,500 homes in 1941 will cost $5,900 
to build; the $6,500, $6,950. 





Savings-Loan Plays Big Part 


in Home Financing 

WasHIncTON, D. C., Feb. 17.—Urban 
home financing by all types of mortgage 
lenders in the United States in 1940 
amounted to $4,031,368,000, or 15 percent 
above 1939, it was estimated by economists 
of the Federal Home Loan Bank Board. All 
non-farm home mortgages with a value up 
to $20,000 each are included. Savings and 
loan associations not only accounted for 
about one-third of the home financing in 
American urban areas in 1940, but the 
amount of their recorded home mortgages 
showed the largest increase over 1939 for 
any single type of home mortgage lender, 
amounting to 21.3 percent. 





More Borrow to Build 

WasuinctTon, D. C., Feb. 17.—Heavily 
increased home building and financing in 
1940 jumped the total urban home mort- 
gage debt of the American people to about 
$19,300,000,000, or close to the 1928 level, it 
was stated by the Federal Home Loan Bank 
Review. The estimated “over-hang” of resi- 
dential properties held by active banks, sav- 
ings and loan associations, life insurance 
companies, and other institutional mortgage 
lenders was approximately $2,000,000,000 at 
the end of 1940, as compared with $2,400,- 
000,000 at the close of 1939. A large por- 
tion of the over-hang is concentrated in a 
few areas, particularly along the northern 
Atlantic seaboard. 





7 oe 

Loadings of Revenue Freight 

The car service division of the Associa- 
tion of American Railroads reports that rev- 
enue freight for the two weeks ended Feb. 
8 totaled 1,424,519 cars, showing an increase 
of 10,270 cars over the number for the two 
weeks ended Jan. 25. Forest products load- 
ings of 78,023 cars show an increase of 529 
cars over the number for the two weeks 
ended Jan. 25. 
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Western Producers Comply With 
Federal Demands as to Practices 


Los ANGELES, CaLir., Feb. 15.—The 
Western Pine Association and 14 individuals 
and 33 lumber companies holding member- 
ship in the association were fined a total of 
$81,500 in surprise proceedings held on 
Feb. 6 before United States District Judge 
Harry A. Holzer at Los Angeles, following 
their pleas of nolo contendre to violation of 
the Sherman anti-trust laws. 

The Western Pine Association was fined 
$5,000, 33 firms were fined amounts ranging 
from $1,000 to $4,000, and 14 individuals 
were given fines of $500 each. Twenty-six 
companies were given suspended sentences 
and placed on one year’s probation. Indict- 
ments against 14 other individuals and 40 
other lumber companies were dismissed. 

Coincidental with the imposition of sen- 
tences, was the approval by the Court of a 
consent decree signed by the majority of 
the companies, whereby the defendants 
agreed to abandon the practices complained 
of by the Government in its accusation. 
Judge Holzer was guided in his termina- 
tion of the case by recommendations of Tom 
Clark, special assistant to the United States 
attorney general and head of the West Coast 
office of the Anti-Trust Division. 

Clark declared that the prosecution had 
been instituted because a “close-knit con- 
spiracy has for many years existed in the 
lumber industry which resulted in a curtail- 
ment of production and a stabilization of 
prices.” He revealed that the proceedings 
on Feb. 6 were called after the National 
Defense Commission had warned the lumber 
industry that unless prices were reduced to 
a more reasonable level, it might become 
necessary for the Government to conscript 
the lumber industry in the interest of Na- 
tional Defense. 


Yield to Avoid Slowing Defense 


That the defendants viewed the entire 
prosecution and the ramifications which 
would attend a lengthy trial as a possible 
hindrance to National Defense, was noted in 
the remarks to the court by Oscar Lawlor, 
legal representative of many of the de- 
fendants. 

The attorney informed. the court that the 
defendants did not know they were violating 
the law, and that many still are unaware of 
any violation, but that the patriotic thing 
to do was to repress their personal views 
of the merit of the case and thereby elimi- 
nate the necessity of a lengthy trial. 


Agree to Abandon Certain Practices 


Under the pleas of nolo contendre, the 
defendants admitted the facts but denied any 
intent to violate the statute. Among the 
practices of which the Government accused 
the defendants, and which, under the consent 
decree, they agreed to discontinue were: 

The curtailment of production program; 
meetings to exchange price information; 
issuance of sales reports, differential price 
lists, and average weight tables. The de- 


fendants also are obliged to abandon dis- 
tribution practices which have heretofore 
allegedly prevented consumers from making 
direct purchases of lumber. 


Companies and Individuals Fined 


Fines imposed were: 

Western Pine Association, $5,000. 

The following officers of the WPA, $5090 
each: Swift Berry, president, Camino, 
Calif.; James G. McNary, vice president, 
MeNary, Ariz.; S. V. Fullaway, Jr., secre- 
tary-manager, Portland, Ore.; W. E. 
Griffee, assistant to Fullaway, Portland; 
and the following directors: C. L. Billings, 
Lewiston, Mont.; J. F. Coleman, Kinzua, 
Ore.; R. A. Colgan, Chico, Calif.; C. L. 
Isted, Bend, Ore.; W. C. Lubrecht, Bonner, 
Mont.; R. R. McCartney, Klamath Falls, 
Ore.; August J. Stange, La Grande, Ore.; 
A. J. Voye, Klamath Falls, Ore.; T. S. 
Walker, Westwood, Calif.; and J. M. 
White, Weed, Calif. 

Fined $4,000 each: Long-Bell Lumber 
Co., Brooks Scanlon Lumber Co. (Inc.), 
Red River Lumber Co., and Weyerhaeuser 
Sales Co. 

Fined $3,000 each: Anaconda Copper 
Mining Co.; J. Neils Lumber Co.; Fruit 
Growers Supply Co.; and Edward Hines 
Lumber Co. 

Fined $2,500 each: McCloud River Lum- 
ber Co.; Potlatch Forests (Inc.); Shevlin- 
Hixon Co.; Shevlin Pine Sales Co.; and 
Weyerhaeuser Timber Co. 

Fined $2,000 each: Diamond Match Co.; 
Kesterson Lumber Corp.; Long Lake Lum- 
ber Co.; McGoldrick Lumber Co.; Oregon 
Lumber Co.; Pelican Bay Lumber Co.; 
Southwest Lumber Mills (Inc.); Boise- 
Payette (Inc.); and Feather River Lum- 
ber Co. 

Fined $1,000 each: Algoma Lumber Co.; 
Biles-Coleman Lumber Co.; California 
Door Co.; Clover Valley Lumber Co.; 
Ewauna Box Co.; Kinzua Pine Mills Co.; 
Lamm Lumber Co.; Ohio Match Co.; 
Somers Lumber Co. (Inc.); Yosemite Sugar 
Bec Lumber Co.; Pickering Lumber 

orp. 


On Probation or Dismissed 


The 26 companies which were given sus- 
pended sentences and placed on probation 
for one year because the Government felt 
their participation did not call for more 
severe punishment were: 


Arizona Lumber & Timber Co.; Asso- 
ciated Lumber & Box Co.; Craig Mountain 
Lumber Co.; Deer Park Lumber Co.; 
Grande Ronde Pine Co.; Halleck & Howard 
Lumber Co.; Ivory Pine Co.; Lassen Lum- 
ber & Box Co.; Medford Corp.; Michigan- 
California Lumber Co.; Mount Emily Lum- 
ber Co.; Ochoco Lumber Co.; Peshastin 
Lumber & Box Co.; Quincy Lumber Co. 
(Ine.); Rogers Lumber Co.; Russell & 
Pugh Lumber Co.; Saginaw & Manistee 
Lumber Co.; Shaw Lumber Co.; South- 
west Lumber Co.; Stoddard Lumber Co.; 
F. H. Stoltze Land & Lumber Co.; West- 
ern Pine Manufacturing Co. (Ltd.); White 
Pine Lumber Co.; White Pine Sash Co.; 
Winton Lumber Co.; and Big Lakes Box Co. 


Charges against the following individuals 
were dismissed: 

John R. Gray, A. M. Aston, J. M. Brown, 
J. C. Doland, A. J. Glassow, J. P. Hen- 
nessy, Harold G. Laws, J. L. McCarthy, E. 
N. McDevitt, M. T. McGoldrick, H. D. Mor- 
tenson, C. G. Price, J. C. Rassenfoss and 
Hugo Schmidt. 

Companies against which charges were 
dismissed included: 

Alexander-Yawkey Lumber Co.; Angeles 
Box & Lumber Co.; Baird-Naundorf Lum- 
ber Co.; Bowman-Hicks Lumber Co.; Cas- 


cade Lumber Co.; Chelan Box & Manufac- 
turing Co.;' Crater Lake Box & Lumber 
Co.; R. R. Crow & Co.; Custer Lumber 
Co.; Feather River Pine Mills (Inc.); E. 
A. Findell Lumber Co.; Gilchrist Timber 
Co.; Grants Pass Wood Products Co.; C. 
A. Harris & Son (Inec.); Homestead Min- 
ing Co.; Ingham Lumber Co.; George L. 
Jantzer Lumber Co. (Inc.); Kalispell 
Lumber Co.; Klamath Lumber & Box Co.; 
Pine Box Co.; Landreth Bros. Lumber 
Co.; MeFarland-Brown Lumber Co.; Mis- 
soula White Pine Sash Co.; Montezuma 
Lumber Co.; Moore Lumber Co.; Mt. 
Shasta Pine Manufacturing Co.; Nettle- 
ton Lumber Co.; Oregon Trail Lumber 
Co.; Pilot Rock Lumber Co.; Pine Log- 
ging Co. of California; Pine Products 
Corp.; Pondosa Lumber Co.; Schmitten 
Lumber Co.; Scott Lumber Co., Inc.; Swede 
Basin Lumber Co.; Tahoe Sugar Pine Co.; 
Underwood Lumber Co.; Warren-Lamb 
Lumber Co.; West Side Lumber Co.; and 
Charles A. Wright Lumber Co. 


The defendants were given 30 days in 
which to pay the fines. The Court allowed 
60 days to enable the corporations to revise 
their set-ups to bring about complete com- 
pliance with the consent decree. 





Los Angeles Dealers Agree 


Los ANGELES, CA.ir., Feb. 15.—The Har- 
bor District Lumber Dealers’ Association, 
11 lumber firms and 18 lumber company 
officials of the Los Angeles Harbor District 
(San Pedro, Wilmington and Long Beach) 
on Feb. 14 were given fines, suspended sen- 
tences or placed under probation following 
their entrance of pleas of nolo contendre 
before Federal Judge Harry A. Holzer in 
Los Angeles on charges of violating the 
antitrust laws. 

Fines totaling $10,000 were assessed 
against the association and nine lumber 
firms, with $4,000 in fines against four other 


lumber companies suspended. 

On the recommendation of Alfred Carr 
Ackerson, special assistant to the attor- 
ney general, Judge Holzer fined the Har- 
bor District Lumber Dealers’ Association 
$5,000. Fines of $1,000 each were levied 
against the Consolidated Lumber Co.. 
Patten-Blinn Lumber Co., Hammond Lum 
ber Co., San Pedro Lumber Co. and E. K 
Wood Lumber Co. 

Fines of $1,000 each, suspended, with 
the defendants placed on _ probation 
against repetition of the offenses with 
which they were charged, were given the 
Bear State Lumber Co., Lumber Supply 
Co., Rossman Mill & Lumber Co., Ltd., 
and the Century Lumber Co. 

Two firms—Long Beach Lumber Co., and 
Martin Lumber & Material Co.—were 
placed on one year probation with no 
fine. 

Eighteen individuals, consisting of as- 
sociation officials and lumber company 
executives, were given suspended sen- 
tences of one year each and placed on 
probation for a similar period. They in- 
clude Ralph D. Ebright, president of 
Harbor District Lumber Dealers’ Associa- 
tion; Fred Kistofte, vice- president:. 
George N. Schwartz, secretary-treasurer; 
and E. J. Ballentyne, association mem- 
ber; and Burton W. Chase, H. L. Call, 
A. E. Fickling, Richard Goehring, J. M. 
Gray, Ross Hall, C. S. Jones, Fred R. 
Linn, Raymond Linn, A. J. MacMillan, 
Joseph C. Martin, Paul Maull, E. J. Ross- 
man and George A. Swift. The case 
against Norman R. Lambert was dis- 
missed. 





G. J. SILBERNAGEL C. F. MIMNAUGH 


Who Distribute Products of Three Mill- 

work Concerns and Wholesale Western 

and Southern Pines and Fir Lumber and 
Plywood from Chicago office 

It will be welcome news to those who have 
had experience with the service rendered by 
George J. Silbernagel, of Chicago, that he 
has decided to add a wholesale lumber de- 
partment to an organization that is outstand- 
ing in the millwork field. Lumber, however, 
is not a new venture for Mr. Silbernagel, for 
he has been supplying lumber on a commis- 
sion basis to many friends in the trade. Now 
he has expanded his organization to do regu- 
lar wholesaling, and has brought into associ- 
ation with him C. F. Mimnaugh, a mill sales 
executive of wide experience. 

As president of the Geo. Silbernagel & 
Sons Co., Wausau, Wis., Mr. Silbernagel 
has charge of national sales distribution; and 
he is also exclusive representative, in mid- 
western territory, for the fir doors produced 
by the Washington Door Co., of Tacoma, 
Wash., and fir columns and mouldings pro- 
duced by the Washington Manufacturing 
Co., Tacoma, Wash. 


Uses Large Volume of Lumber 


At Wausau, 25 million feet of shop lumber 
is remanufactured annually by a staff of 500 
workers. So expert knowledge of lumber is 
something that the Silbernagel organization 
has had to have to attain its success in the mill- 
work field. Because of its knowledge of lum- 
ber qualities and sources, the Silbernagel or- 
ganization has been able to put high value 
into its millwork. But this ability is also based 
on the fact that the Wausau factory is an 
ultra-modern, streamlined, mass-production 
operation that has been geared to supply 
straight carload lots to jobbers, and whole- 
salers. In this plant, there is permitted no 
interruption of the fast-moving production 
lines, such as would result from the under- 
taking of special orders. The whole energy 
of the plant is concentrated on stock items ; 
namely, Ponderosa pine windows and sash, 
doors and frames. 

Every advantage is taken of the size of 
the organization to develop specialization and 
efficiency. Old machines were burnt out of 
the plant by fire in 1934. The factory then 
started out with completely new equipment 
of the most modern type, and since that time 
its staff of engineers, in consultation with 
factory designers of woodworking machin- 
ery, have been constantly seeking out im- 


Amenmcanfiumberman 


February 22, 1941 


Lumber Wholesaling Service 
Added by Distributor of 
Good Millwork 


provements. Some of those developed at 
Wausau have the endorsement of the mill- 
work industry and those who build its equip- 
ment, for they have been adopted throughout 
the country. 


In Close Contact with Mills 

Raw material must arrive in a steady vol- 
ume at Wausau if the plant is to be kept at 
peak production efficiency. That lumber is 
exclusively Ponderosa pine shop. The fac- 
tory at Wausau brings in its shop lumber 
on a milling-in-transit rate that enables it to 
maintain nation-wide distribution, and Sil- 
bernagel products find markets as distant as 
the Deep South and the Atlantic Coast. 

As shop lumber represents an average of 
only about 20 percent of the output of Pon- 
derosa mills, the Silbernagel organization, to 
secure its large requirements of this grade, 
has to have a keen knowledge of sources. As 
such a large customer of some of the leading 
plants in the West, it has always been 
able to obtain the utmost in careful and 
prompt service. Therefore George J. Silber- 
nagel understands how important it is to 
know lumber qualities and mill facilities. 


Knows Where to Find Items Wanted 


Customers of the new wholesale lumber 
department of the George J. Silbernagel or- 
ganization will receive the benefit of his ex- 
perience and knowledge of lumber and its 
sources. And it is to insure that their needs 
will be exactly met that C. F. Mimnaugh 
has been brought into the organization. He 
is a man who knows how timber varies in 
working characteristics with climatic zone, 
altitude and soil, knows lumber manufactur- 
ing, and has had successful experience in 
meeting the needs of the trade. Mr. Mim- 
naugh is the kind of lumberman one speaks 
of as having “sawdust in his blood.’ His 
grandfather and his father were both mill 
operators, and as a boy he filled in his vaca- 
tions profitably by working around the mills. 
As soon as he graduated from college, he 
joined the Oregon Lumber Co., of Baker, 
Ore., as assistant sales manager; and then 
filled a similar position with the Mt. Emily 
Lumber Co. of LaGrande, Ore. Later he be- 
came sales manager of the Medford Corp., 
Medford, Ore. He decided that his knowl- 
edge of the mills would be better employed 
in the wholesale field and entered it in Cali- 
fornia. His connection with the Silbernagel 
organization opens a wider opportunity for 
his abilities in the central and largest lumber 
market in the country. He has a personal 
knowledge of the facilities of western mills; 
knows their raw material and what items 
they can best supply; and keeps closely in 
touch with what stocks they have available. 
In short, when a customer has a special need, 
Mr. Mimnaugh can meet it. The George J. 
Silbernagel wholesale department is in a spe- 
cially advantageous position to ship the prod- 


ucts of western pine and fir mills, because of 
Mr. Mimnaugh’s knowledge of the produc- 
ing end. To meet fully the needs of the cen- 
tral market, Mr. Mimnaugh will wholesale 
the western pines, Douglas fir lumber and 
plywood, and southern pine. The new or- 
ganization will thus be able to offer to buy- 
ers in the middle West a well rounded service. 

Distributors who wish to obtain advantage 
of this service can be assured that George 
J. Silbernagel will properly care for their 
requirements; and mills with an established 
reputation for ability to meet the needs of 
such customers can be assured that here is 
an organization that understands the market- 
ing of quality products. They both are in- 
vited to talk over their problems with George 
J. Silbernagel and C. F. Mimnaugh, who 
have their offices at 8 South Michigan Ave- 
nut, Chicago; ’phone, Rand. 0540. 





Load Weight Chart Is Feature 
of Truck Calendar 


A keynote of attractiveness and _ useful- 
ness is struck by a 1941 calendar in ten 
colors being distributed by dealers of the 
Federal Motor Truck Co., Detroit, Mich. 

One feature valuable to shippers and 
truckers is a table of weights and measures 
of important trucking payload items. 
Weights are listed in pounds per cubic foot 


and number of pounds per thousand board 
feet, barrel, bale, cubic yard, hundred gal- 
lons or whatever form the cargo may take. 
By flipping the calendar leaves the shipper 
can determine the payload tonnage and the 
best method of loading. 

“Miss Federal,” charming mascot of the 
Federal fleet, has for her background a fast, 
light-duty cab-over-engine truck and a 
heavy-duty tractor type job. They are two 
of the 40 models. 
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Putting in Three Million Feet 
Northern Cork White Pine 


Rip Lake, Wis., Feb. 14.—H. W. Johan- 
nes, general manager of the Rib Lake Lum- 
ber Co. here, reports operations which have 
resulted in that company putting in about 
3,000,000 feet of Northern Cork White Pine 
(Pinus Strobus) this winter. The firm is 


Flat car loaded with 
28 white pine logs be- 
longing to the Rib 
Lake Lumber Co., Rib 
Lake, Wis. The logs 
yielded 12,260 feet of 
lumber to average 
2.28 logs per thou- 
sand feet 


therefore in a position to supply white pine 
to retail yards in mixed cars with hemlock. 

Recently built is a 400 foot storage shed, 
which together with their Moore dry kilns 
enables the Rib Lake organization to keep 
a good assortment of white pine stock on 
hand at all times of the year. 


New Advertising and Public- 
ity Head for Glass Company 


Totepo, Oxu10, Feb. 12.—Newly appointed 
director of advertising and publicity of the 
Libbey-Owens-Ford Glass Co., Ralph Wins- 
low, comes to the 
position with a back- 
ground of wide ex- 
perience in consumer 
advertising, radio 
and dealer service in 
the building mate- 
rials field. 


RALPH WINSLOW, 


Director of 
_ Advertisin 
Libbey-Owens- 


ord 
Glass Co. 





Mr. Winslow, for- 
mer assistant adver- 
tising manager of 
the Armstrong Cork 
Co., has had news- 
paper experience, 
was employed for a 
time by First Na- 
tional Pictures, Inc., 
and was publicity director of Ketchum, Inc., 
Pittsburgh, Pa. 
The appointment of Mr. Winslow was an- 
nounced by G. P. MacNichol, Jr., vice presi- 
dent in charge of sales. 


To Manufacture Virginia 


Timber in Four Circulars 

RicHMonp, VA., Jan. 20.—Loggers have 
been at work since Jan. 1 on a six-year 
project for cutting some 36,000,000 board 
teet of lumber in the largest timber boundary 
remaining in Buchanan County, Virginia, on 
the waters of War Fork of Russell Fork 
River, The tract has been purchased by the 
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Eastman Kodak Co., through its branch at 
Kingsport, Tenn. Becton & Russ, contrac- 
tors, are supervising cutting of the lumber, 
which is hauled out of the mountains by 
horse and tractor, transported to Haysi, and 
shipped from there to Kingsport by rail. 

At least 60 men are employed in cutting 
the timber, and this number will be increased. 
More than 100 will work in four sawmills. 


Lumbermen's Club of Colum- 
bus Has Daily Luncheon 


CoLtumsus, Outo., Feb. 19.—The Lumber- 
men’s Club of Columbus has issued an invi- 
tation to all lumbermen, far and near, to 
drop in for its daily informal lunch at 
Franklin Post, 96 N. High St., second floor. 


WAGE-HOUR MINIMA WILL 
FOLLOW WALSH-HEALY RULINGS 


WasuineTon, D. C., Feb. 7.—Tentative 
date of a public hearing on setting a mini- 
mum wage rate for all lumber produced for 
Government contracts under the provisions 
of the Walsh-Healy Act has been tentatively 
set as March 3, but recent advices. indicates 
that it will probably be postponed beyond 
that date. Industry representatives will meet 
in Washington for a conference before the 
hearing. The establishment of minimum 
wages in the lumber industry for Government 
contracts is simply an indication of what 
may be expected later by the Wage-Hour 
Division, Administrator Fleming stated. “We 
will appoint industry committees to investi- 
gate conditons and recommend wage mini- 
mums as fast as possible for the remaining 
low-wage industries. We will re-appoint 
committees for several industries where the 
wage order minimums are only an approach 
to 40 cents an hour.” 


TANK STOCK STANDARD 


WASHINGTON, D. C., Feb. 17.—Signed ac- 
ceptances of a recommended Commercial 
Standard for Cedar, Cypress and Redwood 
Tank Stock Lumber having been received 
from a number of manufacturers, distrib- 
utors and users, estimated to represent a 
satisfactory majority, this Standard, identi- 
fied as CS92-41, may be considered effective 
for new production from April 15, 1941. 
Printed copies will be mailed to non-accept- 
ors only on specific request. 
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Soap Dish and 
Tumbler Holder 


SNO - WITE 


BATHROOM ACCESSORIES 


(Available in Colors) 


MEDICINE CABINETS 
MIRRORS 


NO-WITE 


Nteanee 


DAISY-WITE 


New 


BATHROOM BEAUTIFIERS 
for 
LOW COST HOUSING 


(Black or White Finish) 


WAUKESHA, 


Cost So Little 
Add So Much 


No. 859 --- Towel Bar 
(From the Kolor-Kraft Line) 








No. 853—Bath 
Soap Dish 


Home buyers expect SNO-WITE re- 
finement as naturally as they look for 
tub and lavatory in the new bathroom; 
add SNO-WITE to replace old fixtures. 
“Renters” expect and look for it, too. 
Builders today seldom plan without 
specifying SNO-WITE equipment. 


COSTS SO LITTLE; ADDS SO MUCH. 


Standard of quality since their intro- 
duction more than 25 years ago. Every 
piece in life-time finish of genuine 
porcelain enamel, fused on metal at 
high temperatures. 


WRITE US FOR DETAILED INFORMATION 


and New Catalogs 


AMERICAN ENAMELED PRODUCTS COMPANY 


DEPT. 2 


WISCONSIN 
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What the Associations Are 
Planning and Doing 


Western Pine Association Plans 
Meeting in Portland 


PorRTLAND, ORrE., Feb. 18.—The annual 
meeting of the Western Pine Association at 
Portland Feb. 28 will follow its usual pro- 
cedure with about 125 manufacturers in at- 
tendance, officers of the organization said 
here today. Portland Hotel will again be 
headquarters. 

Standing committees will hold their meet- 
ings on Feb. 27 and will report in detail to 
the full group the following day. These 
committees are promotion, research, grad- 
ing, traffic and statistics. The executive com- 
mittee will follow a like procedure. 

Election of officers for the ensuing 12 
months will wind up the annual session on 
the 28th. 





Society of Forest Engineers 
Meet in Victoria 


Victoria, B. C., Feb. 17—Members of the 
Canadian Society of Forest Engineers heard 
R. Olzendam, director of public relations for 
the Weyerhaeuser Timber Co., at the annual 
banquet which marked the conclusion of a 
three-day convention at Victoria, B. C., re- 
cently. 

Speaking on “Freedom Through Unity,” 
the speaker who was introduced by Presi- 
dent F. D. Mulholland, indicated that the 
major source of international trouble in the 
world at the present time was the lack of 
observance by the dictatorships of the funda- 
mental laws of human nature, which enabled 
an individual to enjoy true physical and spir- 
itual freedom. 

Stressing the importance of the logging in- 
dustry to America, the speaker said that in 
the past twenty years, over 255,000,000,000 
feet of lumber had been taken out of the 
Pacific Northwest, enough to house more 
than 70 percent of the population in frame 
five-room houses. 

“Tn addition,” he said, “this crop is being 
constantly restocked, so that the valuable 
natural resource will always be available. 

Many other speakers addressed the meet- 
ing on subjects that were of interest to all. 

L. S. Webb of Campbellton, N. B., was 
named president and J. D. S. Harrison of 
Ottawa, vice president, of the association at 
the election. 





Wood Preservers Association 
Reelects for Year 


LoulIsvILLe, Ky., Feb. 19—The American 
Wood Preservers’ Association holding its 
three-day annual convention at the Brown 
Hotel, Louisville, wound up with election 
of officers, resulting in W. R. Goodwin, Min- 
neapolis, being elected president; vice presi- 
dents, W. P. Conyers, Jr., Spartansburg, 
S. C.; R. H. Colley, New York; and secre- 
tary-treasurer, reelected, H. L. Dawson, 
Washington, D. C. 

Between 300 and 400 producers, buyers, 
railroad men, government officials, chemists, 


etc., were reported in the attendance here. 

At the outset of the meeting President 
Meyers held that there would be no bottle- 
necks in supplying creosoted materials, in 
that the wood preserving industry has added 
plant facilities sufficient to assure defense 
orders being handled promptly. 

James B. Hill, president, Louisville & 
Nashville R. R., Louisville, Ky., one of the 
speakers, discussed making nature’s products 
go so far as they will in industry as the 
best form of national conservation, in con- 
nection with his outline of a 100 year period 
of progress by the railroads and in advance- 
ment of transportation and communication. 
Mr. Hill handled the welcome of the dele- 
gates to Louisville. Many interesting tech- 
nical papers were presented. 





Pittsburgh Association of Lumber 


Salesmen Hold Convention 


PitrspurGcH, Pa., Feb. 19.—The Pitts- 
burgh Association of Lumber Salesmen held 
its anniversary meeting, Feb. 4, just prior to 
the opening the convention of the Lumber 
Dealers’ Association of Western Pennsyl- 
vania at the Wlliam Penn Hotel, Pitts- 
burgh, Pa. One hundred and twenty-five 
salesmen and their friends were entertained 
at dinner in the Cardinal Room. Officers 
elected at the meeting were: Robert Ram- 
sey, president; Warren Wilkins, vice presi- 
dent; and C. K. Brown, secretary-treasurer. 





Coming Conventions 


Feb. 25-—Northern Indiana and Southern 
Michigan Retail Lumber Dealers’ Asso- 
ciation, Indiana Club, South Bend, Ind. 
Annual. 

Feb. 26-28—Nebraska Lumber Merchants’ 
Association, Omaha Municipal Audi- 
torium, Omaha. Neb. Annual. 

Feb. 28—Western Pine Association, Port- 
land Hotel, Portland, Ore. Annual. 

March 5-6—South Dakota Retail Lumber- 
men’s Association, Sioux Falls, S. D. 

March 6-7—Southwestern Iowa Retail 
Lumbermen’s Association, Chieftain Ho- 
tel, Council Bluffs, Iowa. Annual. 

March 11-12—North Dakota Retail Lum- 
bermen’s Association, City Auditorium, 
Fargo, N. Dak. Annual. 

March 13-14—Southern Pine Association, 
Roosevelt Hotel, New Orleans, La. An- 
nual. 

March 12-14—Louisiana Building Mate- 
rial Dealers’ Association, Roosevelt Ho- 
tel, New Orleans, La. Annual. 

Mar. 14—Meeting of all Southern Pine 
Manufacturers, called by Southern Pine 
Emergency Defense Committee, New 
Orleans, La. 

March 20-21—Mississippi Retail Lumber 
Dealers’ Association, Robert E. Lee Ho- 
tel, Jackson, Miss. Annual. 

March 26-27—Southern Hardwood Produc- 
ers (Inc.), Roosevelt Hotel, New Orleans, 
La. Annual. 

April 3-4—Florida Lumber and Millwork 
Association, Angebilt Hotel, Orlando, 
Fla. Annual. 

April 7-9—Lumbermen’s Association of 
Texas, Hotel Galvez and Buccaneer, 
Galveston, Tex. Annual. 

April 15-17—American Forestry Associa- 
tion, Ambassador Hotel, Los Angeles, 
Calif. Annual. 








June 3-4—National- American Wholesale 
Lumber Association, Mayflower Hotel, 
Washington, D. C. Annual. 
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Wisconsin Convention 


The Wisconsin Retail Lumbermen’s 
Association convention was still in 
progress as this issue went to press. 
A full report will appear in the next 
issue of the AMERICAN LUMBERMAN. 




















New Association Has First 
Annual Meeting 


ATLANTA, GA., Feb. 18.—A registration of 
300 including retailers, wholesalers, manu- 
facturers and others was recorded for the 
first annual meeting of the Lumber & Sup- 
ply Dealers’ Council, covering Alabama and 
Georgia, held at the Ansley Hotel here Feb. 
12-14. 


“Merchandising for Profit” was the theme 
of the meeting which was called by Joseph 
G. Rowell, secretary of the council, and that 
was the theme of one of the chief addresses 
of the convention by Loyal S. Wright, field 
representative of the Merchandising Institute 
of the National Retail Lumber Dealers’ As- 
sociation. 


Wright, who is the author of several vol- 
umes on the subject, 
propounded what he 
called “The Seven 
P’s” of salesmanship 
as follows: Power to 
persuade plenty of 
people to purchase 
your product at a 





J. G. ROWELL, 
Atlanta; 
Secretary 





profit.” To be able 
to do this, Wright 
said that it is neces- 
sary for the sales- 
man to “balance the 
rectangle” with four 
equal sides which he~ 
designated as ability, 
reliability, endurance and action. He illus- 
trated on the blackboard how lack of one of 
these qualities affected four-square sales- 
manship. 

Roy Wenzlick, president Real Estate 
Analyst, Inc., St. Louis, cheered his audi- 
ence by proclaiming plenty of building ac- 
tivity for the next four years, in fact some- 
thing of a building boom. Mr. Wenzlick 
bases his prediction on real estate cycles 
which seem to occur with a stated and reg- 
ular frequency. His talk was on “Trends of 
Building and Real Estate Activities.” 

In a clinic on problems of the industry, 
considerable attention was given to ramifica- 
tions of the Wage and Hour Law. Judge 
Edgar C. Watkins, former examiner for the 
Interstate Commerce Commission, and re- 
garded as an authority on Federal legisla- 
tion, brought the delegates up-to-date re- 
garding applications of the Wage and Hour 
Law to lumber and supply dealers. He was 
assisted in answering questions by William 
G. Grant, Atlanta attorney, who is associated 
with Judge Watkins as attorneys for the 
council. 

Senator R. P. (Pat) Campbell of Georgia, 
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who presided over most of the sessions, 
spoke on the second day on “Acknowledging 
Our Indebtedness to Federal Housing Ad- 
ministration,” and H. E. Comer, executive 
assistant of the FHA told how lumbermen 
may further use its facilities. 

Other speakers heard on the second day 
were W. H. Scales, National Lumber Man- 
ufacturers’ Association, on “How the Tim- 
ber Engineering Company Helps the Lumber 
Dealer,” and H. VanNatta, manager, Har- 
bor Plywood Corporation, on “The Story of 
Plywood” in which a_ sound _ technicolor 
movie was shown. 

A resolution recommending that Congress 
extend the National Housing Act for a two 
year period from date of its expiration on 
July 1, was adopted by the Lumber and Sup- 
ply Dealers’ Council. No new officers were 
elected. 





Lumber and Timber Association 
Has Annual Meeting 


Toronto, Ont., Feb. 17.—The Lumber 
and Timber Association of Ontario held its 
fifth annual meeting Feb. 13, at the Royal 
York Hotel here, following a luncheon meet- 
ing, on the first day of the annual convention 
of the Ontario Retail Lumber Dealers’ Asso- 
ciation. There was a large attendance of 
manufacturers, wholesalers and retailers. D. 
C. Johnston, Toronto, occupied the chair. 
He made a short opening address, dealing 
with the history and the work of the asso- 
ciation. 

W. J. LeClair, manager of the association, 
gave an extensive address by way of a report 
upon the work it had done during the past 
year. He told of a large number of things 
successfully accomplished both for the pro- 
tection of wood markets and for the exten- 
sion of these markets at home and abroad. 
He also gave the lumbermen the benefit of 
his findings after a thorough examination 
into the lumbermen’s problems relating to 
the Excess Profits Tax. 

The election of officers resulted in D. C. 
Johnston, Toronto, being unanimously chosen 
to continue in office as president and the 
board of directors being reelected, with one 
exception. The 1941 president of the On- 
tario Retail Lumber Dealers’ Association, 
C. R. Roushorne, takes the place on the 
board of the 1940 president, A. D. F. Camp- 
bell. 





Canadian Lumbermen Discuss 
Future Outlook 


MontreEAL, Que., Feb. 17.—Eager to ac- 
quire the most authentic information on the 
existing condition of, and future outlook 
facing the lumber industry of Eastern Can- 
ada, delegates flocked in large numbers to 
the Canadian Lumbermen’s Association con- 
vention held at the Mount Royal Hotel here 
Feb. 4 and 5. 

There appeared to be larger numbers pres- 
ent from the United States than usual, who 
seemed as anxious as any of the other dele- 
gates attending the convention, to try and 
gauge what the future held in store. The 
Canadian Timber Control Board was ac- 
corded a great deal of praise for the manner 
in which it had functioned. 

Sid Darling, of the National-American 
Wholesale Lumber Dealers Association of 
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New York City, was present at the Spruce 
Group meeting where this subject was dis- 
cussed, and suggested that a Timber Control 
Board in the United States at this time might 
be useful. 

K. G. Fensom explained that the spruce 
people were definitely working on a revised 
set of grading rules. He remarked that he 
was working in conjunction with Nova 
Scotia, New Brunswick, and Quebec, on the 
question of inaugurating a new set of grad- 
ing rules. 

Asked as to whether the revised rules 
would upset the existing rules in connection 
with the export markets, such as the stand- 
ard set by the Northeastern Lumber Manu- 
facturers’ Associaton, Mr. Fensom remarked 
that there was no intention of interfering 
with the present set up as recognized by 
buyers in other countries, and that his ideas 
only concerned the home markets. 

The Hardwood Group meeting brought to 
light the fact that there was a decided short- 
age of veneer logs for export to the United 
Kingdom. A determined effort was being 
made to overcome this situation, with sev- 
eral of the principal hardwood operators 
concentrating on remedying this condition. 

In welcoming the delegates to the *thirty- 
third annual convention of the Canadian 
Lumbermen’s Association, retiring president 
John E. Sayre, of St. John, N. B., referred 
to the tremendous responsibilities the country 
was being called upon to assume owing to 
the war in which the Empire is engaged. 

Owing to a lengthy illness, R. L. “Bob” 
Sargant, secretary-manager of the associa- 
tion, was absent. W. J. “Bill” LeClair did a 
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nice job of pinch-hitting for Mr. Sargant. 

The statistics and reports which Mr. Sar- 
gant had been accustomed to compiling and 
distributing, however, was omitted. In lieu 
thereof, Mr. LeClair presented a series of 
particularly interesting photostatic charts 
thrown on the screen from a moving picture 
projector. These charts dealt with various 
phases of the lumber industry over a con- 
siderable number of years, and Mr. LeClair 
carefully and_ efficiently explained the 
meaning. Price trends and consumption were 
brought vividly in view. 

One of the most constructive policies ever 
to be introduced at the convention attracted 
considerable interest and attention. This was 
the proposed formation of a central govern- 
ing Organization consisting of approximately 
18 members appointed by the principal trade 
bureau or associations together with repre- 
sentatives from government forestry depart- 
ments of the various provinces. 

One of Acting Secretary LeClair’s empha- 
sized statements was the fact that lumber- 
men spend far too little in their trade pro- 
motional efforts. 

It was recorded that the financial condi- 
tion of the association is in excellent shape, 
and R. G. Cameron, was reelected honorary 
treasurer. 

J. Gordon Fleck, of J. R. Booth, Ltd., 
Ottawa, Ont., was elected president; first 
vice president is E. W. Ross of Fraser Com- 
panies, Ltd., Edmundston, N. B.; and S. C. 
Thompson is second vice president. Mr. 
Thompson is sales manager of the lumber 
division of Canadian International Paper Co. 
Ltd., Montreal. 
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End matched yellow pine in nested bundles 
Saves you yardage space and facilitates 
frequent turnover of smaller inventory. 


It reduces cutting to the very minimum 
for the builder, lays faster, with matched 
end joints falling where they may and 
without waste. 


Greater recovery of higher grade lumber 
brings the consumer a better job at a lower 
cost for both material and labor. 

To be at its best in use, however, end 
matched lumber must be adequately 
dried and cured prior to milling. It is 
here that ESSCO’s 61 years of experience 
adds plus value. 


EXcHANce SAWMILLs 


1111 R.A. Long . Kansas City, 
Building SaLes Cg. Missouri 
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“I’m for Long Leaf 
every time” 


Long Leaf Southern Yellow Pine 
makes friends because it makes 
GOOD. Dealers and builders, as 
well as carpenters, like it and 
choose it. Strong-fibered, rot-re- 
sisting, time-defying, it’s THE lum- 
ber for all construction work. 
Aristocrat of Structural Woods 




















Wier Long Leaf Lumber Co. 
HOUSTON, TEXAS 
Mills: 


FOR BEAUTY, FINISH 


and UTILITY DIXIE 
BRAND OAK FLOOR- 
ING HAS NO EQUAL! 


Wiergate, Texas 








WE DO NOT MAKE 
THE MOST OAK 
FLOORING BUT WE 
DO MAKE THE 
BEST! 








W.R.WRAPE STAVE COMPANY 


Post Office Box 182 


LITTLE ROCK, ARKANSAS 
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West Virginia Lumber Dealers Convene 


BLuEFIELD, W. Va., Feb. 18.—Wage and 
Hour legislation has been brought about 
largely by acts of a small minority of em- 
ployers, Colonel Lee Long of Dante, Va., 
told the West Virginia Lumber and Build- 
ers’ Supply Dealers’ Association at the open- 
ing of its annual two day convention at the 
Hotel West Virginian here Feb. 10-11. 

Colonel Long, president of Southwestern 
Virginia, Inc., and other civic groups in 
Virginia, told the assembled dealers that he 
favored jointly accepted policies between em- 
ployer and employees. 

With an unusually large opening day’s reg- 
istration of close to 150 persons, the two 
day convention got under way with a lunch- 
eon at the Hotel West Virginian at which 
the delegates were welcomed to Bluefield by 
Mayor William C. Snyder, who compli- 
mented the lumber and building supply in- 





Cc. L. LANTZ, 
Logan; 
Retiring President 


SAM H. DIEMER, 
Fairmont; 
Secretary 


dustry for the vital role it is playing in the 
Defense program. 

In responding, C. G. Conaway, of Fair- 
mont, W. Va., mentioned that, since the last 
convention was held in Bluefield in 1925, a 
splendid road system has served to break 
down sectional barriers that formerly handi- 
capped the State. 

Other speakers at the opening session were 
Harris Mitchell, of Richmond, Va., secretary 
of the Virginia Building Material Associa- 
tion, who discussed the value of trade asso- 
ciations, and C. E, Silling, of Charleston, 
W. Va., president of the West Virginia 
Board of Architects. 

Mitchell, in his talk, said that every mem- 
ber of society owes it to society to take his 
dutiful place, to help advance civilization’s 
social and industrial objectives. He decried 
the fact that selfishness on the part of power- 
crazed dictators is resulting in the spilling 
of blood on the cross of war, saying that “we 
should concentrate on working for the good 
of the whole.” 

George Bailey, of Wheeling, was elected 
president of the association. Other officers 
elected are as follows: CC. A. Parrish, of 
Spencer, vice president; Mr. Savage, of 
Charleston, vice president, and B. C. Emer- 
son, of Huntington, vice president. 

The convention ended with a banquet and 


dance Tuesday night in the ballroom of the 
Hotel West Virginian. C. I. Cheyney, presi- 
dent of the Bailey Lumber Co., of Bluefield, 
was toastmaster. 

At the morning session Tuesday, applica- 
tion of the Federal Wage and Hour Law to 
lumber and builders supply dealers was dis- 
cussed by Harry Weiss, of Washington, 
economist for the Wage and Hour division. 

At noon Tuesday, at a luncheon, reports 
were made by the treasurer and committee 
chairmen, and by C. I. Cheyney. The Blue- 
field Sash and Door Co., Inc., was host at 
the luncheon. 

Sam H. Diemer, of Fairmont, secretary of 
the association, said the registration was 
increased appreciably at Tuesday’s session 
and the concluding banquet. Praising the 
hard work of the Bluefield convention com- 
mittee, he termed the convention one of the 
most successful the association has ever held. 

An interesting feature of the convention 
was the elaborate display of building mate- 
rials and new “wrinkles” in the industry, 
which occupied almost the entire mezzanine 
floor of the Hotel West Virginian. 





Ontario Retail Lumber Dealers 
Set Attendance Mark 


Toronto, Ont., Feb. 17.—The Annual 
Convention of the Ontario Retail Lumber 
Dealers’ Association, held at the Royal York 
Hotel, Toronto, on February 13-15, brought 
out an even larger attendance than that of a 
year ago, which had itself surpassed all pre- 
vious attendance records. Dealers were 
present from every part of the province of 
Ontario. 

The results of the election of officers fol- 
lows: President, C. R. Roushorne, Windsor ; 
first vice president, A. A. Streatfield, To- 
ronto; second vice president, M. J. Bray, 
Midland. 

The balance of the opening session was 
devoted to the presentation of reports by the 
officers and chairmen of standing committees. 
President A. D. F. Campbell devoted a large 
portion of his report to an account of his 
visit to the convention of the Northeastern 
Retail Lumbermen’s Association recently, 
and his visit to the annual convention of 
the Canadian Lumbermen’s Association. At 
the convention of the Canadian Lumber- 
men’s Association, Mr. Campbell said, he 
had taken advantage of the opportunity to 
convey to the manufacturers and wholesalers 
the desire of the retailers to continue to be 
boosters of lumber. 

The report of the secretary-manager, Hor- 
ace Boultbee, Toronto, contained a summary 
of the important ways in which the asso- 
ciation had been of service to the dealer 
during the year 1940. His report was one 
of compelling interest, being proof of the 
great practical value of the work that can 
be done by an association whose members 
support it enthusiastically. 

Past presidents’ pins were presented to A. 
D. F. Campbell of Arnprior, president for 
1940, and L. Hill, New Liskeard, president 
for 1939, at the annual dinner dance. 

T. A. McElhanney, Superintendent of the 
Forests Products Laboratories, Ottawa, gave 
an address on “War Uses of Wood.” 

A. S. Nicholson, Deputy Timber Con- 
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troller, for the Canadian Government, gave 
a description of the work carried on by the 
Timber Control. He spoke in terms of much 
satisfaction about the support and co-opera- 
tion which had been extended to the Timber 
Control by the whole lumber industry and 
trade of Canada. 

J. C. Berto, Toronto, spoke for the British 
Columbia Lumber and Shingle Manufactur- 
ers’ Association, for which he is the Eastern 
Canada representative. He spoke particularly 
of the effort of his association to develop a 
market for British Columbia hemlock. Once 
a substantial outlet for this product had been 
developed, he said, the producers of British 
Columbia would have a balanced market. 

W. D. Burns, a representative of a fire 
insurance firm in Toronto, was invited by 
the chairman to speak to the dealers about 
problems arising out of the variation in pre- 
mium rates for insurance on retail lumber 
yards. 

A discussion of how to keep down deliv- 
ery costs was opened by F. J. Overend, of 
Peterborough. An interesting fact contrib- 
uted by E. Keith Davidson, Ottawa, was 
that his company kept close tab on its deliv- 
ery costs and found that the average cost of 
their deliveries was 35 cents each. 





Exporters Review Conditions; 


Discuss Future 

New Orteans, La., Feb. 17.—Determina- 
tion to continue the organization until trade 
revival occurs was voiced by the National 
Lumber Exporters’ Association at its annual 
meeting here Feb. 7. The belief was ex- 
pressed that renewed movement of American 
hardwoods will find the services abroad more 
vitally needed than at any time previously 
experienced by the industry. 

A. H. Bankston, of Savannah, Ga., was 
elected president, succeeding K. L. Emmons, 
of Memphis, Tenn., C. C. Dickinson, of 
Sondheimer, La., was elevated from second 
to first vice president; Walter Jones, of 
Louisville, Ky., from third to second vice 
president, and Harry A. Freiberg, of Cin- 
cinnati, Ohio, named third vice president. 
Edward Barber, London representative, was 
renamed to the post, as was Douglas F. 
Heuer, secretary. Joe Thompson, of Mem- 
phis, was reelected treasurer. 

In his annual report, President Emmons 
referred to the fact that the industry had 
been shut off from its export markets by 
war conditions. He asserted that through 
the association, new outlets can be found. 

The report of Secretary Heuer summar- 
ized the work of the various committees dur- 
ing the year, including the unfreezing of 
the laid up (old Shipping Board) fleet, and 
research work in control of insect pests. 

The report of Mr. Barber, read for him by 
L. L. Shertzer because of a sudden indisposi- 
tion of the London representative, reviewed 
correspondence relative to difficulty in effect- 
ing inspections under the contracts with the 
English timber trades. 

The subject of trade cartels was also 
touched on by Ed R. Linn, Memphis, secre- 
tary-manager of Southern Hardwood Pro- 
ducers (Inc.). 

The integration of association activities 
was advocated by Mr. Linn, who suggested 
that the export association, and other trade 
groups of like character, as well as indi- 
viduals, use the informative and trade pro- 
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motion pamphlets developed by such organ- 
izations as the Southern Hardwood 
Producers (Inc.). This, he urged, would 
result in economy and would accomplish 
greater results. 





Appalachian Association to Con- 
tinue Meetings 
CINCINNATI, OnIo, Feb. 19.—The Ap- 
palachian Hardwood Manufacturers, Inc., 
announced plans for continuing the series of 
meetings initiated last fall with hardwood 

wholesalers, salesmen and consumers. 

The next meeting will be held at the Uni- 
versity Club in Boston, on the evening of 
Feb. 28, under auspices of the Hardwood 
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Division of the Boston Lumber Trade Club, 
of which John F. Nolan, of the Charles 
Holyoke Corp., is president. Wholesale and 
retail distributors of hardwoods and their 
salesmen, as well as sales representatives of 
Appalachian hardwood producers in that 
territory, are invited to attend. 

On Friday, March 7, the Appalachian 
Hardwood Manufacturers, Inc., will be host 
to hardwood lumbermen in the metropolitan 
area at a dinner meeting at the National 
Republican Club, New York. This meet- 
ing will be held at the request of the hard- 
wood group of the New York Salesmen’s 
Association of which Stanley B. Tracy is 
president, and Henri Isaacsen of Brooklyn, 
chairman. 





SOUTHERN PINE 


Ji Newer Rains 


on Kirby pine. The log coming up 
the chute into the sawmill gets a 
shower bath—but that is the last time 
water touches the Kirby product. 


From the time it leaves the im- 
proved Moore Cross-circulation kilns 
until the finished product is loaded 
into the railroad cars, Kirby lumber 
is under roof. 


This is important. 


The demand on yellow pine dry stock 
has been considerable and in some 
sections the supply may be depleted, 
but remember this:— 


The Kirby supply is always dry. 


KIRBY LUMBER CORPORATION 


SOUTHERN HARDWOODS 
Kirby Building, HOUSTON, TEXAS 
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Lumber Co. 


Alamogordo, New Mexico 


1; BILLION FEET of 
CHOICE TIMBER 


Backed by 43 years of satisfying 
service to the lumber trade, this 
old reliable organization offers 
choice quality lumber and lumber 
products of modern manufacture. 
Douglas Fir and White Fir from 
the Sacramento Mountains, espe- 
cially suitable for construction 
work and railroad timbers. Pon- 
derosa Pine, soft-textured, easily 
workable. This modern mill, with 
up-to-the-minute machines, has 
every facility for top-quality pro- 
duction. Box Shook and Crates. 
Send your orders to Southwest 
Lumber Co., Alamogordo, N. M. 








THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 











GILLIES BROS. Led. 


BRAESIDE, ONTARIO, CANADA 


cenuine WHITE PINE Srrsss 


Air-Seasoned e Water-Cured 


for nearly 100 years. Capacity 30,000,000 feet annually. 


Members N. W. L. D. Assn. 


DRY STOCK--ROUGH or DRESSED. PROMPT SHIPMENT. 





Vest Pocket Ready Reckoner 4330") ven 


pocket manual 


including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumber 
tabulations. Prepaid, 50 cents. 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicago 
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Here’s What's New 


Announce New Rock Wool Sealed 
Blankets 


To its line of rock wool insulations which 
have been marketed in felted bats, loose fibre 
and granulated forms, The Philip Carey Co., 
Lockland, Cincinnati, Ohio, has recently 


added “Rock Wool, Sealed Blankets.” 
These new Carey blankets have an ap- 





proved vapor barrier on one side to resist 
condensation, and crepe kraft on the other 
side. 

They are said to have strong tacking 
flanges, are tailored to exact fit, and thereby 
insure a job that will stay in place and give 
maximum temperature control. The vapor 
barrier side is applied toward the room and 
the crepe kraft supplies a breathing mem- 
brane on the outer or cool side of the blanket. 

The new product is available in three 
thicknesses, approximately one, two, and 
three inches respectively. They are packed 
one roll to the carton, the thinner roll con- 
taining 125 square feet of material. 





Improved Spring Catch Offers 
New Features 


Long life, easy application and quiet opera- 
tion are among the improved features claimed 
for the new “Snap-Grip” spring catch re- 
cently introduced by the National Lock Co., 
Rockford, Ill. The latch takes its name 

‘ 








from the self energized closing action em- 
bodied in the pawls which develops as the 
strike engages the catch. The spring ten- 
sion is said to hold securely, even if off cen- 
ter. Prongs facilitate application by marking 


the position on the door where the strike is 
to be fastened. Catches and strikes are sup- 
plied regularly in cadmium plated finish 
(other finishes to order) in models suited to 
application with screws or on metal doors 
by welding. 





New Sash Balance Features 
Ease of Installation 


Designed for installation on pre-fit unit 
windows the new Caldwell 142 ft sash bal- 
ance has recently been made available by 
its maker, the Caldwell Manufacturing Co., 
Rochester, N. Y. Weather-stripping or the 
lack of it will not interfere with the Cald- 
well operation. Installation consists of 
locking the spring by pulling out the tape 
and inserting a nail in the face plate; then 
hooking the free end of the tape to the sash. 
Durability, strength and compactness to- 
gether with ease of installation and adapta- 
bility are the principal features claimed for 
the Caldwell balance by its manufacturer. 





New Process Designed to Flame- 
proof Insulation 

A new process which has become a regu- 

lar step in the manufacture of “Palco Wool” 

insulation from redwood bark fibres is de- 





signed to make that material flame proof. 
Fibre so treated is called “Saferized” by the 
Pacific Lumber Co., manufacturers of “Palco 
Wool.” According to Edric E. Brown, man- 
ager of the insulation division, the new 
process augments the inherent fire resistant 
qualities of redwood bark. “Blow-torch tests 
to which the new ‘Saferized Palco Wool’ has 
been subjected show most satisfactory re- 
sults,’ Mr. Brown stated. 





Offer New Fence Catalog and 
Sales Helps 


A full line of dealer sales helps are offered 
free of charge by the Cyclone Fence Co., 
Waukegan, Ill. subsidiary of the United 
States Steel Corp. in its new general catalog 
(C-40) which shows the fence company’s 
complete line of “Red Tag” products. The 
25 sales help items, including display cards, 
pamphlets, newspaper advertising mats, etc., 
may be ordered at no cost by mailing a busi- 
ness reply card which comes with the cata- 
log. The book, containing more than 40 
pages, pictures the wide variety of lawn 
fencing offered, and in most cases, diagrams 
its construction. Complete custom built 
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fences are available on order. Hardware 
cloth, wire screen cloths, gates, flag poles 
and other related items are all a part of the 
line. Useful tables of wire information are 
included in the book. Catalog C-40 is avail- 
able upon request to the Cyclone Fence Co. 





Complete Line of Porcelain 
Cabinets Offered 


A moderate priced one-piece vitreous 
porcelain bathroom cabinet introduced last 
year by the F. H. Lawson Co., Bathroom 
Cabinet Division, Cincinnati, Ohio is the 
basis around which a new complete line of 
porcelain cabinets in a variety of sizes, styles 
and designs has been developed. Reports 
show that the original model has met with 
enthusiastic acceptance from the trade. The 
new cabinets are said to possess a number 
of exclusive and desirable features. They 
may be had with or without tubular side 
lights. Complete details and prices for the 
entire “Century and a Quarter Anniversary” 
line of Lawson cabinets are available upon 
request to the company. Included in the 
material is a description of a Lawson group 
of low-cost baked enamel cabinets designed 
to meet the needs of the low-cost home 
builder. 





Line of Engines Presented 

in New Catalog 
An imposing catalog giving a vast amount 
of information about engines and especially 
about Hercules power units has been issued 
by the Hercules Motors Corp., Canton, Ohio. 
Hercules engines are for stationary or truck 
installation and are built in gas, gasoline, 
or diesel burning models. Each unit of the 
Hercules line is illustrated and the horse- 
power and torque at different speeds of 
many types is diagrammed on a series of 
graphs. The catalog is available upon re- 

quest to the Hercules company. 





Wheel Guard Protects Walls 
and Corners 


A new wheel guard in styles for corner or 
wall jamb application has been added to the 
line of building material accessories manu- 
factured by the Majestic Co., Huntington, 
Ind. The items, recommended for residen- 
tial construction and especially for light 





commercial building, are constructed of cast 
semi-steel, are 22 inches high and serve to 
deflect wheels and prevent hubs from strik- 
ing masonry. Shipping weight is about 45 
pounds, 
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LUCEY-RITZMAN—In the chapel of the 
Andover -Newton Theological School in 
Newton Center, Mass., on Saturday, Feb. 
15, Miss Jane Montgomery Lucey became 
the bride of Dr. Thomas A. Ritzman at a 
largely attended 4 o’clock ceremony. Miss 
Lucey is the daughter of Mr. and Mrs. 
Daniel A. Lucey of Natick, the father 
being the well known treasurer of Curtis 
& Pope Lumber Co. of Massachusetts 
Ave., Boston. The bride attended Dana 
Hall School and later was graduated as 
a nurse from the Leonard Morse Hospital 
in Natick. The groom was graduated 
from Phillips Andover Academy, from 
Yale and the Harvard Medical School. Dr. 
and Mrs. Ritzman will make their home 
in Boston. 


RICHARD-GERRITY—Miss Phyllis Van 
Buren Richard of Fifth Avenue, New 
York, was united in marriage with Joe 
Warren Gerrity, Jr., son of Mr. and Mrs. 
Joe Warren Gerrity of Boston, at an after- 
noon ceremony in the Church of the 
Heavenly Rest in New York on Saturday, 
Feb. 15. The father of the groom is head 
of the J. F. Gerrity Co., wholesale lumber 
dealers at Boston. The bride was grad- 
uated from the Etthel Walker School at 
Simsbury, Conn., and is a member of the 
New York Junior League. Mr. Gerrity 
was graduated from the Rivers School and 
from Harvard with the class of 1938. Mr. 
and Mrs. Gerrity will make their home in 
Albany after returning from their honey- 
moon which will be in spent in Cuba. Mr. 
Gerrity has been associated with his 
father in the lumber business since leav- 
ing college, and is in charge of the com- 
pany’s Albany office. 
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HERE'S 


THE WAY TO GET... 


VOLUME 
BUSINESS 


IN YOUR PAINT DEPARTMENT 




















Try the BPS Proved Selling Plan 





Here’s an excellent way to increase paint sales, a proved plan 
now in use in thousands of paint departments all over the 
country. It’s the practical answer to the problem of finding 


exactly the right method to sell new customers . . . to sell your 


old customers more of the present line and to sell new lines to 


ROUTE TO 
PROFITS 


your old customers. 


You'll welcome this way for it projects you into the advertising 


picture in such a manner that prospects come to you, come right 


into your store to buy paint. And you know what that means . .. store traffic. 


Additional sales in all departments. Your cash register plays a merry tune! 


Now this is what you do. Use the Patterson-Sargent Proved 
Sales Promotion Plan. It creates the desire to paint ... aids in 
color selection . . . points out to the prospect that you alone are 
the BPS paint dealer. Thus you get increased paint sales ... 


increased profits. 


Write The Patterson-Sargent Company at once for complete 
information about the exclusive BPS sales-producing methods. 
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Newsy Notes of Persons and Places 


and OFFICE 








Harry Dombhoff, president, Acorn Lum- 
ber Co., Pittsburgh, Pa., accompanied by 
his son, George, left Feb. 15 for a three 


week’s trip to Miami. 

The Pike-Dial Lumber Co., of Chicago, 
has recently built and moved into a new 
office and warehouse. Location of the new 
plant is 2440 S. Damen Ave., Chicago. 

Richard P. Baer II of Richard P. Baer & 
Co., Baltimore, Md., visited headquarters in 
Baltimore last week and conferred with the 
officers. He has been in charge of operations 
at their hardwood mill at Halsey, N. C. 

W. L. McCormick, Weyerhaeuser Timber 
Co. and widely known for his interest in 
Pacific Northwest history, has just been re- 
elected president of the Washington State 
Historical Society. 

Truman D. Cameron, vice president and 
secretary of the E. M. Cameron Lumber 
Corp., Albany, N. Y., was recently elected 
first vice president of the Albany Chamber 
of Commerce. 

The Shepard & Morse Lumber Co. of 
Boston and New York has moved its Pa- 
cific Coast office from Seattle to Portland, 


Oregon. J. C. Cornell who has represented 
the company at Seattle fully fifteen years, 
transfers to the new location. 


Runner-up in the recent city-wide search 
for the employee with the longest record 
of service with one company in San Fran- 
cisco, Calif., was F. C. Graham who has 
worked 62 years for Weston Basket & Bar- 
rel Plant. 


Stanley G. Wilson, credit manager of the 
I. M. Sibley Lumber Co., Detroit, has been 
elected president for 1941 of the Detroit Con- 
struction Industries Credit Group, compris- 
ing firms selling building products to the 
construction industry. 


Joseph Marbach has joined with Joseph 
Freundlich and Goldie Stromer in creating 
the Marbach Lumber Co. to conduct a 
wholesale lumber business with Boston 
office at 11 Beacon street. Mr. Marbach 
arrived in this country from Vienna in 
Austria about a year ago. He had operated 
a dressing mill many years in Vienna. 


Frank C. Reed, executive of the Simpson 
Logging Co., has returned to his headquar- 
ters in Shelton, Wash., following a ten day 











BIRCH & SOFT MAPLE 


We have a good supply of Soft Maple in 
4/4, 5/4, 6/4 and 8/4; also 4/4 and 5/4 Com. 
Birch. Let us quote you. 


Cotton HANLON 


ODESSA , N-Y. 








DEPENDABLE SOURCE OF SUPPLY 


Now is the time when the smart buyer is the one 
who sticks close to a dependable source of supply 


and dependable quality. 


now find themselves out on a | 


any straight price buyers 
. = We offer a 


dependable source of supply. dependable quality 


at dependable prices. 








R-B ROLL-OFF BED roumnrotter tyre 


FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 


THOUSANDS of satisfied 
users are keeping their 
trucks ON THE GO. 





‘THE R-B COMPANY 


FOR MORE THAN 20 YEARS R-B rollers have been shipped to thousands of 
lumbermen throughout the U. 
to refund the purchase price if unsatisfactory in any way. 


NOT ONE HAS EVER BEEN RETURNED 


S. A. and to foreign countries under agreement 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better, give us 
the make and model 
of your truck. We'll 
be glad to suggest 
the proper roller 
equipment for it. 


Guinotte and 
Euclid Ave. 





Kansas City, Mo. 
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trip to Washington, D. C., at which he rep- 
resented the Federated Industries of the 
State of Washington at a conference of 
representatives of the nation’s major indus- 
tries, particularly those concerned with war 
preparation. 





Redwood Secretary Moves to 
Los Angeles 


SAN FRancisco, CA.ir., Feb. 15.—New 
duties will take J. W. Williams, veteran 
secretary of the California Redwood Asso- 
ciation, to southern California shortly after 
eb. 1, according to announcement made re- 


cently by Kenneth 
Smith, president of 
that organization. 


“Williams’ new post 
will consist of liaison 
work with southern 
California retailers 
and redwood sales 





J. W. WILLIAMS 
Los Angeles, Calif.; 
Redwood Associa- 
tion Representative 





representatives, in 
line with the associa- 
tion’s announced pol- 
icy of increased 
dealer aid,” said Mr. 
Smith. “Probably no 
man in the redwood 
industry could bring 
to this job as great a wealth of experience.” 
Mr. Williams is an expert on lumber market- 
ing problems, both export and domestic, and 
long time member of the committee on stock 
patterns. His headquarters will be at the 
association office in Los Angeles. 





A. H. Pettigrew, 50, secretary of the Holt 
Lumber Co., Oconto, Wis., has been ap- 
pointed to a six year term as a member of 
the Wisconsin Conservation Commission by 
Gov. Julius P. Heil. He is a former direc- 
tor of the commission, the Oconto Lumber- 
men’s Club and has been actively connected 
with conservation policies in Wisconsin for 
a quarter century. 


Ralph W. Hansen, formerly with the Red 
Cedar Shingle Bureau, and before that a 
member of the staff of the Tacoma, Wash., 
Chamber of Commerce, has resigned as 
assistant manager of the Seattle Chamber 
of Commerce to go into active service with 
the United States Army. Hansen, who has 
been a captain in the reserve on temporary 
duty at Fort Lewis, Wash., has been ordered 
to report to Fort Benning, Ga. 


R. J. Filberg, manager of the Comox 
Logging and Railway Company, Comox, 
B. C., has been honored by the Dominion 
Association of the St. John Ambulance As- 
sociation, with a life membership in the or- 
ganization, in recognition of his keen inter- 
est and support of their work over a period 
of years. Presentation of the certificate for 
the honorary award was made recently at 
the headquarters office of the logging com- 
pany. 

Captain Gilbert A. Waite, of the sales 


staff of the North Western Woodenware 
Co., Tacoma, Wash., has been called to 
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Washington, D. C., to attend the annual 
conference of the National Council of Re- 
serve Officers. Capt. Waite, an officer in 
the United States Army Reserve, is presi- 
dent of the Reserve Officers Association of 
the State of Washington. 


The Harbor Sales Company, Inc., Balti- 
more, Md., held its seventh annual confer- 
ence in the Lord Baltimore Hotel here Feb. 
7-8, and had its entire staff of traveling 
men, fifteen in number, present at the ses- 
sions to receive information on their plans 
and promotion methods. The reports sub- 
mitted gave evidence of the fact that the 
business of the Harbor Sales Company last 
year set a new record. The staff was en- 
tertained at luncheon and dinner on the first 
day and at luncheon on the final day. Presi- 
dent Covington directed the proceedings. 


Appointment of three prominent Louisi- 
ana lumbermen to serve on the board of con- 
trol of the Louisiana Conservation Depart- 
ment, has been announced recently by 
Governor Sam H. Jones. The entire board 
membership consists of nine, all appointees 
of the Governor. The lumbermen named to 
the board include: William Nalty, of Ham- 
mond, La., for a three year term; P. A. 
Bloomer, of Fisher, La., for a six year 
term; and, Charles V. Holbrook, of De- 
Ridder, La., for a nine year term. The de- 
partment is being reorganized as part of the 
revamping of the state government. 


Charles Young of the intercoastal depart- 
ment of the Blanchard Lumber Co., returned 
to the main office of the company in Boston 
on Feb. 8 tc end a month’s tour of the mills 
and shipping points on the West Coast. Mr. 
Young found the mill price position—on 
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most items—ranging from firm to strong, 
with such a definite shift from water to all- 
rail deliveries to the East coast as to cause 
a scarcity of cars at many points. To meet 
this situation, the railroads had set up car 
allocation offices with a view to an even 
distribution of all available cars at each 
shipping point. 





President to Address Regional 
Meetings of Stockholders 
Boston, Mass., Feb. 17.—President Lewis 
H. Brown, of Johns-Manville Corp., invaded 
Boston Friday afternoon in his original and 
somewhat novel campaign to bring the cur- 
rent report as to the status of the company 
direct to his stockholders domiciled within 
a radius of fifty miles of this city. He an- 
nounced that he had arranged for nine addi- 
tional meetings, in Pittsburgh on Feb. 24; 
Cincinnati, Feb. 25; St. Louis, Feb. 26; Los 
Angeles, March 4; San Francisco, March 6; 
with April meetings to be held in Chicago, 
Cleveland and Detroit. Mr. Brown has long 
been regarded as on of the outstanding busi- 
ness executives of the country. He strongly 
advocates closer relationship between stock- 
holders and the enterprises they own, and it 
is this feeling that has prompted him to de- 
velop this closer contact with them at re- 
gional meetings. He declared that shipments 
and operations were running at the highest 
rate in J-M history; that wages were 30 
percent higher than in 1929, and that taxes 
in that period had quadrupled. Foreign sales, 
naturally, were fully a third below normal. 
Statistical data were pictured graphically in 
simplified form on slides. A motion picture, 
describing the manufacture and uses of some 
of the company’s products, was also shown. 
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Ten kittens sana emerged as full fledged Hoo-Hoo cats on Feb. 13 at a Con- 
catenation held at the Davenport hotel, Spokane, Wash. Ernie L. Wales, of the 
Wales Lumber Co., Vicegerent Snark was in charge. Shown in the picture are: Front 
row—Lester Farrish, Lincoln Lumber Co., Creston, Wash.; Van Costello, Long Lake 
Lumber Co.; Art King, W. P. Fuller & Co.; W. C. Waugh, Potlach Yards (Inc.); 


Ed McGoldrick, McGoldrick Lumber Co. Second row—Palmer Kastberg, Exchange 
Lumber Co.; Ken Wittstock, Long Lake Lumber Co.; Al Litzenberger, Baird-Naundorf 
Lumber Co.; Charles A. Newton, Curtin-Howe Corp.; Robert E. Jones Lumber By- 
Products Co. Standing—Fred Bartleson, Building Supplies Co., Dexter Bright, West- 
ern Pine Manufacturing Co.; W. H. Jones, Inland Lumbermen's Traffic Association; 
Ernie L. Wales, Wales Lumber Co.; Jack West, Western Pine Manufacturing Co.; 
Frank Aston, Western Pine Manufacturing Co.; Don Bock, Bock & Wooster Lumber 
Co.; Don Dalzell, Western Pine Manufacturing Co.; Lee Smith, Building Supplies 
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The more you like Quality 
and Dependability 
the better you will like 
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Never have you seen a finer line of Shortleaf lumber 
than that now offered by Sallis. It has the strength 
and durability to make it ideal for structural work. 
Soft, velvety texture, easy to work, light to handle. 
Yard and Shed Items, Eased-Edge Dimension, Floor- 
ing, Ceiling, Siding, Finish, Mouldings, Casing, 
Base. Shed stock is kiln-dried. Air-dried items are 
Lignasan-treated. 


t Annual Capacity 35,000,000 Feet. 
1. GC and @. M. & N. Ralireads 


SAVERS 


Mississippi 





© LUMBERCO.. 
e@=) BRANDON MISS. 











If DUSTRIA 
LUMBER CO. Inc, 


ELIZABETH, LOUISIANA 


Timbers, chemically treated to 
prevent stain. 


Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 





WHITE PINE (2te— 


California White 
Also and Sugar Pine 


Fir Wallboard S733" 2%, products 


William Schuette Company 


New York 


Office—4i East 42d St. PITTSBURGH, PA. 








HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearbors St., CHICAGC 
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FOR SALE: 
COTTONWOOD CRATING 


On account of scarcity in some 
other species many industrial 
plants are turning to Cottonwood 
crating and saving money at the 
same time. 

We manufacture Mississippi 
River Cottonwood—also other 
Southern Hardwoods, Cypress and 
other Softwoods. 

Prompt attention given all in- 
quiries. 


CANTHOOK LUMBER CO. 


722 CHESTNUT ST. ST. LOUIS, MO. 
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W.T.SMITH LUMBER C0. 


YELLOW PINE & HARDWOODS 
Chapman / 4 Alabama 





You'll like the Lennox inSt. Louis,too. 
Here in a handy downtown loca- 
tion, you'll find cheery, comfortable 
surroundings... sleep-inviting beds, 
famous food and drink... everything 
to make your stay pleasant. 


All rooms have private bath and 
guest-controlled radio. Rates: 50% 
of all rooms $3.50 or less, single; 
$5.00 or less, double. 


“I etinox 


9th & Washington « St. Louis, Mo. 
Nearby Parking and Garages 








LUMBERMEN! 


Write now for our catalog telling 
about our books that'll 


HELP YOU MAKE MONBY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Iil. 
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New Federal Specifications 
Are Effective March 15 


Wasuincton, D. C., Feb. 17.—This speci- 
fication was approved on Aug. 3, 1940, by 
the Director of Procurement, for the use of 
all Departments and establishments of the 
Government, and shall become effective not 
later than March 15, 1941. It may be put into 
effect, however, at any earlier date after 
promulgation. 


FEDERAL SPECIFICATION FOR LUM- 
BER AND TIMBER; SOFTWOOD 


MM-L-75Ib, Aug. 3, 1940, Superseding, 
Fed. Spec. MM-L-75la, Jan. 27, 1937 


Federal Standard Stock Catalog, Sec- 
tion IV, (Part 5) 
A. APPLICABLE SPECIFICATIONS. 


A-1. There are no other Federal specifi- 
eations applicable to this specification. 


B. SPECIES, CLASSES, AND GRADES OF 
LUMBER. 


B-1. This specification covers the prin- 
cipal species of softwood grown in the 
United States; the three classes of soft- 
wood lumber and timber'—yard lumber,” 
structural material,? and factory and shop 
lumber‘—and the grades in the current 
grading rules of the various associations 
of softwood lumber manufacturers that 
conform to “American Lumber Standards.” 


Cc. MATERIAL AND WORKMANSHIP. 
C-1. See section E. 


D. GENERAL REQUIREMENTS. 
D-1. As specified under section E. 


> DETAIL REQUIREMENTS. 


E-1. Softwood lumber shall conform to 
the grading rules® of the various lumber 
associations in effect at the date of in- 
vitation for bids where such grading rules 
are approved by the Central Committee on 
Lumber Standards as in conformance with 
“American Lumber Standards.” (See par. 
I-3.) 

t-2. In cases where lumber of a spe- 
cial width, length, or thickness is needed, 
such lumber shall conform to the stand- 
ard grades of the lumber associations con- 
cerned except in the matter of width, 
length, and thickness. 

E-3. Where it is advisable to purchase 
softwood lumber of species not graded 
under association or commercial rules in 
conformance with American Lumber Stand- 
ards as interpreted by the Central Com- 
mittee on Lumber Standards, specifications 
for such lumber shall be based on Ameri- 
can lumber standards. 

E-4. In cases where lumber of special 
quality is needed, such lumber shall be 
purchased under specifications prepared 
by the Government organization which 
needs it with such assistance from other 
sources as they may deem necessary. Air- 

1For the purposes of this specification 
the term “lumber” includes both lumber 
and timber. 

2Yard lumber—used with little or no 
further cutting for general building pur- 
poses. 

8Structural material—used where 
strength is the primary consideration and 
working stresses are required. Structural 
material is often referred to under the 
general term. “timbers.” 

‘Factory and shop lumber—used for 
further cutting into smaller pieces re- 
quired in the manufacture of sash, doors 
and general millwork. 

5See Simplified Practice Recommendation 
R16-39 of the Division of Simplified Prac- 
tice, National Bureau of Standards, en- 
titled “Lumber, American Lumber Stand- 
ards for Softwood Lumber,” promulgated 
October 15, 1939, or later edition. 


plane lumber is an example. 

E-5. Requests for bids on softwood lum- 
ber or timber should include information 
as to: 

1. Quantity.—Feet, board measure, or 
number of pieces if of definite size and 
length, etc. 

2. Size.-—Thickness in inches—nominal 
and also actual if surfaced on faces. 
Width in inches—nominal and also actual 
if surfaced on edges. Length in feet—may 
be nominal average length, limiting 
lengths or a single uniform length. 

3. Grade.—No. 1 Common, B & Better, 
etc., as indicated in grading rules of lum- 
ber manufacturers’ associations. 

4. Species of wood.—Douglas-fir, south- 
ern cypress, etc. 

5. Product.—Flooring, 
boards, etc. 

6. Condition of seasoning.—Air dry, kiln 
dry, commercially shipping dry, etc. 

7. Surfacing.—Indicate whether rough 
(unplaned) or dressed (surfaced) stock 
is desired. S1S means surfaced on one 
side. S2S means surfaced on two sides. 
S1S1E means surfaced on one side and one 
edge. S4S means surfaced on four sides. 

8. Association rules.—Southern Pine As- 
sociation, Western Pine Association, etc. 

9. Methods of inspection. 


F. METHODS OF INSPECTION 


F-1,. One of three methods of procedure 
shall be followed: (1) The order may 
specify grade-marked lumber, i. e., lumber 
that bears the grade-mark and trade-mark 
of the association or bureau of the asso- 
ciation under whose rules it is bought (see 
par. E-1) and the mill identification mark; 
(2) the order may specify that the ship- 
ment must be accompanied by a eertificate 
of. grading (inspection) issued by the as- 
sociation or bureau of the association 
under whose rules it is bought;? or (3) the 
order may specify that inspection will be 
made by an inspector from the Federal 
agency making the purchase. Methods (1) 
or (2) are generally preferable, as it is 
not feasible for Government organizations 
using lumber to maintain complete lumber 
inspection facilities. 


G. PACKING AND MARKING FOR SHIP- 
MENT. 


G-1. Packing.—Unless otherwise speci- 
fied, the subject commodity shall be de- 
livered in such fashion as to insure ac- 
ceptancy by common or other carriers, for 
safe transportation, at the lowest rate, 
to the point of delivery. 


H. REQUIREMENTS APPLICABLE TO 
INDIVIDUAL DEPARTMENTS. 


H-1. The following departmental speci- 
fication of the issue in effect on date of 
invitation for bids shall form a part of 
this specification. 

H-1la, Navy.—Navy Department General 
Specification for Inspection of Material, 
copies of which may be obtained without 
cost on application to the Bureau of Sup- 
plies and Accounts, Navy Department, 
Washington, D. C. 


I. NOTES. 


I-1. Lumber is wood cut from a tree to 
definite sizes and shapes. It is of two 
kinds—hardwood and softwood. Hardwood 
lumber is cut from broad-leafed trees, such 
as oaks, birches, and maples. Softwood 
lumber is cut from coniferous or needle- 
leafed trees, such as pines, spruces, firs, 


siding, timbers, 


®Copies of these rules may be obtained 
from the associations either without cost 
or on payment of a nominal sum. 


7The association or bureau of the asso- 
ciation concerned may delegate authority 
to issue certificates of grading to a lum- 
ber inspection agency provided such dele- 
gation is satisfactory to the Federal or- 
ganization making the purchase. 
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and hemlocks. The foregoing requirements 
have to do with softwood lumber. 

Under I-2 there follows a statement pre- 
pared by the Central Committee on American 
{umber Standards as to the conformance of 
the grading rules of the principal softwood 
lumber manufacturers’ associations to Ameri- 
can lumber standards; and list of associa- 
tions and species covered by their grading 
rules, with the following note: 

The American Lumber Standards with 
respect to the quality of lumber permissi- 
ble in each American standard grade and, 
in commercial practice the American 
standards rough and finished sizes, are 
minima. Manufacturers’ associations in 
publishing grading rules based on the 
American standards may provide, and in 
some cases have provided, for higher grade 
qualities and for thicker and/or wider 
sizes than required by the standards. 

Under I-3 there is given a list of the spe- 
cies of softwood commonly used for lumber 
or timber and the names of the various lum- 
ber manufacturers’ associations or bureaus 
of the associations under whose rules each 
species is graded. 


Finally, attention is called to a publica- 
tion of the Federal Government, entitled 
“How Lumber Is Graded,” copies of which 
may be obtained from the Superintendent of 
Documents, Washington, D. C., for 10 cents. 
\ supplement containing grade-use tables and 
giving the grades of lumber recommended 
by the principal lumber associations for vari- 
ous types of construction may be obtained 
from the Forest Service, Washington, D. C. 





Manufacturer Sun-colors 
Mahogany Lumber 


PENSACOLA, FLA., Feb. 18.—The accom- 
panying picture shows kiln loads of ma- 
hogany lumber at the Weis-Fricker Mahog- 
any Co. here, ready for seasoning to the 
moisture content desired by the trade. The 


Kiln loads of mahogany 
lumber at the Weis- 
Fricker Mahogany Co., 
Pensacola, Fla. ready 
for seasoning. The 
value of the lumber is 
also enhanced by sun- 
coloring 


company has recently installed a new Moore 
cross circulation dry kiln. 

Mahogany logs are imported from Central 
America. After being cut into lumber, the 
boards are placed in the yard for sun- 
coloring, which enhances their value. 

Mahogany cut at the Weis-Fricker mill 
ranges in thickness from five-eighths inch 
to four inches, and in lengths up to 27 feet. 
The mill has a daily capacity of 35,000 
board feet, and a large assortment of ma- 
hogany is carried in stock. 

Heading the Weis-Fricker Mahogany Co. 
organization are C. A. Weis, president; 
Frank A. Fricker, vice-president and sales 
manager and H. M. Weis, secretary- 
treasurer. 
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Lumberman Appointed to 


State Industrial Commission 


TALLAHASSEE, 
Fia., Feb. 15.—M. 
J. (Joe) Foley, as- 
- sistant to the presi- 
dent of Brooks- 
Scanlon Corp., 
Foley, Fla., was ap- 
pointed here recently 
by Gov. Holland to 








M. J. FOLEY, 
3rooks-Secanlon 
Corp. 





. represent employers 
on the State Indus- 
™ trial Commission. 
~ Mr. Foley resigned 
as a member of the 
State Board of For- 
estry to accept the 
new appointment. 


West Coast Monthly Facts 


SEATTLE, WASH., Feb. 15.—January saw 
West Coast mills operating within 5 percent 
of their machine capacity, after the mid- 
winter shutdown period, says the West 
Coast Lumbermen’s Association. This shut- 
down was held to a minimum because of 
continuing Government needs. The mar- 
ket situation remained practically unchanged 
during January. Early in December the 
upward price movement was checked, with 
the ending of rush purchases by the Gov- 
ernment for immediate delivery, and the 
market continued to level off through Janu- 
ary. Production capacity was crowded hard 
to catch up on the heavy volume of unfin- 
ished orders, and to make ready for normal 
spring trade. ‘The scarcity of intércoastal 
tonnage remains an unfavorable factor; it 
compels shipments by rail that would nor- 
mally go through the Panama Canal to the 
Atlantic Coast. Offshore trade showed a 








marked decline in January, dropping close 

to the disappearing point. Detailed statis- 

tics for January (five weeks) follow: 
Weekly Averages for a, a 


IED, 565 Svstacinmccewecsin es 150,095,000 

NS. ia -6's 8 ¥:0o ewer eses 151,365,000 

roe oe oe 147,930,000 
End month— 

UMRTOE GEGGES ceccwssccceesio’ 675,576,000 

MSVORG UIE, 65.66 Sica ce dann os 854, = 000 

Cumulative Totals for 5 Week 
in, 750, 476, 000 
TEM 6.0. <pie-0. 4: 6:000'0-osciendodieie 756,824,000 
IN a tone a eae sia iow eens 739,652,000 

Sree by markets— 

Siclae mid RAid Gta Theo 06S 3S RE 376,470,000 
Pitts COING s 6.656600 Rocc%cx 247,798,000... 
er re ee 25,226,000 
eS ere ee ee 90,158,000 


January and 5-week output was f 
percent of 1926-1929—years of highest 
production. 
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MONTGOMERY, ALABAMA 


MANUFACTURERS 


SOUTHERN PINE 
LUMBER 


Specializing in Shed Stock and Boards, One- 
half by Six Poplar Bevel Siding, Mouldings 
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<4 and Yellow Pine Pr 
woven with heavily galvanized 
wire. Painted white or green. 
Very popular for yard and gar- 
den. Write today for circular 
and prices, 


ILLINOIS WIRE & MFG. CO. 
Joliet, Mlinois 
_& Lufkin, Tex. 



















HOTEL HOLLENDEN 


Ju Columbus 
THE NEIL HOUSE 


In Alnon 
THE MAYFLOWER 


In haiiniitiis 0 
HOTEL LANCASTER 


In Corning, N.Y. 
BARON STEUBEN HOTEL 


AY CHECK WITH EVERY TRAVEL STANDARD 





THEODORE DeWITT 
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Retail Lumber Sales, Stocks 


WasuinerTon, D. C., Feb. 17.—National Retail Lumber Dealers Association has issued the 


following summary of the Dec. 31 retail lumber stocks and sales. Lumber stocks on Dec. 31, 


1940, comments Secretary H. R. Northup, in all regions except New England and Middle 
The increases averaged about 6 percent, but in 


Atlantic, were above the Dec. 1, 1940, level. 


the Pacific Coast region a 16 percent increase was reported, probably due to the resumption 
of water shipments on the coast. Lumber sales continued to decline during December, and on 
an average were about 16 percent lower than during November. Six regions showed larger 
stocks on hand on Dec. 31, 1940, than on that date the preceding year, the increases ranging 
from 1% percent to 16 percent. In three regions, the South Atlantic, East South Central 
and Pacific Coast, a decrease in dealers’ stocks was reported, ranging from 2.5 to 18.7 percent. 
The figures seem to indicate that yards in many regions are in better position as regards 
lumber stocks than they were in December, 1939, Mr. Northup asserts. The summary follows: 




















Percent Percent 
Change Change 
; No.of STOCKS—M feet from SALES—®M feet from 
Region* Yards Dee. 31 Dec. 1 Dee.1 Dec., 1940 Nov., 1940 Nov. 
New England............ 4 2,594 2,853 —9.1 557 582 —4.3 
Middle Atlantic ......... 54 49,143 49,224 —0.2 10,527 12,296 —14.4 
East No. Central........ 97 52,177 90,754 +2.8 10,025 11,914 —15.9 
West No. Central........ 226 50,404 49,427 + 2.0 6,435 8,520 —24.5 
BOUCH AtCiIANtic .....c.ees 27 15,310 14,437 +6.0 5,807 6,421 —9.6 
mest Bo. Contral........ 11 6,962 391 +8.9 E —9.7 
West So. Central........ 47 10,402 ,063 +3.4 2,473 2,572 —3.8 
NID, 5564 o w.8 alo .et dies secs 54 16,290 ,550 +4.8 1,770 2,604 —32.0 
SE a Rai & ecaict A bir@g eines 142 91,655 853 +16.2 28,507 34,168 —16.6 
TOTAL 
Independent .......... 300 172,144 167,487 +2.8 40,217 45,987 —12.6 
EE Sars atau onae amano 362 122,793 110,065 +11.6 26,575 33,855 —21.5 
Co ¢ eee 662 294,937 277,552 +6.3 66,792 79,842 —16.4 
LUMBER STOCK COMPARISON—Dec. 31, 1940—Dec. 31, 1939 
ct. Change 
No. of STOCKS—M feet from 
Yards Dec. 31,1940 Dec.31,1939 Dec. 31, 1939 
OREO POT OT 3 2,447 2,412 +1.4 
os cea ew apace eta eee 50 31,738 30,256 +4.9 
RS eer era 97 52,177 45,284 +15.2 
West No. Central... ....cccsssccescece 225 50,333 44,786 +12.4 
PEE TT Or 25 13,739 16,904 an G7 
BIE TO. COUGAR coc ccc cccsecswesevces 9 6,440 6,606 aaa’ 
EEE UE COMMEND cai cwe ee rcianwetwnes 46 10,370 8,953 +15.8 
DENNEN. Se6c dc wsce cd evntereerewnenees 35 9,611 9,176 +4.7 
i hse h a ian Gian ghee ee mig eHOON 138 90,779 97,088 —6.5 
| i rer r ee rr 628 267,634 261,465 +2.4 


*States in each region: 

New England: Maine, New Hampshire, 
Vermont, Massachusetts, Rhode Island, 
Connecticut. 

Middle Atlantic: New York, Pennsyl- 
vania, New Jersey. 

East No. Central: Ohio, Indiana, Illinois, 
Michigan, Wisconsin. 

Sovth Atlantic: Delaware, Maryland, 
District of Columbia, Virginia, West Vir- 
ginia, North Carolina, South Carolina, 
Georgia, Florida. 

East So. Central: Kentucky, Tennessee, 
Alabama, Mississippi. 

West No. Central: Minnesota, Iowa, 
Missouri, North Dakota, South Dakota, Ne- 
braska, Kansas 

West So. Central: Arkansas, Louisiana, 
Oklahoma, Texas. 

Mountain: Montana, Idaho, Wyoming, 
Cerans, New Mexico, Arizona, Utah, Ne- 
vada. 


Pacific: Washington, Oregon, California. 





Offer Ten-Day Course in 
Dry Kiln Practice 


A short, practical course in kiln drying 
practice is being offered from April 2 to 
April 11 by the New York State College 
of Forestry, Syracuse, N. Y. 

The 1941 course will cover in detail, the 
following subjects: Structure and Inspection 
of Wood; Preparing Wood for Kiln Dry- 
ing; Kiln Operation: Study of Drying Fac- 
tors; Troubles in Kiln Drying; Types of 
Kilns: Kiln Buildings; Special Problems in 
Kiln Drying, and Insects and Fungi Dam- 
aging Wood in Storage. 





February 22, 1941 


Eight members of the forestry college 
faculty, all specialists in the field, will give 
the instruction. Hiram L. Henderson, au- 
thor of a textbook “Air Seasoning and Kiln 
Drying of Wood” will handle most of the 
kiln drying lectures. 

The college operates a sawmill and mod- 
ern dry kiln on the campus which will be 
used for class demonstration purposes. A 
certificate is granted upon completion of 
the work. Complete information is available 
from Prof. H. L. Henderson, New York 
State College of Forestry, Syracuse, N. Y. 





To Sell 10,000 Acres 


LouIsvILLE, Ky., Feb. 13.—On Feb. 27, 
the National Bank of Kentucky receivers, 
Louisville, will sell 10,000 acres of heavily 
timbered land, representing part of the 
property of the old E. B. Norman & Co. 
plant and property at Ville Platte, La. 





Western Pine Summary 


PorTLAND, OreE., Feb. 15.—The Western 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 
Feb. 8: 

Report of an Average of 95 Mills: 
Total for 2 weeks ended 


Feb. 8, 1941 Feb. 10, 1940 
Production 101,633,000 80,939,000 
Shipments .... 150,238,000 114,898,000 
Orders received 164,056,000 115,793,000 


Report of 91 Identical Mills: 
Feb. 8, 1941 Feb. 10, 1940 
Unfilled orders 302,847,000 221,777,000 
Gross stocks. .1,230,466,000 1,397,749,000 
Report of 91 Identical Mills: 


——Total for Year——_—, 
1941 1940 


Production 289,890,000 242,574,000 
Shipments 414,592,000 334.104.000 
Orders ....... 430,997,000 346.389.000 





Southern Pine Statistics 


(Special telegram to Amenrcan Lumserwan) 

New Orteans, La., Feb. 19.—Following 
is a summary of reports from southern pine 
mills for two weeks ended Feb. 15: 


Average weekly number of mills, 125; 
Units,+ 103 


Two-Weeks 
Three-year average production* 61,709,000 
meteal profuction ..... cesar 68,031,000 
EET TT Ce COS 67,512,000 
CPGOTE FOCHIVOE .6cccccvcicives 67,023,000 


Number of mills, 130; Units,+ 109 
On Feb. 15, 1941 
TIMOR WPOOTE on oie nicccesn 116,408,000 
errr ree 271,819,000 
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Klamath 


Algoma Lumber Helps You 


to Win More Business 


BASIN 
= ; 
= Algoma Klamath Ponderosa is held in high esteem by deal- 
ers, builders and manufacturers. Soft-textured, straight- 


grained, milling to a satiny smoothness, it is ideal for build- 


ing and woodworking uses. Shop L 


umber (kiln-dried), 


Common and Selects, General Building Lumber, Pattern 
Lumber, Yard and Shed Stock, Dimension, Bevel Siding, 
Knotty Pine Paneling, Mouldings, Sash and Door Cut Stock, 
Lath, Pickets, Box Shook, Crating. 


WE ARE MEMBERS OF THE WESTERN PINE ASSOCIATION 


r 





Febr 


Ri 
\ 
unt 


To 
To 


Tc 
Oz 


m 
al 








1941 February 22, 1941 Amemeanfiumberman 65 


re RELATION OF UNFILLED ORDERS TO STOCKS 





u- Wasurncron, D. C., Feb. 17.—Following is statement of seven groups of identical mills of 

In unfilled orders and gross stock footage on Feb. 8: 

1€ No. of Mills Unfilled Orders Gross Stocks 

Reporting 1941 1940 1941 1940 

1 Total Seftwoods*® .......ee- 380 1,038,227,000 753,867,000 3,026,965,000 3,453,417,000 

a Total Hardwoods* ......... 96 74,548,000 65,914,000 361,385,000 395,101,000 

ye << 

A Total EAWMMBE? ..occceccsccce 464 1,112,775,000 819,781,000 . 3,388,350,000 3,848,518,000 
Oak and Maple Flooring.... 90 56,805,000 72,399,000 90,343,000 99,004,000 

rf *Of Northern mills, 14 reported on softwoods, 16 on hardwood unfilled orders; 17 

le mills on stocks. The total number of mills (476) includes 12 northern plants that 

k are in both softwood and hardwood subtotals. 





NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


Wasuincron, D. C., Feb. 17.—Following is the National Lumber Manufacturers’ Associa- 
: tion’s report for two weeks ended Feb. 8 and for six weeks ended that date, covering mills 
whose statistics for both 1941 and 1940 are available, and percentage comparisons with statis- 








y tics of identical mills for the corresponding period of 1940: 
2 Av. No. Per- Per- Per- 
Mills Production cent Shipments cent Orders cent 
TWO WEEKS: Rptg. 1941 of 1940 1941 of 1940 1941 of 1940 
Total Softwoods .. 390 432,849,000 124 473,085,000 118 511,315,000 134 
: Total Hardwoods.. 101 21,412,000 95 24,212,000 117 23,587,000 114 Sey ae 
Total Lumber ..... 473 454,261,000 122 497,297,000 118 534,902,000 133 
Total Flooring .... 80 22,597,000 135 18,572,000 127 23,749,000 100 
Total Softwood 394 1,236,135,000 119 1,396,225,000 12: 1,409,899,000 124 The lumb ith th lit 
‘ota oftwoods .. ‘ > x : ® : 125 ’ ’ ’ 
: Total Hardwoods... 98 65,434,000 102 69,509,000 122 64,784,000 109 wr wi e qua i y 
: nil ae: OR - e  0|C  e.. 
| ota OOTING...0«. ’ . 136 ’ ’ 133 , ’ and keeps them coming 
The recognized superiority of pine grown in the 
Klamath region makes this Klamath Ponderosa Pine 
NATIONAL STATISTICS FOR JANUARY BY REGIONS lumber a quality leader. In our modem mill we 
| follow up this basic quality with careful seasoning 
| Wasuincrton, D. C., Feb. 17.—Following is the National Lumber Manufacturers’ Associa- and accurate manufacturing. Let us supply you 
} 


with Selects and Common, S4S, Yard and Shed Stock, 
tion’s report for the five weeks ended Feb. 1, covering mills whose statistics for both 1941 and Dimension, Lath, Mouldings, Box Shook, Crating. 











1940 are available, and percentage comparison with statistics of identical mills for the corre- Member of the Western Pine Ass’n. 
sponding period of 1940: Cc & 
AVNo. Per Pere ers rater Lake Box & Lumber Co. 
s roduction cent ipments’ cent rders cen ° 
FIVE WEEKS:  Rpte. 1941 of1940 1941 of 1940 1941 of 1940 Sprague River, Oregon 
a cn 120 171,786,000 133 178,561,000 152 186,883,000 151 
Southern Pine ..... , : 78, : 5 J . 
West Coast ..... 7. 195 545,817,000 116 551,703,000 120 540,237,000 108 
Western Pine ..... 100 233,259,000 118 353,607,000 124 365,069,000 12% 
California Redwood 14 37,036,000 110 40,805,000 128 39,491,000 124 
southern Gyarems -- 1485 88S HO HSE SSS HE TEESSS TEs a 
Northern Pine ..... ,459, ’ ’ 2 9, ’ oO : 
Northern Hemlock. 17 13,381,000 96 7,968,000 148 8,051,000 109 ‘ a SUGAR & WESTERN 
oe ee ee, —— eR PEt mi ae EM Se NN ee Sia ef - —— 

Total Softwoods.. 395  1,022,351,000 118 1,164,927,000 126 1,189,022,000 118 ; PINE AGENCY 
Hardwoods: #1 MONTGOMERY ST 
Southern Hardw’ds. +79 36,081,000 106 42,348,000 122 38,764,000 102 SAN FRANCISCO, CALIFORNIA 
Northern Hardw’ds. 17 18,701,000 103 15,354,000 126 14,409,000 118 

Total Hardwoods. 96 54,782,000 105 57,702,000 128 53,173,000 106 SUGAR’: 

Total Lumber.... 474  1,077,133,000 117 1,222,629,000 126 1,242,195,000 118 attern Lumber 
Oak Flooring ..... 65 50,742,000 141 41,844,000 187 36,586,000 77 Selects and 
Maple, Beech and 

Birch Flooring .. 15 6,012,000 106 5,564,000 133 6,264,000 146 | 8 4 ®y a Ty. 

7Units. 

California Ponderosa Pine 
~ REGIONAL UNFILLED ORDERS AND STOCKS FEB. |, 1941 Mouldings and Cut Stock 
* Wasuinoerton, D. C., Feb. 17.—Following is the monthly statement by regions of eight 


ai groups of identical mills and two groups of hardwood flooring plants of unfilled orders and 
> gross stock footage on Feb. 1: 


























No. of Unfilled Orders Gross Stocks 

Softwoods— Mills 1941 1940 1941 1940 SULLIVAN LUMBER co. 
Southern Pine ............; 124 107,143,000 75,330,000 374,765,000 494,741,000 
Wet Maas... 125 541,083,000 431,040,000 . 794,392,000 892,743,000 PORTLAND, OREGON 
Western Pine ............-- 8 302,384, 921, ,259,455, 1,442,803,000 TIMBERS 
California Redwood ....... 14 55,473,000 28,476,000 275,656,000 305,468,000 - } FACTORY 
Southern Cypress ......... 9 8,468,000 5,848,000 167,859,000 195,414,000 YARD STOCK CLEARS 
Northern Pine ..........-- 8 8,165,000 5,510,000 106,212,000 113,529,000 
Northern Hemlock ........ 12 6,512,000 6,046,000 85,305,000 75,949,000 SPRUCE, HEMLOCK, CEDAR, PINE 

Total Soft i 390 1,029,228,000 777,171,000 3,063,644,000 3,520,647,000 Retiable Shippers 28 Yours 

ota OITWOOGS ..cccecee ’ 969, (ty ’ ’ ’ ’ ’ ’ ’ 

Sieatiuinaiaiiee, WRITE US! AIR MAIL ONE DAY EACH WAY! 
Southern Hardwoods ...... +84 48,890,000 49,026,000 249,642,000 294,514,000 
Northern Hardwoods ...... 14 24,798,000 17,558,000 110,793,000  110,142°000 y * 

Total Hardwoods ........ “98 73,688,000 66,584,000 360,435,000 404,656,000 JAMES W. SEW 

Total Lumber ........... 476 1,102,916,000 843,755,000 3,424,079,000 3,925,303,000 cn SEV ALL 
Flooring— - . ; ‘ . 
Oak Flooring ..........+-. 75 43,173,000 59,431,000 71,177,000 81,687,000 ees W. Seam? PHILLIPS &- BENNER 
Maple Piooring .........00 14 9,004,000 8,374,000 13,301,000 14,442,000 Old Town, Maine Ruttan Block, 


7Units of production. Established 1910 Port Artuur, Ontario 
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Many a Lumber Buyer 
Gets a Headache-- 


. . . Wondering just how, where and 
when he’s going to get that certain 
kind of lumber... Worrying about the 
non-arrival of stock he ordered . 


THE WAY TO AVOID 


THOSE HEADACHES 
is to Order Through a 


WESTERN LUMBER 
WHOLESALER 


The reputable Western Lumber Whole- 
saler offers you a most valuable serv- 
ice, Mr. Lumber Buyer. He is right in 
the producing field, in constant hourly 
touch with hundreds of mills. He can 
quickly locate the mill that has the par- 
ticular items you need. He knows how 
to get the lumber moving on its way 
to you. 


The West Coast Wholesalers listed be- 
low can supply all your needs in Doug- 
las Fir, Ponderosa Pine, Western Red 
Cedar, Idaho White Pine, West Coast 
Hemlock, California Sugar Pine. 





DUNCAN LUMBER COMPANY, INC. 


Distributors for EATONVILLE LBR. CO. 
A “One Stop Station” for Lumber and Shingles. 
SEATTLE, WASH. 


Mauk Seattle Lumber Company 


Our Spertaitice: HOMESTEAD Brand Shingles, 
2x4 Fir Dimension, SEATTLE, WASH. 








Morrill & Sturgeon 
Lumber Co. 
(Sawmill: Pine 


CARL SODERBERG = products ‘Corps 
LUMBER COMPANY Fineville. Ore.) 


Spokane, 
Manufacturers and Wholesalers Washington 


WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - - WASHINGTON 


MORSTURG 
rhe Ofark of Quality 


Yeon Bidg., Portland, Ore. 




















"110 Market St., SAN FRANCISCO, CALIF. 
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THE LUMBERMAN POET 





DOIN’ BETTER 
From Issue of January 5, 1907 
This year what you goin’ to do? 
Goin’ t’ tackle somethin’ new? 
Goin’ t’ be to yourself more true? 


Goin’ t’ find what you're livin’ for? 
Wider open your shanty door 
Goin’ t’ help your brother more 


Goin’ t’ show more sand an’ grit? 
Goin’ t’ save your coin a bit? 
Goin’ t’ save, or jest goin’ to git? 


Goin’ t’ smile fer the other cuss? 
Goin’ t’ sing fer the rest of us? 
Do more work, an’ make less fuss ? 


Goin’ t’ be brave when things look glum? 
Laugh when ev’rything’s on the bum? 
Goin’ t’ build fer the years t’ come? 


Here’s a bran’ new furrow, 
plow; 

If you don’t do better’n you’re doin’ now 

What’s the good of a New Year, anyhow? 


a bran’ new 


THE WAY OF OLD AGE 
From Issue of January 5, 1907 


I have lived another year, 
I have felled another tree, 
I have walked a little farther through the 
wood; 
And the days I faced with fear 
Have grown very dear to me, 
And the cup that tasted bitter seemeth good. 


Through a wilderness of ways 
I am walking to the light, 
I am coming to the fields that ever bloom— 
With the sun to cheer my days 
And the stars to shine at night 
And my faith to lead me onward through the 
gloom. 


I have lived another year, 
I have felled another tree, 
I can hear a crystal river lap the shore; 
Ev’ry day I draw more near 
To the place where I would be, 
Where my weary feet shall rest forevermore. 





NEWS AND 
VIEWS OF 





SOQ YEARS AGO 


From the AMERICAN LUMBERMAN 








The five mills at Daven- 


port, Iowa, closed for the the vessel. 


which runs to the hold of 
When the lum- 


fact this port evinces true 
hospitality and frequently 














season last week, after | ber is drawn from the | keeps open long after all 
turning out the largest vessel a large hook from the others are closed tight 
lumber cut they have ever the wharf derrick is at- as a drum. 

made. The cut on the tached and the sticks are 

Iowa side of the river will transferred to any part of a 


amount in round figures to 
100,000,000 feet, exclusive 
of the usual amount of 
shingles, lath, and special 
dimension stuff. On the 
Illinois side of the river, 
at Rock Island and Mo- 
line, the cut has been 
equally large. The number 
of men employed in the 
industry at Davenport is 
not less than 2,000. 


of * * 


Unloading lumber by 
electricity is getting to be 
quite common down east, 
though the Hungarian 
method of felling trees 
by electricity, concerning 
which we heard consider- 
able some time since, 
seems rather slow of adop- 
tion in this country. The 
machine used in the East 
is the invention of a Prov- 
idence (R. I.) man and is 
called a whip hoisting 
drum. It has three drums 
which operate two der- 
ricks, and a central line 





the yard. The entire pull- 
ing, twisting and _ trans- 
ferring is done by the elec- 
tric power. The Rhode Is- 
land Lumber Co. has one 
in use at its India street 
wharf in Providence, and 
finds it a great labor and 
time saving machine. 
There are several of the 
same kind in use in Boston 
and New York. 


*» * * 


The cold wave that 
swept over the North this 
week practically put an 
end to navigation on the 
northern lakes. Quite a 
number of boats loaded 
with lumber have been 
frozen in on the Erie 
canal, whose cargoes will 
have to be forwarded to 
their destination by rail. 
The Saginaw River is 
frozen and vesselmen of 
that section report the 
season to have been fairly 
satisfactory. Chicago’s har- 
bor is still unclosed; in 





The experiment of trans- 
porting lumber on barges 
instead of by raft, is to be 
tried on a large scale on 
the Mississippi River next 
season by Capt. Sam Van- 
sant, a well known rafts- 
man of Winona, Minn. 


* * * 


WHITE PINE MANUFAC- 
TURERS Meet at Winona, 
Minn, This Week and 
Adopt Inspection Rules- 
As per call of the inspec- 
tion committee after its 
last meeting, which was 
held at Minneapolis on 
Sept. 6, the Northwestern 
Manufacturers’ Association 
held a meeting at Winona 
on Wednesday afternoon 
of this week [from Sept. 
27 issue] to pass on the 
inspection rules of grading 
which they instructed this 
committee to formulate 
after thoroughly looking 
into the matter, 
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IN YOUR OWN COMMUNITY 


and sell them faster and 





more profitably 













A A built-in plate glass mirror in the living room forms a 
focal point of interest — pushes the wall back —increases the apparent 
size of the room. For what they add in beauty and utility, the cost 
of mirrors is small. 


@ Here at last is a complete merchandisin 
lan that enables you to build and sel 
awe faster and more profitably, right in 

your own community. 

Already, over 11,000 Design for Happi- 
ness Homes are being built by local buile - 
ers all over the country. A great many have been 
completed and sold. For example, the Whatley Davin 
Company of Jacksonville, Fla,, reports—“Our first 
Design for Happiness Home opened today. Three 
thousand people visited the houses. Four houses sold 
during the day.” And the story is the same wherever 
Design for Happiness Homes are built—they sell faster 
because they offer the public more for their money. 

The reason for the unprecedented success of Design 
for Happiness Homes is easily explained. They’re small 
but beautiful. They’re more economical, more livable. 

Glass has built sales appeal right into these 
Design for Happiness Homes... appeal in the form 
of spacious windows, sparkling plate glass mirrors, 
decorative glass partitions. Glass adds tangible appeal 
that means charm, convenience, economy and dis- 
tinction. It adds to the value of these houses out of 
all proportion to its cost. 

Duden for Happiness is a nation-wide building 
program—devoted to better and lower cost homes, to 
quicker and more profitable sales for the builder and 
real estate operator. It is supported by Libbey:Owens: 
Ford national advertising and by the L:O-F Radio 

rogram “Design for Happiness” over the Columbia 
Network 5:00 P. M. (EST) every Sunday afternoon. 

Local builders from coast to coast are participating 
in this great nation-wide home-building program. You 
too can join. For complete information write Libbey: 


Owens‘Ford Glass Company, Toledo, Ohio. 





The small decorative glass 
partition as well as the cupboard 
doors are glazed with Louvrex 
glass—adding a smart, attractive 
note to these modern homes. 





A Powder Mirror—small mirrors, 
conveniently placed in kitchen or 
hall, save steps and time. Such 
features make houses more livable, 
more salable. 








< 


This disappearing dressing table 
and mirror saves space in the small 
bedroom. Both the mirror and the 
table are attached to the back of the 
closet door. Always there when you 
want it, out of the way when you 
don’t. 


O4 


LIBBEY-OWENS-FORD 
GLASS COMPANY 


©1941 Libbey: Owens: Ford Glass Company 
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ITS TAKING HOLD 


‘ 4 : 
Heros Why — 


WELDWOOD PLASTIC 
RESIN GLUE IS 


VY WATERPROOF 
STAIN FREE 
y ROT PROOF 


TREMENDOUS 
STRENGTH 


YseQUICK ACTING 


COLD SETTING 
PLASTIC 


Write for full particulars 
UNITED STATES PLYWOOD CORP. 


616 West 46th St. New York, N. Y. 





WATERPROOF: GLUE 

















Douglas Fir Export 
Company 


SEATTLE, WASHINGTON, U.S. A. 
1125 Henry Building 


PORTLAND, OREGON, U. S. A. 
1112 Yeon Building 


DFXCO 


( Shipping Mark ) 


EXPORT SHIPPERS 


Cargo and Parcel Shipments 
TO ALL FOREIGN MARKETS 








Douglas Fir 
Pacific Hemlock 
Sitka Spruce 





Cable Address’: FIREXCO 
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Market News from Na 


Spokane, Wash. 


INLAND EMPIRE PINES—Stocks at 
mills are badly disorganized. Dry items 
are in demand in quantities that are not 
available. Inquiries are numerous, and 
orders are in excess of the supply. The 
larger companies seem to be _ sticking 
rather closely to their published quota- 
tions, with very little change. Order files 
are well filled for both lumber mills and 
sash and door factories. The latter are 
feeling to some extent the effect of the 
lack of dry stock. 


Tacoma, Wash. 


WEST COAST WOODS—Defense buying 
is still the biggest single market factor. 
Virtually all local mills are working on 
Defense orders of some description, most 
of them direct from the Government. Vol- 
ume of this business is holding up sur- 
prisingly. Prices are good. Difficulties 
encountered in obtaining shipping space 
make it difficult in some cases to guar- 
antee deliveries. From California and east 
coast markets, demand is steady and 
prices are firm. Logging camps are oper- 
ating, and reserve supplies are accumulat- 
ing at storage dumps. 


Portland, Ore. 


WEST COAST WOODS—The entire 
lumber and lumber products market in 
this area is described by dealers and 
manufacturers as_ strong. Demand is 
good for nearly every item, and mills have 
about a five-week backlog. Operations 
are at near-capacity. 


INTERCOASTAI-—Demand for all items 
is strong and mills are reluctant to book 
much additional. Ship space remains 
very scarce, with the rate of $17 going 
into effect March 1. Mill quotations are 
about the same as two weeks ago, except 
for some slight shading on a few items 
which had advanced ahead of the market. 


CALIFORNIA—The market is strong, 
and is sending in a little heavier per- 
centage of regular yard business than 
for some time. All tonnage that is avail- 
able to coast ship lines is employed, and 
space gradually is tightening. Demand 
covers all items. 


FOREIGN-—The market is very re- 
stricted, almost to the point where it is 
hardly a factor at all. High cargo rates, 
direct result of the war, are the governing 
factor. 


LOGS—Inventory remains light, prices 
strong and mill consumption is unusually 
heavy. Logs of any grade are sought, 
and peelers are very strong. 


Seatle, Wash. 


WEST COAST WOODS—RAIL—Prices 
are firm, with sellers not inclined to make 
concessions. Mills have good order files 
and stocks are well balanced, though 
there is still a scarcity of C and D uppers 


INTERCOASTAL—Good demand contin- 
ues, with availability of ship space the 
paramount factor in trading. C.i.f. prices 
are at least 50 cents higher. On March 1 
the new rate of $17 goes into effect. 


CALIFORNIA—Demand is strong and 
shipping space is scarce. Prices are firm. 


POSSESSIONS—There is a steady and 
strong demand from Hawaii. 


SHINGLES—This market is very quiet. 
The industry expects more demand from 
Defense housing projects. In the last 
fortnight there has been little change in 
prices or in volume of production. 


EXPORT—The east coast of South 
America is sending no orders. A few in- 
quiries come from the west coast, but 
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little business. South Africa has some 
orders awaiting ship space. Hongkong 
buys a little, but lack of steamer space is 
a handicap. Japan is practically dead as 
a market. The United Kingdom is pur- 
chasing a few small lots of clear. British 
Columbia mills are shipping much lumber 
to Boston for trans-shipment to Britain. 


LOGS—Prices are unchanged. There 
has been a little reduction in the inven- 
tory in Puget Sound, but supplies are 
ample. An unusually warm open winter 
has facilitated logging. Some truck op- 
erators are down account of rain and 
frost. 


LOCAL RETAIIL—A national housing 
exposition in the Civic auditorium drew 
many thousands of persons. Seattle home 
building is going ahead by leaps and 
bounds. 


San Francisco 


LUMBER CHARTERS — Little activity 
appears in trans-Pacific lumber business, 
while, in the Australian trade, lumber 
continued to offer in good volume at pre- 
vailing rate of around $35. Lumber from 
the Pacific Northwest continued to absorb 
all available space at $16 in the inter- 
coastal trade. The rate goes to $17 on 
March 1. 


LUMBER RECEIPTS — Lumber receipts 
at San Francisco from interior points dur- 
ing January, 1941, totaled 11,430,000 feet, 
compared with 15,840,000 feet in Decem- 
ber, 1940, and 6,930,000 feet in January, 
1941. November, 1940, imports of lumber 
into the San Francisco Customs District 
totaled 664 tons valued at $16,198; wood 
and manufactures totaled 205 tons valued 
at $30,473. Lumber receipts for Decem- 
ber, 1940, at the Port of Oakland totaled 
12,558,630 feet, compared with 14,759,340 
feet in December, 1939. 


LUMBER SHIPMENTS—Lumber ex- 
ports from San Francisco Customs Dis- 
trict during November, 1940, totaled 4,763 
tons with value of $132,385; 225 tons of 
wood pulp, $16,210, was also exported. 


CONFERENCE RATES—tThe Pacific 
Coast-West Coast of South America Con- 
ference announced lumber rates from the 
Pacific Coast to the west coast of South 
America were extended to the end of 
April. Current rates were to have ex- 
pired March 81. Effective March 15, in- 
creases averaging between 10 and 15 per- 
cent on entire list of tariff items from 
Pacific Coast to all Oriental base ports, 
excluding Yokohama, Kobe and Osaka, 
have been announced by the Pacific West- 
bound Conference. 


Vancouver, B. C. 


BRITISH COLUMBIA MARKETS—Ship- 
ment from British Columbia by rail will 
reach record proportions this month as 
a result of severe curtailment of shipping 
through the Panama Canal. Few if any 
tramp ships will be using the Panama 
Canal route after this month, because they 
can make two and a half trips across the 
Atlantic while engaged in a single run 
to the North Pacific. So far there has 
been no sign of new orders for British 
Columbia lumber from the United King- 
dom, and the indications are that, for the 
next few weeks at least, business from 
that quarter will be light. There have 
been reports that, if such a deal can be 
satisfactorily negotiated, Britain may re- 
sume purchase of Russian lumber on a 
limited scale. The same applies to Fin- 
land. Pending clarification of the ship 
situation, exporters plan to ship almost 
exclusively by rail, and the movement 
across the continent will be extremely 
heavy in March, April and May, according 
to present indications. Railway offices re- 
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a remains very scarce; with No. 2 dimen- 
| sion, 2x4- and 2x6-inch, also in low sup- 
ply, though 2x8-inch is not strong. All 
items of No. 3 boards and dimension are 
hard to buy, with demand active. There 
have been some rather large timber or- 
ders placed by the railroads, and lots of 
ome port that, for February movement alone, ning 30 percent larger than those of a timber _items would be called strong. 
cong more than 53,000,000 feet has been booked. year ago. Large ee are tet oe Rigg The 
-e is i i export market continues dull. owever, 
[ - “4 ee oe nag td = SHINGLES—A recent advance of about aan te tek inquiry out now for 7,270,000 
pur- nave beak eetsiteniiogs ‘connection 5 cents a square, which is in addition to feet of boards, dimension and timbers; 
tish viata that Res “endl of United the gains posted last month, continues to purchase of this amount will have some 
rber States specifications on freight cars. hold. The 26-inch are not as strong as effect on No. 1 dimension. There are a 
ain the 18- and 24-inch. number of small overseas inquiries. 
| ° ° ° HARDWOODS — The market remains 
ry Minneapolis Minn. Houston Tex firm, with practically all items scarce. 
paves , ° Jeatl i re favorable for production 
are " " = a 1k—witl puildi Weather is more av able f p * 
| ; NORTHERN PINE—Demand though not SOUTHERN PINE—With home uilding Oak flooring stock remains hard to get, 
— particularly heavy, is enough to main- increasing and ip se of yest ages = Sst and flooring prices are stiffening. 
bse tain firm prices. Industrials as well as their buying has shown a distinct pick-up. inna ip TH—The shincle 
and retail yards are buying. Although mar- There has been a renewal of heavy de- a teen canes he ees Gea with aa 
ketable stocks of certain items are rap- mand for 2x6-inch, 10- to 20-foot No. 2. a can an ieee eammaicads hanes eas 
ing idly nearing the short supply stage, green Prices are holding firm on practically all ailis “a nantes “ 
ees ateriol ta sonacnt : cat i , hases grade shingles have moved much more 
rew material is seasoning in sufficient quan- items, although Government pure freely than upper grades. Pine lath de- 
y»me tity to meet reyuirements. Price advances have been made at a less figure than for and te rather Heht : 
and are not unlikely. some time. No. 2 shiplap, 8- and 10-inch, mand 1s rath : 
NORTHERN WHITE CEDAR—Owing 
to heavy snows in the north woods, pro- P z 
duction is progressing more slowly than ~- Rytty y m - Wearin 
was expected. Inquiries are at a seasonal Perfect Fitting ee a eee Lifeti e g 
rity low. Prices are holding up well. 
ess, MILLWORK-—Estimate work is increas- BRADLEY. 
ber ing steadily. Prices remain firm, with 
re- advances almost certain. 
on MILLER 
orb 
e . 
er- . , . 
on Birmingham, Ala. NOW is the time to stock and precisely accurate. They fit to 
push these famous frames of perfection, keep their shape and 
SOUTHERN PINE—The weakening in Bradley-Miller. They ideally dimensions. No warp, swell or 
pts prices evident during the past 30 days or meet today’s demand for super- split. You'll enjoy —— 
ur- more, appears partly checked. There is a @uality and dependability in these better frames. os 
saneral feelin that startin of spring building items. Made of genuine build more trade and earn bet- 
et, a ea & : > * ; pring White Pine, they have every de- ter profits. We also furnish 
m- suying will mean the end of the recession. sirable feature of modem de- Ponderosa Pine Frames in same 
ry, Strong buying by the Government and by _ sign and manufacture. Care- manufacture and grade as the 
er the railroads is generally reported. te- fully kiln-dried, their milling is Genuine White Pine. 
ict tailers have held off in hopes of more 
od favorable buying conditions, hence stocks . 
led are said to be quite low for this time of na 
m - year. No. 2 boards and dimension are ’ Saint 
ed still off $2 to $3 from the peak reached - . 
40 during the height of Government buying. Telephone 7812 Bay City, Michigan 
Most other items are a little stronger. C.W. Jones, 74 Bonny View Road, West Hartford, Connecticut 
i Logging and mill operations have been Eastern Representative 
ts able to continue almost without interrup- 
= tion during December, January and the 
e first part of February. 
of 
e 
fic K City, M 
( ansas 8 oO. THESE 


n- 
he SOUTHWESTERN MARKET — Buying 


th continued brisk in the first two weeks of 
7 February, but was not nearly so active as 


DEPENDABLE 











f 
= it was a month or two ago. Price lists PRODUCERS CAN 
n< were steady to a shade lower, and reduc- 
s tions were made by small mills, which 
i returned their prices to normal relation SUPPLY ALL 
3 to those of larger mills. For some time 
a. the small operator was quoting about the YOUR NEEDS 
“a same as big mills. Shipments were slow 
because of adverse weather. Continuous 
rains in the southern part of the district 
retarded production. 
SOUTHERN PINE—Demand for all 
grades and sizes continues good. Prices 
i are steady to a little easier, reductions 
ll being made by small operators. There is 
s a good demand for No. 2 boards, and that ° ° ° 
“ for dimension of all sizes is active. Short- Strength, endurance, wear-resistancel Beautiful grain and color! 
y = gp sel Ln igaca rong genet ac Easy workability! These are the outstanding qualities that make 
a 7 ed. ipm s slow a - ° ° . e 2 
: tion iene Gude puuaedied tar bales, a4 oe ae so pores by ee _ builders. 
e WESTERN PINE— Demand continues Ss ule “aroun: 1 depen e umber or mierior and ©: erior con- 
. steady. Shipments can not keep up with struction. The reliable firms here listed can supply you with all build- 
‘ the flow of orders, and the backlog is : : ~ Car . ° 
h increasing. The market is strong, and ing items in North olina Pine. 
prices are not expected to be lower. 
n OAK FLOORING—An improvement in 
‘ eiikans his Geka Gee Us ee a es ELLINGTON-FAY LUMBER CO. BURRUSS LAND & LUMBER CO. 
6 Some grades that were oversold a month Fayetteville, N. C. Lynchbarg, Va. 
_ ago now are available. Inventories are se 
2 larger than they were ninety days ago. SPA Grade Marked Lumber Kiln Dried, Grade Marked N. C. Pine. R. R. Material 
‘ Such key items as ?§x2%4-inch select plain Mfrs. Flooring, Ceiling, Casing, Moldings, Roofers a specialty. Car Lining and Decking. Mills 
D red continue in greatest demand and are and Framing Lumber. Kiln Dried and Air Dried. im Va. and N. C. 
t heavily oversold. Prices are steady. 
t HARDWOODS—The oak flooring and 
y furniture industries have been liberal 
; buyers in recent weeks. The furniture PROMPT SERVICE on were Vici Bs fo} g MIXED CARS 





industry here reports that sales are run- 
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rou NEED “pine” PROMPTLY 


Seven Planing Mills and 
Rough Concentration Yards 


NOW OPERATING 


Shipping from LARGE DRY 
stocks EASTERN WHITE PINE 


AMPLE STOCKS NO. 3 COMMON, ©x<Pt 


Can ship Promptly | No. 3, 1x4&Wider,R.W.&R.L. 
or Within a Week: | No.4 all widths and lengths 


Can Now Handle | D Selects 
Ing uirie s:/No. 2 Common & Better 


Price List No. 3 in Effect 
Weekly Stock Sheets Available 


EASTERN PINE 
SALES CORPORATION 


115 CHAUNCY STREET BOSTON, MASS. 
LiBerty 4280 











901 AMERICAN RADIATOR BLDG. 
1346 BROADWAY 
DETROIT MICHIGAN 





WE SPECIALIZE IN MIXED CARS 
HARDWOODS . YELLOW PINE . DIMENSION 





A TRIAL ORDER WILL CONVINCE YOU 





No inquiry to difficult to 
receive immediate attention 























ESTIMATOR 


Anew publication covering in the moet complete 
manner the whole field of surface measure as ap- 
plied to rapid estimating of contents of fractional 
sizes of Jumber, veneer, fibre boardand stock used 
in the manufacture of interior and exterior finish, 

els, doors, sash, blinas, door and window 
es, etc , etc. d for circ containing 
sample pages. 


Pocket Size (44 x 64"") $5.00, Postpaid. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 


| Surface Measure 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Feb. 17—Market changes 
in the area served through Boston thus far 
through February have been few and unim- 
portant, prices for most staple items holding 
at previous levels, while the producers and 
wholesale offices concentrate upon the move- 
ment of Defense lumber to jobs. There has 
been a slight drop in the selling prices of 
southern pine roofers, and in some offices 
this is attributed to the Defense commis- 
sioner’s attack, while others insist that all 
types of coarse boards are sold so far ahead 
of production, and that the call for prompt 
deliveries is so urgent, that the factors con- 
trolling each sale, as to availability of stock 
as wanted, will determine delivered costs. 
All of the western woods, as well as the na- 
tive pine and all types of northeastern spruce, 
are in a very strong market position, current 
and prospective production and mill inven- 
tories being very low, and demand from Gov- 
ernment and Defense industrial projects call- 
ing for deliveries far beyond mill resources. 
Recourse to overland all-rail transportation 
in moving West Coast lumber shipments, by 
reason of continuing scarcity of ship space 
for this run, is outlined later in this report. 


WEST COAST WoOODS—Deliveries by 
water at Boston docks thus far in Feb- 
ruary are a shade under a million feet, 
but will be increased sharply late this 
week with the arrival of two heavy car- 
goes. With all ship space taken well 
into April, and the outlook for space 
through the rest of the year very drab, 
retail dealers are turning daily to the 
rail route as a means for securing de- 
liveries needed for spring trade. This 
has developed such a strain upon the car 
supply at West Coast points that 
“empties” are being allocated sparingly. 
At the new water rate of $17, delivered 
prices by rail and water are so close that 
if there is a material ‘back haul” at this 
end the cost to the retail dealer differs 
little, if any. The current quotation for 
a mill shipment lot of dimension fir, April 
loading, ranges from full page 18 of West 
Coast list to a $1 premium over. Tran- 
sit lots by water sell freely as offered, 
but seldom command any premium over 
page 18. Boards continue well sold up 
and steady in price. There are few if 
any unsold lots on docks here. Usual 
price for No. 2 is $39 on the dock, but 
there have been sales below, and 50 cents 
above, this figure. Most sales of No. 3 
are at $34.50, but this price is being 
shaded, though there are also sales as 
high as $35. Some 50/50 British Colum- 
bia boards discharged here last week sold 
at $37.50@38. A second British Columbia 
cargo will arrive in late March. 


EASTERN SPRUCE—Local offices re- 
port that all mills catering to this mar- 
ket are sharply oversold on practically 
all items of dimension, boards and fur- 
ring, and there have been sales of di- 
mension, random and boards in small car- 
goes to waterfront yards north of the 
Vineyard at close to $38@39 for the ran- 
dom and dimension, and $35@38 for 
boards and furring. Canadian mills are 
offering very little lumber for delivery 
on this side of the line. Prices, while 
holding close to previous quotations, are 
not uniform. Many sales call for special 
price consideration based both upon 
quality and ability to deliver promptly. 
The yards are buying sparingly, but in- 
dustrial orders in connection with De- 
fense projects are absorbing all offerings, 
as log supplies at the mills are exhausted, 


placing the river mills out of commission 
until the new drives reach the booms 
late in May or early June. 

LATH AND SHINGLES—Standard 
spruce lath are moving more freely but 
at the range previously quoted, $3.50@3.85 
for the 1%-inch, and the 1%-inch at 
$4.10@4.25. The yards are stocking east- 
ern white cedar shingles for the spring 
trade at $3.85@3.95 per square for the 
top grade of extras; $3.60@3.75 for clears; 
$2.90@3 for 2nd clears, and $2.75@2.90 
for clear walls. The latter are in full 
supply and some _ selling pressure is 
shown by price concessions. Delivered 
prices of West Coast red cedars are 
stronger by fully 10 cents per square 
than in late January. For the 18-inch 
Perfections the range is $4.64@4.76 for 
the No. 1’s, while sales of 16-inch XXXXX 
No. 1 are noted at $4.31@4.36; No. 2, 
$3.10@3.36; No. 3, $2.81@2.92. Top grades 
of all sizes are reported as heavily over- 
sold. 


EASTERN HARDWOODS — Operators 
are in a strong position, as demand from 
the woodworkers and furniture plants is 
taking production as fast as it reaches 
shipping condition. The larger modern 
mills are holding FAS birch or maple at 
$88@92 for inch, but the call for thick 
maple is so persistent that 2-inch sells 
freely at $100@105, or $4@6 over birch. 
This is said to be not due to the demand 
for 2-inch at the box shops, as the vel- 
ume of sales in that direction is well 
below normal. The few sales of heel 
maple reported range from $72@78 for 
the full length 2-inch plank, to $83@85 
for the short cross-cut 2-inch. 


PINE BOXBOARDS—Demand for inch 
round edge is below normal, as many box 
shops have covered early spring require- 
ments. There have been f.o.b. mill sales 
as low as $12, but average is closer to 
$14. In inch square edge No. 3 common 
dressed, most sales of 3- to 9-inch are 
at $39@39.50, delivered at Boston rate 
points, up to $42@42.50 for 10-inch, and 
$46 for 12-inch. For No. 4 boards the 
prices are $2@4 lower, and order files 
at most mills are heavy. 


One of five new dressing mills erected to 
operate for Eastern Pine Sales Corp. in pre- 
paring “hurricane” pine has been completed 
at Wilton, N. H. Large stocks will be 
concentrated here from scores of Govern- 
ment mill sites within fifty miles. 


Teak and Mahogany Arrivals 


A consignment of 200 tons of East Indian 
teakwood is scheduled to arrive here Feb. 24 
in President Van Buren. It comes in the 
form of flitches, and the local mahogany 
sawmill of Palmer & Parker Co. is fre- 
quently called upon to reduce them to the 
desired sizes for use at the shipyards at 
Fore River and Bath, and the Navy Yards 
at Charlestown and Portsmouth. This wood 
is used for decking, as well as for trim in 
the officers quarters. 

A consignment of 150 tons of mahogany 
logs is scheduled to arrive here next week 
that were picked up at numerous ports in 
Africa, and will be discharged at the Palmer 
& Parker dock in Charlestown. President 
Gerrish advises that this will probably be 
the last cargo to cross the Atlantic from 
Africa for the duration of the war. The rate 
has moved up from $9 per ton to $50, 





1941 


e 


wewevvee VS Khe 





February 22, 1941 


NEW YORK, N. Y. 


As generally at this time of the year, busi- 
ness is spotty and more or less inactive. Re- 
tailers are heavily stocked. Prices, particu- 
larly of roofers, have shown some weakness. 
Production of roofers in the South has been 
increased nearly 50 percent. Locally, indus- 
trial buying continues very active, because, 
directly or indirectly, of the Defense pro- 
gram. 


SOUTHERN PINE—Many items of long- 
leaf are very scarce, with prices very 
firm. Local dealers, however, have normal 
and well balanced stocks. 


WEST COAST—Even though an increase 
of $1 per thousand in intercoastal rates 
becomes effective March 1, it has not in- 
fluenced many dealers to increase their 
purchases. Many protests of this increase 
have been filed with the Maritime Com- 
mission, and it is expected here that it 
will be, at least temporarily, delayed. 
Dealers report very little difficulty in fill- 
ing their requirements, with prices still 
holding firm. 


WESTERN PINES — Ponderosa is still 
very scarce but dealers are fairly well 
stocked. The same might be said of Idaho. 
Prices continue very firm. 


SPRUCE—Dry stock is almost impossi- 
ble to obtain, and prices hold very firm. 


HARDWOODS—tThere continues to be 
quite a demand, especially by furniture 
manufacturers. Certain items are difficult 
to obtain and prices, while showing no 
advance, remain very strong. Local deal- 
ers report large and well assorted stocks. 


Baltimore, Md. 


NORTH CAROLINA PINE—Roofers are 
easier, being off as much as $5. Though 
other stocks are not so much affected, 
the market as a whole is lower. Require- 
ments of box makers are still large, how- 
ever, and home building is calling for 
much common. 


LONGLEAF PINE—Demand has recov- 
ered from a recent lull. Requirements of 
ship builders and other industries have 
undergone a material expansion. Stocks 
are not excessive and the call for deliv- 
ery is quite urgent. Quotations are strong. 


CYPRESS—tThere is a call for all the 
high grade that can be brought out, and 
with limited supplies ready for shipment, 
the market is firm. 


WEST COAST W 
items are easier, but the market as a 
whole is well sustained. The call con- 
tinues active. Fir is holding its own quite 
well, with Ponderosa and spruce also firm. 
Scarcity of ships makes necessary recourse 
to rail. 


HARDWOODS—Searcity of stock in 
shipping condition is reflected in very 
firm quotations. Wants of consumers 
have been gradually increasing and fur- 
ther expansion is expected with improved 


weather. 
Norfolk, Va. 


NORTH CAROLINA PINE > market 
has not been very active. Most buying 
by Government contractors has been “fill 
in.’ At bidding in Washington, D. C., on 
lumber for various camps in Virginia, 
North Carolina and South Carolina, hun- 
dreds were present and mills bid in com- 
petition with wholesalers and others, with 
the result that prices were slashed. Con- 
sequently prices on lower grade _ short- 
leaf framing and air dried roofers are 
weak. Most Government projects take in 
only a few items, however. There is not 
much good dry lumber to be had any- 
where in the South, and it will be April, 
with good March weather, before more 
air dried lumber will be available. There 
is a good demand for small dressed fram- 
ing, roofers, low and some better grades 
of flooring. Georgia mills have been offer- 
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ing air dried roofers at: 4-inch, $21.50; 6-, 
8- and 10-inch, $24@25; 12-inch, $25, f.o.b. 
cars, Georgia Main Line rate. Mills in 
North Carolina are getting better prices 
but their roofers also have weakened. 
Framing prices have eased off too, but 
not to the same extent. 


Buffalo, N. Y. 


Lumber buying has been fairly active, 
though interfered with to some extent by 
stormy weather. Southern pine roofers 
have had a declining tendency, but with 
prices at present level there is less hesi- 
tation among buyers. Prices in other 
woods are maintaining a steady position. 
In some cases it is difficult to get ship- 
ments from mills. Wholesalers feel that 
when retail buying starts up more ac- 
tively, prices are likely to show further 
advances. 





Aggressive lumber manufac- 
turers are installing Moore Cross- 
Circulation Kilns or converting 
old kilns to Moore System to meet 
customers’ needs for uniformly 
seasoned lumber. Shown here 
are a few of the more than 1900 
Moore Cross-Circulation Kilns 
now in successful operation. In- 
vestigate this proven drying sys- 
tem. Write today. 


Kirby Lbr. Corp., Bessmay, Texas, 
dries Southern pine at low cost with 
Moore Cross-Circulation Kilns. 


Drying — grades pine with 
Moore System is profitable for D. L. 
Fair Lumber Co., Louisville, Miss. 





If you are interested in kiln drying 
and would like to be placed on our 
mailing list, send us your name and 
the name of the firm with which you 
are connected. 





MOORE J 


CROSS-CIRCULATION a 


Moore Cross-Circulation Kilns Are Making 
Money For These Progressive Firms! 
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HARDWOODS—tTrade is called spotty, 
not being quite as active as it was a 
short time ago. Prices in most woods 
have held steady for weeks, and some 
advances have taken place. Birch has 
been in rather short supply and has 
strengthened. Maple is also displaying 
firmness. Industrial users are looking for 
an active season. 


WESTERN PINES—Both Ponderosa and 
Idaho pines are maintaining strength and 
some delays are encountered in deliveries. 
The mills report that they have plenty of 
Government orders on hand. Sugar pine 
prices are firm, after a recent advance. 


NORTHERN PINE—Demand is on a 
seasonal basis, with retail buying held 
back to some extent by stormy weather. 
No large stocks are available at mills, 
which are getting numerous’ Defense 
orders. Prices are firm. 


Nickey Bros., Memphis, Tenn., seasons 
hardwoods, operating Moore Cross- 
Circulation Kilns ‘‘part time’ 


Seasoning hardwood flooring with 
Moore Cross-Circulation Kilns, Ander- 
son-Tully Co., Vicksburg, Miss. 


“Bassett Furn. Ind., Bassett, Va., saves 
money 5 ae | — Cross-Cir- 








MOORE DR DRY KILN | COMPANY 


JACKSONVILLE, FLORIDA 
VANCOUVER, B.C. 
NORTH PORTLAND, ORE. 
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Lumber Firm Incorporates 


Subsidiary in South Carolina 


A charter has been granted to the Georgia 
Hardwood Lumber Co. of South Carolina, 
Walterboro, S. C. to engage in shipping and 
selling lumber and lumber products of all 
kinds. The concern is a subsidiary of the 
Georgia Hardwood Lumber Co., Augusta, 
Ga., and lists its officers as O. R. Cheatham, 
president, W. S. Simons, vice president and 
R. B. Pamplin, secretary-treasurer. 
























Set of Blue Prints and 


Sent to Employees of 


LUMBER DEALERS 


This Free Trial Lesson on ‘“‘How to Read Blue 
Prints,” and a set of blue print plans,—to 
show you how this 37 year old School for 
Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 

Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building contractors 
urge employees to get this training. For Free 
Trial Lesson address: 


CHICAGO TECH COLLEGE 





B-425 Tech. Bldg., 118 E. 26th St., Chicago, III. 











Announcing .. . 


22nd ANNUAL 


iy“ DRY KILN 
SHORT COURSE PRACTICE 
at the 


NEW YORK STATE COLLEGE OF FORESTRY 
Syracuse, N. Y. April 2 to 11, 1941 


Write for Circular to 
PROFESSOR HIRAM L. HENDERSON 









- Builders’ Cammecal Agency 7 








ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 














GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 
























Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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THE BUSINESS RECORD 








New Mills and Equipment 


ARKANSAS, Leslie—The Mays Lumber Co. 
is installing a sawmill and planing equipment 
to produce finished lumber products for the 
Defense program, 

CALIFORNIA. Martell—Winton Lumber Co. 
interests of Minneapolis, Minn., have arranged 
to purchase a tract of timber here and will con- 
struct an electric sawmill, to be operated as the 
Amador Lumber Co. It is expected to produce 
25 to 26 million feet of lumber per year. 

San Rafael—San Rafael Mill & Lumber Co. 
will rebuild planing mill recently destroyed by 
fire. 

MICHIGAN. Howell—Thureson Lumber Co. 
is constructing a new band mill. 

MISSISSIPPI. Monticello—Bush Bros. Lum- 
ber Co., a new firm, has purchased the sawmill 
plant here formerly operated by P. G. Atwood. 
The new owners plan to enlarge the sawmill 
and install a planer and dry kiln. 

SOUTH CAROLINA, Orangeburg—James L. 
McLean Lumber Co. has purchased a tract of 
timber here and is erecting a band mill; dry 
kiln facilities will also be installed. The capac- 
ity of the mill will be about 45,000 feet a day. 

WASHINGTON. Shelton — Olympic Veneer 
Co., recently organized, is building a plant on 
the site of the old Reed Shingle Mill here. The 
building formerly used by the shingle company 
has been purchased by the new firm and is 
being partially remodeled to house the veneer 
company’s equipment. 

CANADA. BRITISH COLUMBIA. Vancouver 
—The Cedar Cove Sash & Door Co., Ltd., is 
building a new sawmill at its plant on False 
Creek, here, which will have a daily capacity 
of about 75,000 board feet a shift. The old 
planer and dry kilns will remain in use. 


New Ventures 


ARKANSAS. Harrison—Roy Carr has opened 
a lumber yard here. 


ILLINOIS. Chicago—Czerwiec Lumber Co. 
of 3700 South Western Avenue, is constructing 
a modern branch yard at 9000 South Chicago 
Avenue. 


MICHIGAN. Saginaw—Dooley Builders Equip- 
ment Co., 2065 Genesee, will open a wholesale 
distributing unit selling only to retail outlets. 
It will deal in roofing, siding, steel, insulation 
and other building products. 


NORTH CAROLINA. Statesville — Rochlin 
Veneer & Plywood Co. recently began. 

PENNSYLVANIA. Pittsburgh—May-Roberts 
Lumber Co. recently opened at 427 Willock 
Road, 

Pittsburgh—Lyle Willams Lumber Co. re- 
cently engaged in wholesale business, with office 
in the Empire Building. 

TEXAS. Mineral Wel!s—Shamburger Lumber 
Co. is establishing a new yard here, 


Business Changes 


ALABAMA, Collinsville—T. H. Parton Lum- 
ber Co. succeeded by L. N. Carr. 

ARIZONA, Florence—J. D. Halstead Lumber 
Co. here succeeded by Foxworth-Galbraith 
Lumber Co. 

ARKANSAS. Texarkana—Elliott Bros. Lum- 
ber Co. succeeded by Bass-Williams Lumber 
Co. 

CALIFORNIA. Project City— Borland & 
Adams Lumber Co. moved to Round Mountain, 
Calif., and has been succeeded by R. S. Adams. 

FLORIDA. Bascom—J. W. Bevis & Co. suc- 
ceeded by Paul D. Bevis. 


ILLINOIS. Milledgeville—A. B. Puterbaugh 
Grain Co, succeeded by W. A. Litwiller Lumber 
& Grain. 

INDIANA. Markleville—J. M. Markle suc- 
ceeded by Markle Lumber Co. 

MARYLAND, Hollywood—Dean Lumber & 
Supply Co. succeeded by Mervell M. Dean, Inc. 

MICHIGAN. Stockbridge—C. H. Whitney 
Lumber Co. purchased by Ralph Holkins & Son. 

MINNESOTA. Fountain — Botsford Lumber 
Co. yard purchased by Tom Hunt, former man- 
ages, and will be known as Fountain Lumber 
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Osakis—Lampert Lumber Co. purchased by 
Bertram-Wright Lumber Co. of Minneapolis. 

Walters—Howley Yards here purchased by 
Charles Sprenger, owner of Sprenger Lumber 
Co., Conger, Minn. 

NEVADA. East Ely—Hall Bros. Lumber & 
Coal Co., Inc., succeeded by Nevada Builders 
Supply Co. 

NEW YORK, Salamanca—Sterling Furnitur 
Co. plant here purchased by Jamestown (N. Y.) 
Table Co. The Jamestown plant will continue 
operation and the line will be expanded some- 
what at Salamanca. 

Springville—Henry Salzler (Estate) succeeded 
by Salzler Bros., Inc. 


NORTH CAROLINA. 





Greensboro — Burgess 


Lumber Co. changed name to South Atlantic 
Manufacturing Co. 

OKLAHOMA, Tahlequah—Ryals Lumber Co. 
succeeded by Gill Lumber Co. 

PENNSYLVANIA, Hazleton—George Kepping 
succeeded by Klinger Lumber & Supply Co. 

TENNESSEE. Nashville—A. J. Smith suc- 
tg by A. J. Smith Lumber & Builders Sup- 
plies. 

TEXAS. Alvin, Corpus Christi and South 
Houston—Stahlman Lumber Co. succeeded at 
the three foregoing places by Arkmo Lumber 
Co. (Texas Corp.). 

Groesbeck—Groesbeck Lumber Co. succeeded 
by W. F. & J. F. Barnes Lumber Co. 

WASHINGTON. Bremerton—Parker Lumber 
Co, succeeded by Parker Lumber & Hardware 
Co. 

Cathlamet—International Wood Products Co. 
plant is being dismantled and moved to a site 
near Linnton, Ore. 

Montesano—White Star Lumber Co. succeeded 
by White Star Securities Co. 

Spokane—Maple Street Lumber & Manufac- 
turing Co. plant and retail lumber yard at 
N. 1318 Maple, has been purchased by the 
Coast Lumber & Manufacturing Co. of Seattle. 

WYOMING, Cheyenne — Mawson-Peterson 
Lumber Co. succeeded here by Builders Lumber 
& Supply Co., recently incorporated. 


Incorporations 


ARKANSAS. England—Morgan Lumber Co. 
incorporated by A. B. and J. D. Cobb of Keo, 
and D. B. Morgan, England. 

FLORIDA. Miami—Florida Lumber & Ex- 
port Co., Inc.; . N. Lerner, Fred Swift and 
J. Lerner, directors. 

Palatka—Peninsula Lumber Co.; J. F. God- 
ard, G. S. Mitehell, Gladys Harden, directors. 

INDIANA. Fort Wayne—LIndiana Reserve 
Supply Co., Inc.; to engage in a general whole- 
sale lumber business. 

MISSISSIPPI. Rosedale—Frank G. Poden 
Lumber Co.; $1.000. 

NEW YORK. West Babylon (P. O. at 
Babylon)—Muller Lumber Co., Inc.; lumber 
products. 

Pattersonville— McDougall Lumber & Coal 
Co., Inc.; building supplies. 

Watervliet—Wholesale Hardwoods Co., Inc.; 
$20,000. 

OHIO. Chillicothe—Forest Management & 
Lumbering Co. incorporated by Stephen L. 
White, Gilbert S. Bibler, Clyde R. Cochran and 
Vernon R. Barrett. 


VERMONT. Bethel—Vermont Wood Products, 
Inec.; will manufacture wood products. 


Casualties 


KENTUCKY. Owensboro—D. C. Stimson 
Lumber Co. sawmill and boiler room destroyed 
by fire with damage estimated at $40,000. The 
loss is partially covered by insurance. The com- 
pany will continue in operation, there being 
enough lumber on the yards to keep the firm 
busy for the next six months. 

NEW YORK. Pittsford—Pittsford Lumber 
Co. suffered damage by fire to two of its build- 
ings, with loss estimated at $40,000, reported 
to be covered by insurance, 

NORTH CAROLINA. Burnsville—Penland & 
Ayers Lumber Co. plant had sawmill and plan- 
ing mill destroyed by fire and also about one- 


fourth of the 1,900,000 feet of lumber on the 
yard, 





Frame Residence Costs 


Following are index numbers of construc- 
tion costs (based on 1926-1929 average as 
100), compiled by E. H. Boeckh & Associ- 
ates (Inc.), Cincinnati, Ohio, covering 
frame residences: 


1926- 

1929 1938 1939 1940 Feb. 

Area— Avg. Avg. Avg. Avg. 1941 
Po! are $2.7 $81.6 $82.3 88.1 97.5 
Baltimore .....107.2 91.9 93.5 100.1 109.7 
Birmingham .. 91. 86.3 87.8 92.4 100.8 
eee 116.3 104.1 106.2 111.7 120.0 
CRICABO ...<s .109.2 107.9 110.6 117.3 124.7 
Cincinnati .100.5 100.4 103.2 105.9 114.9 
Cleveland .107.2 105.8 106.2 107.8 116.9 
Dallas ........103.1 91.2 95.1 100.7 109.4 
Denver . 95.0 109.0 112.1 110.6 112.2 
Detroit ....103.3 97.1 98.8 103.3 112.9 
Kansas City...100.3 102.5 104.4 109.3 117.4 
Los Angeles... 92.7 89.7 93.6 96.3 104.1 
Minneapolis 92.8 101.2 101.9 106.1 112.5 
New Orleans... 93.3 86.3 89.0 97.3 105.1 
New York City.133.3 118.9 122.1 124.6 130.3 
Philadelphia :.100.3 93.8 99.2 103.0 111.9 
Pittsburgh .113.3 112.7 113.8 115.0 122.2 
oe eee 118.6 104.1 107.0 109.2 117.7 
San Francisco.. 87.7 97.7 99.2 100.7 109.1 
Seattle .. 84.5 96.5 96.7 99.0 105.8 
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southern pine to the Southern Pine 


THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


Bast and west side mills have reported the following average f. o. b. mill sales 


Trices on 


Lumber Exchange, New Orleans, La., for sales made 


in the period of Feb. 8-14, but where prices for this period were not available, prices for the 
month to date have been inserted and starred (*): 








West Bast West East West Hast West Hast 
Side Side Side Side Side Side Side Side 
Flooring Standard Ceiling Standard No. 2 Shiplap and No. 2 Dimension 
Lengths %x4— Lengths Boards, Std. Leth. |ox4 
ix3 rift— DO 27.46 27.48/12 & 14... 30.71 27.48 
B&better.. §5.92 63.50 _oee.. SE Se 1x6 ...... $1.62 3161116 31.69 30.86 
peavey - ee Te . B311x8 20... 32. 31.59 & 20... 34.36 33.38 
Roe 40.50 *42.50|D ---+::-- 27.19 27.78 ]1x10 °°...) 33:11 31,71] ox6 
1x3 flat eee $6.48 32.39]12 & 14... 28.83 27.14 
egrain— Surfaced Finish ae 29.78 29.54 
B&better.. 51.80 51.44 No. 3 Shiplap and |is ....... 32.35 31.45 
peers ie HT Te aed Boards, Standard |2) ||... |: 32.08 32.25 
DF cnmkicntes 35.54 35.00 | Benetter Lengths 22 & 24...*36.00 .... 
se, 9 ee: -+++ 22.00] Inch thick— ~ ee 22.07 19.64)2x8 ‘jade 
He e541 65.0014 °° 63.73 58.00]1x6 Reh. & 12 & 14... 28.76 28.02 
en eee e+e 62.36 64.00] S1S/S4S. 25.62 25.05]16 ....... 30.27 30.29 
e voreetes 39°30 «O0OLe ccTtttt 63.30 58.81]1x6 CM... 25.81 26.03]18 & 20... 32.97 34.00 
ass ag ee 62.40 58.69[1x8 ...... 26.97 25.36)22 & 24... 39.67  .... 
— a... OU ae 69.20 64.00]1x10 ..... 27.38 25.58|2x10 
efnetter 48.48 60.88 i itieee ee “ERTS EES ..... 26.72 24.75 4 & 14 ap ge 
ama 46.02 46.30 et ” ex77.00 69.60 Jambs 18 & 90... 34.88 32°78 
| er te 34.93 35.4515x10 .__.. 84.16 83.00 lBebetter— 2x12 
End Matched 5a 100.50 92.50114%,1% & 12 & 14... 32.58 31.31 
Flooring, 2 to &8-foot — RAR ee *75.00 sonia 4 hws ee ie 31.34 
1x3 rift— Inch thick— Sx4-8 ... 66.47 *63.27)50 ------- scan Gaee 
B&better.. 56.35 ....]4 soccer 46.49 48.2 22 & 24.11 4400 ©... 
1 eee iia 50 YB we eens Hage pe . ~~ 1 Dimension ui ‘ < 
lx8 flAatCl jo JS sseeeees . x 
a ~<a 1x5&10 56.69 54.50112 & 14.. 33.29 31.70 
afte. sae acmente ...+s-. 67.72 66.13/16 ....... $643 95.05) “OE Se 6 em, 
etter.. 41.50 41.63 No. 1 
renee 38.82 38.00 ee Se 
De rite: 2040 ++] [Rough Wintsh, a SS -. CE ++ - eee. 960) Beeb 
B&better.. 52.00 andard Lengths § j1o @ 14... 32.94 30.93]4x6—8x8.. 33.33 30.05 
_pernpert 50.25 B&better— eee 33.38 30.96)/3&4x10 ... 38.62 *29.47 
ix4 flat 1x4/8 .... 60.21 *59.25[/18 ------- 34:03 35.2215x10—10x10*40.00 *37.00 
grain— 1x5&10 ... 66.00 *63.25 20 rrr 36.77 35.11 3&4x12 ... 52.58 oe 
B&better.. 40.12 40.70|1x12 wu J 24... 40.60 40.00 }5x12/12x12 47.00 46.25 
_ pieecenney 35.77 36.88|5&8/4 thick— 7" [2x 
Pietet o719 26B0l4B 68.80 #67.65|12 & 14... 33.62 30.00) No. 3 Dimension, 
Drop Siding, Stana- |9%1° ----: 0.0 ORs ne 
_ard Lengths, 1x6” |°° °"°°° °° vate an eres 34.54 *36.13|2x 4 ..... 24.94 20.47 
No. 117— 22 & 24...*42.00 40.00]2x 6 ..... 23.52 *19.79 
B&better.. 39.44. Casing and Base 2x10 Se eee 24.84 *19.20 
ee 41.73 oad Standard Lengths |12 ....... 41.09 38.00 ts esses bape aa 
einai 37.13 14 ....... 40.82 40.00|2x12 ..... 22. 21. 
No, 11¢— yeti B&better— ee 16 30 40.98 38.10 
s&better.. .... eg 11z4 ...... 20118 & 42. 40.80 
S esen exes *46.69 *50.75| 1x68... 68.86 68.31|99 & 24...*50.00 ...,] Car Siding, 13/16” 
Dw egerees 41.43 36.59)1x5&10 .. 74.25 71.00/2x12 B&btr&Sel— 
Re do: HE HEB) me gem e  fg * **:: ihe seealing $--- eae bees 
Assorted patterns Boards . awa ee 
B&better.. 47.58 50.12] Standard Lengths (20 ....... 49.00 *47.00 - 
el cease 8.41 45.00]1x4 ...... 40.68 ....]22 & 24... 54.67 *47.25 Kin Dried. 
D weir sees 42.95 37.93|1x6 ...... 40.89 42.00 _ 
No. 1 See | eee 43.48 *43.75| Car Lining, 13/16” |%x1%”, 4 
No. 2 84.15 34.54!1x5&10 .. 41.46 *48.75|B&btr.&Sel.— No. 1.... 5.938 5.25 
No. 3 ovey SEM SEES «..... 50.05 *46.59'1x6, 16....*42.00 . No. 2 5.30 4.50 





OAK FLOORING 


Following are current 


uotations on 
oe in carlots, f.o.b. . = 
y, 


emphis and John- 


s0n Ci Tenn., and Alexandri 2 
rogh-. ndria, La., as points 
’ tEX2%" $3X1%” 3x2” %x1%” 
Clr. qtd. wht....$90.00 $72.00 $70.00 $66.00 
Clr. atd. red... 80.00 65.00 65.00 65.00 
Sel. qtd. wht.... 72.00 58.00 54.00 52.00 
Sel. atd. red... 72.00 60.00 55.00 55.00 
Cir. pln. wht.... 73.00 58.00 54:00 46.00 
Cir. pln. red.... 73.00 59.00 53.00 47.00 
Sel. Pln. wht.... 70.00 56.00 43.00 44.00 
Sel. pln. red.... 70.00 58.00 45.00 44.00 
No. 1 com. wht.. 64.00 51.00 40.00 40.00 
No. 1 com. red... 64.00 51.00 40.00 40.00 
No. 2 e@m...... 45.00 38.00 35.00 32.00 
%x2” %x1%” x2” 
Cle, GU. WE. 6 oSsced 78.00 $75.00 cate 
Cir. @t@. Ped... ...0.00 et 0 #75.08 east 
ae! — 63.00 60.00 we: 
J. Rea 63.00 60.00 Lie 
Clr. BIR WHE... < sco c ccc 66.00 62.00 $65.00 
Cir i eases] 65.00 61.00 62.00 
Sel. ee eee 58.00 54.00 60.00 
a a |. ee 60.00 54.00 60.00 
Nc t COM. WE. ..5.04<0 57.00 52.00 52.00 
NO. 1 GON, FOO... 6...0:0.0 57.00 52.00 52.00 
NO: BD GOO oc cic cwicicveons 39.00 34.00 elev 


New York delivered prices may be obtained 
by adding to the following differentials fig- 
prec. fl +. .y> City origin: For }#-inch 

’ ; for -inch, $4; for - an 7 
inch, $4.50. . " whe 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
qutinls figured on Memphis origin: For #- 
neh stock, $6; for %-inch, $8; for %- and 
*-ineh, 38.50. 


WESTERN PINES 


Following f. o. b. mill 


were reported to the estern Pine 


Idaho White Pine 





rices on actual sales 


Associa- 


tion by members during the period from 


Feb. 3 to 8, inclusive. Averages include 
both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 
Ponderosa Pine 
SELEectTs, S2 or 4S— xe 5/4RW 6/4RW 
lf ae $61.95 $66.12 $66.56 
RE eee aes 45.24 49.46 49.50 
SHop, S2S— No. 1 No. 2 
RR ree er ere ak $35.20 $28.85 
ee 35.38 28.83 
Commons, S2 or 4S— No. 2 No. 3 
a NS liria. rine aa acer SIS ee $33.39 $27.51 
Se ie aoa exis bo bos 33.48 27.18 
pa ee | eer roe are $20.64 


Setects, S2 or 4S— 1x 56-6/4RW 
oe os > $62.90 $72.50 
COUOMCY Cl) TElss ce ccecseses 46.40 61.00 

Commons, S2 or 4S— 

Colonial Sterling Standard 
No.1 No. 2 No. 3 
eR 5 a) cnncate ence acalehe $43.65 $38.52 $31.97 
BED, wiaina sa aeeeane 69.81 44.39 32. 
Utility (No. 4) 4/4 S2 or 4S RWRL $23.40 
Sugar Pine 

Ssiects, S2 or 4S— 4/4RW 6/4RW 6/4RW 
P23 ae ee $70.28 $76.71 $73.75 
of} eee 69.70 68.93 70.19 
eee 52.75 50.91 53.53 

SHop, S2S— No. No. 2 No. 3 
rere ta $40.86 $32.68 ae 
MED Oni wich wale SIRS 40.2 29.71 $24.57 
OME jiccananeeweus 52.46 35.68 23.75 

Larch-Douglas Fir 

a a ere rer $24.52 

peeeeeene; IeG. FT, Bee 660 cows n'e ses. 23.66 

Flooring vert. gr. C&Btr., 4 RL........ 43.82 

Boards, No. §, SS or GB, FES. . oo. cesssse 24.00 
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NORTHERN HARDWOOD 


Followin 


are prevailing quotations f.o. b. 
Wausau, 


is., on northern hardwoods: 


No.1 No.2 No.3 


Brown Ash— FAS Sel. Com. Com. Com. 


,) ae $70.00 $60.00 $45.00 $83.00 $23.00 
, ere 75.00 65.00 50.00 38.00 24.00 
——— eee 80.00 70.00 55.00 40.00 24.00 
MEME elects 85.0 75.00 58.00 43.00 25.00 
No.1 No.2 No.3 
Bass wood— FAS Sel. Com. Com. Com 
| | eee $78.00 $68.00 $46.00 $32.00 $24.00 
eer 83.0 73.00 51.00 36.00 4.00 
.. ee 86.00 76.00 54.00 37.00 26.00 
ar 93.00 83.00 64.00 38.00 26.00 
OE cseckues 98.00 88.00 71.00 47.00. .... 
po 103.00 93.00 76.00 52.00 .... 
OO ciswewnas 69.00 59.00 38.00 28.00. .... 
No.1 No.2 No.3 
Hard Maple— FAS Sel. Com. Com. Com 
SEE. $79.00 $64.00 $49.00 $36.00 $20.00 
rare 84.00 69.00 54.00 39.00 21.00 
|, eee 87.00 72.00 59.00 40.00 22.00 
aay 94.00 79.00 64.00 40.00 22.00 
, 94.00 79.00 64.00 41.00 22.00 
- . eee 104.00 89.00 72.00 46.00 .... 
| eee 104.00 89.00 74.00 46.00 .... 
CC 124.00 109.00 86.00 49.00 .... 
eee 124.00 109.00 86.00 49.00 .... 
ee 164.00 149.00 126.00 .... «..- 
No. 1 No. 2 No. 3 
Soft Elm— FAS Com. & Sel. Com. Com 
Sera $54.00 $44.00 $33.00 $24.00 
RE Sie caver wis 57.0 47.00 34.00 24.00 
ee 57.00 47.00 35.00 25.00 
_ Se 60.00 50.00 36.00 25.00 
ae 63.00 53.00 38.00 Seow 
sere 68.00 58.00 43.00 puree 
No. 1 No. 2 No. 3 
Rock Elm— FAS Com Com Com 
ee $50.00 $32.00 $21.00 $20.00 
ree 57.00 39.00 23.00 22.00 
ee 67.00 47.00 25.00 22.00 
, eee 70.00 55.00 30.00 25.00 
ee 80.00 65.00 42.00 28.00 
| ees 90.00 75.00 47.00 30.00 
No.1 No.2 No.3 
Birch— FAS Sel. Com. Com. Com 
ae $96.00 $78.00 $54.00 $34.00 $22.00 
BO vias aienre 101.00 83.00 62.00 42.00 22.00 
_ . ee 103.00 85.00 68.00 48.00 23.00 
., 2a 105.00 93.00 78.00 53.00 23.00 
.., ae 107.00 97.00 80.00 54.00. .... 
7) ere 109.00 99.00 85.00 59.00 
eer 60.00 150.00 125.00 .... 
] eee 78.00 64.00 47.00 30.00 
re 82.00 68.00 52.00 33.00 .... 
No. 1 No. 2 No. 3 
Soft Maple— FAS Com. & Sel. Com. Com 
ae $65.00 $45.00 $30.50 $21.50 
, eee 70.00 50.00 34.50 21.50 
| eee 78.00 55.00 39.50 22.50 
_ ae 85.00 60.00 40.50 22.50 





DOUGLAS FIR 


Seattle, Wash., Feb. 15.—Current quotations 
f.o.b. mill on Douglas fir items in mixed cars 
ae rail shipments direct to the trade appear 

elow: 


Vertical Grain Flooring 


Bé&btr. C D 
BE > hoes wccwseene $46.00 $40.00 $33.00 
Flat Grain Flooring 
DE. canes c eeu ese $37.00 $35.00 $31.00 
De Stee ence eee 42.00 40.00 32.00 
Drop Siding 
1x6 Pat. No. 106....$42.00 $41.00 $32.00 
1x6 Pat. No. 116.... 42.00 41.00 32.00 
Ceiling 
ears eo $35.00 $32.00 $23.00 
|, PRR 37.00 35.00 26.00 
Boards and Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ....$29.00 $29.00 $27.00 $30.00 
No. 3 .... 25.00 25.00 24.00 24.00 
No. 3 . 19.00 19.00 19.00 19.00 
Neo. 1 Dimension 
e $26.50 $27.50 s2780 $2750 
> es $26.50 x a £ a 
) eee 26.50 26.50 27.00 37.00 37.00 
 . ae 26.50 26.50 26.50 26.50 26.50 
ae 27.50 37.50 28.00 28.00 38.00 
0 ae. 28.50 28.50 29.50 29.50 29.50 


Ne. 1 Rough and/or Surfaced Timbers 


4 t 12-inch planks 3@ feet and 
pe eee pleats n= $36.00 
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MAPLE FLOORING 


Northern maple flooring mills report the 
comowent average prices realized f.o.b. floor- 


ing mill basis, during the week ending 
Feb. 15: 

First Second Third 
pre $74.39 $68.45 $54.09 





WEST COAST LOGS 


Seattle, Wash., Feb. 15.—Average prices 
of logs are as follows: 
Fir No. 1, $22-26; No. 2, $17-19; No. 3, 


$13-14; Peelers, No. 1, $38; No. 2, $28-29. 


Cedar Shingle logs, $15-17; lumber logs, 
$30-32, 


Hemlock: No. 2&3, $13.00. 





WESTERN RED CEDAR 


Seattle, Wash., Feb. 15.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills, remain as quoted in 
issue of Dec. 14.—EDITOR. 





A NEW FREE’ 
SERVICE T0 
LUMBER DEALERS 


“We mail 
this folder 
to your 
prospects 
--help you 
make more 
sales! 








Here’s all you do: Just send us your home- 
building prospects’ names and addresses. We'll 
pay postage and mail to them free (with or 
without your business card) this 8-page 81/2x1] 
folder on Hard Maple Flooring. 


It contains the biggest ‘‘Maple for Homes’ 
sales story in yearsl—a room-by-room demon- 
stration of the charm of Maple for present-day 
homes. (Maple is the flooring whose grain 
harmonizes with fine-grained furniturel) 

It opens prospects’ eyes to Maple’s extra dec- 
orative fitness—sells it to people whom Maple’s 
extra wear might not interest. 

Let it sell your prospects quality flooring. We'll 
send free copies to them on request. 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 
1795 McCormick Building, Chicago, Illinois 


|W feyeyae 771, 


MFMA Maple 


(NORTHERN 


HARD) 





Amemcanfiumberman 
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Current Market Review 


Though softwood bookings in the two 
weeks ended Feb. 8 were a third larger 
than last year’s for the corresponding pe- 
riod, and were respectively 8 and 18 
percent above current shipments and pro- 
duction, there has been a further soften- 
ing in quotations on the medium and 
lower grade commons that made the 
largest advance during the peak period 
of Defense buying. Prices of commons 
seem stabilized on their new levels. Gov- 
ernment purchases are still highly impor- 
tant in the market, but with more effi- 





RED CEDAR SHINGLES 


Seattle, Wash., Feb. 15.—Average prices on 
red cedar shingles, f.o.b. mills, are: 


Royals: 


SE FEED axecbid aus Whe eanane ate m eaaee $4.05-$4.10 

SE CRUDE a cibites in atic Wipialarera ainigsae blowin oa - 2.30- 2.40 

ET walla areal alta te ae’ Gs al arial ay oe coo wee 
Perfections: 

Se EE eians Sis ae hea eneeeen $3.05-$3.10 

oy | Ee eee re ene 2.00- 2.10 

NET I, Sach wadiaecsic waa ae enna $1.50-1.55 
XXXXX: 

EE * a vGile wis eassiaae Ae wRsleweleeeae $2.85-$3.00 

| gt SO . SRO ae eae ey ee 1.85- 1.90 

SEE” CEE cewnddceeaneseedicwaenneewe 40 





SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
reports of sales made during the week 
ended Feb. 17: 





Quartered Red Gum Plain Red Oak 
No. 1 & Sel.— FAS— 
SFE access 38.50@ 40.00 Ly ne 46.00 @ 49.25 
ee, 47.00 S eae 64. 
Plain Red Gum No. 1 & Sel.— 
No. 1 & Sel— i | 4/4...... 34.25 @ 35.75 
ES ere 35.25@39.00 | 5/4 ...... 43.00 @43.25 
Qrtd. Sap Gum Mixed Oak 
FAS— Dunnage— 
os coeeee cre 3 eee 18.00 
« ae 20.490 
orn Plain Poplar 
8/4 1.13. 58:00 | No 2-A Com.— 
No.1 & Sel.— i, ee 27.75 
WO vawwers 37.25 
BIG vaccnes 43.75 | No. 2 Com.— 
, ae ee tees © vsceee 26.50 
CFS: actaws x @ 48. 
Plain Sap Gum No. ae 
FAS— i 9 
SFE knavce 21.00 
|, eee 50.00 
No. 1 & Sel.— Elm 
Y, Bee 33.75@36.00 | No.1&Sel— | 
7, epee 37.00@37.50 | 6/4 ...... 30.50 
Oe avanse 39.25@45.00 | No. 2 Com.— =| 
No. 2 iin  . MAE wdacias 21.00 
a ; ead ake . 5 Cottonwood 
| Steen 60 | 2) Se ~— 
i eee ar sea 7 
Qrtd. Black Gum Plain Sycamore 
FAS— No. 2 Com.— 
Oe Gewaan 48. Ore Geaaes 21.00 
eee 46.00 @ 48.00 Manneita 
OS eee 53. 
No. 1 & Sel.— No. 1 & Sel.— 
eer 35.00@37.00 | 4/4 «..... 42.00 
5/4 ei 36.00@37.00 | No. 2 Com.— ani 
No. 2 Com.—  ceatnnt 35.00 
sha ey eee ey Pecan 
D/E seceee 27.00 | No. 1 & Sel.— 
eee 28.50 / 7 2 
Plain Black Gum | ee 20.00 @30.00 
No. 1 & Sel — Cypress 
Cg aR 31.00 @32.00 FAS— 
Be acenas 42.00 ae 70.00 
Quartered Tupelo *: 85.00 
FAS = 90.00 @100.00 
i. re 65.00 Selects— 
No. 1 & Sel.— Cc 46.00@52.00 
a 55.00 7 eae 55.00 @60.50 
Qrtd. White Oak , 58.00 
No. 2 Com.— 8/4 ......59.00@65.00 
| re 30.00 (oe 65.00 
Plain White Oak Shop— 
FAS— eee 31.00 
tinea O0.00 EELS 2. ces. 43.00 
No. 1 & Sel.— , are 48.00 
verdes 35.00 Be s2nexe 48.00 


cient procurement methods the business 
is being placed at lower levels. Atten- 
tion is called to the new Federal specifica- 
tions effective March 15. The softwood 
market as a whole, however, is probably 
showing more strength, because produc- 
tion and shipments have not been able to 
keep pace with the increasing demand. 
So far, the most active private buyers 
have been industrial consumers, including 
railroads, the business arising indirectly 
from Defense preparations. But larger 
inquiry from retailers indicates their 
growing confidence in the outlook, with 
indications that building will be stimu- 
lated by the rising level of general com- 
modity prices. Retail stocks for the 
country as a whole on Dec. 31 were 2.4 
percent larger than on that date the pre- 
ceding year, there having been a good 
deal of forward buying done last summer 
as mill prices advanced. Until spring 
building activity starts, there will be 
little drain on these stocks. The yards 
enter the market mostly for fill-ins and 
urgently wanted items, and usually find 
mill assortments broken and containing 
little shipping-dry stock. Total softwood 
stocks at mills Feb. 8 were 12 percent 
below last year’s and were more than one- 
third covered by orders, and the items in 
lowest supply seem to be the common 
boards and dimension that were bought 
in such large volume by the Government 
and that will be needed for home build- 
ing in spring. The Atlantic coast and 
California markets, that so largely rely 
on water shipments from the Pacific 
Northwest, are having difficulty in secur- 
ing space for volume offering, and 
eastern distributors have been ordering 
more shipments by rail. Both markets 
have large needs and are firm. Activity 
in the South is mostly concentrated on 
Defense and industrial construction, with 
retailers still a bit hesitant about replen- 
ishing their depleted stocks. Business in 
the middle West is seasonally slow, but 
announcements of large new Defense 
construction indicate an active spring de- 
mand from this section. 

Hardwood bookings in the two weeks 
ended Feb. 8 were behind the shipments, 
but a little ahead of current production. 
There has been more business from fur- 
niture manufacturers, who now have a 
large back-log of orders for their prod- 
ucts; and demand for flooring has been 
improving. Hardwood mills are confident 
of increased sales volume as Defense 1n- 
dustries get into production, The pro- 
portion of their stocks in shipping condi- 
tion is small, and southern production 1s 
much handicapped by winter weather. 
While there has been no general advance 
in quotations, the market has a very firm 
undertone. 
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EDWARD C. WERT, 50, vice president 
and sales manager of the Long Lake Lum- 
ber Co., Spokane, Wash., died suddenly 
from a heart attack February 5. At noon 
Mr. Wert had attended the weekly lunch- 
eon of the Timber 
Products Bureau of 
the Spokane Cham- 
ber of Commerce. 
He became ill when 
he reached his 
home and died in 
short time. Al- 
though born in 
Wisconsin, the lum- 
berman moved 
West to Harrison, 
Idaho and engaged 
in the mercantile 
and lumber §busi- 
ness with his 
brothers - in - law, 
James M. and David 
EK. Brown, now 
president and secre- 
tary - treasurer re- 
spectively of the 
Long Lake Lumber 
Co. During the 
World War Mr. 
Wert served over- 
seas with the Rain- 
bow division. In 
1920 the three men organized the Long 
Lake Lumber Co. at Spokane, buying the 
Phoenix Mill property. Mr. Wert was past 
president of the Spokane Lions Club, vice- 
chairman of the Timber Products Bureau 
of the Spokane Chamber of Commerce, a 
member of several social clubs and a fra- 
ternal organization. He held membership 
in the Concatenated Order of Hoo-Hoo. 
Funeral services were held February 10 
after the arrival by plane from Havana, 
Cuba of Mr. Wert’s son, Robert, and his 
brother-in-law David E. Brown. A large 
throng of people attended the service to 
pay their last respects. Among the pall- 
bearers were Patrick Jackson, Diamond 
Match Co.; Louis Shanks, Weyerhaeuser 
Sales Co.; Ralph Bockmier, Bockmier 
Lumber Sales Agency; George Holden, Mc- 
Goldrick Lumber Co.; Art Crawford, Ohio 
Match Co.; Bob Burns, Rogers Lumber Co., 
and two members of the American Legion 
in uniform. Mr. Wert is survived by his 
widow, two sons, a _ sister and three 
brothers. 


ALBERT H. ONSTAD, 61, chief con- 
struction engineer for the Weyerhaeuser 
Tim ber _Co., and nationally recognized 
authority in his field, died suddenly at his 
home in Tacoma, Wash. February 5. Mr. 
Onstad had just returned from a business 
trip to Longview, Wash. He had been in 
the employ of the Weyerhaeuser organi- 
zation for 28 years and was on the West 
coast for 22 years. He built the Wever- 
haeuser plants at Everett, and Snoqualmie 
Falls, Wash., designed and built the plants 
at Longview, Wash. and Klamath Falls, 
Ore., and supervised changes in the White 
River Lumber Co. plant near Enumclaw, 
Wash. Mr. Onstad received national recog- 
nition for his engineering ability about a 
year ago when he was awarded the Mod- 
ern Pioneer Scroll of Achievement at a 
banquet sponsored by the National Asso- 
ciation of Manufacturers. His invention 
of power driven machines for barking 
long length logs, for lumber retrimming, 
and for lumber loading were contributions 
to the industry which caused him to re- 
ceive the award. He was the author of 
several important papers on the use of 
electric power in the logging industry. 
He is survived by his widow, his father 
and two sons. 


EDWIN CLYDE JOHNSON, 49, secre- 
tary-treasurer and a director of the 
Holmes-Eureka Lumber Co., lumber manu- 
facturers with headquarters at Eureka, 
Cal. died February 9 after undergoing an 
operation a week before. Mr. Johnson had 
been affiliated with the Holmes-Eureka 
company for 14 years. Surviving are his 
peat a daughter, a brother and several 
sisters. 


FREDERICK F. SAYRE, 85, prominent 
for many years in the lumber business in 
San Francisco, Cal. died at Alameda, Cal. 
January 3. Mr. Sayre became an active 
lumberman in 1872. He was president of 
the W. R. Sayre Lumber Co. San Fran- 
cisco and a director of the California 





Cedar Products Co., Stockton, Cal. In 1920 
he formed the California Sugar & White 
Pine Agency in San Francisco and was 
president and manager of that organiza- 
tion. He joined the Concatenated Order 
of Hoo-Hoo in 1894. Surviving are the 
widow ,three sons and two daughters. One 
son, W. R. Sayre is head of the W. R. 
Sayre Lumber Co., San Francisco, and 
another, F. R. Sayre is affiliated with the 
Sterling Lumber Co., Oakland, Cal. 


W. J. MILMO, proprietor of the W. J. 
Milmo Lumber Co., Weatherford, Tex. died 
February 6 at his home there. The Milmo 
family had extensive lumber interests in 
Louisiana where they operated the Milmo- 
Stokey Sawmills. Upon the death of his 
father, W. J. Milmo became secretary- 
treasurer of the firm. The company is 
now known as the Jeanerette Lumber & 
Shingle Co. Mr. Milmo has been a director 
of a Weatherford bank since 1907. Sur- 
vivors include his widow, two daughters 
and one grandson. — 


MRS. EMMA KLINGEL PROCTOR, 67, 
chairman of the board of directors and 
former president of the J. C. Proctor 
Lumber Co., Peoria, Ill. died February 9. 
Mrs. Proctor became president of the lum- 
ber firm after her husband’s death in 
1906 and served until 1938 when she was 
made chairman of the board of directors. 
She was a leader in Peoria social life and 
was known for her philanthropies and in- 
test in charitable organizations. She has 
lived with her daughter in Glencoe, I1l. 
since 1931. 


FRANK COLLMER, SR., 75, pioneer 
South Bend, Ind. lumberman died at his 
home there February 3. Mr. Collmer or- 
ganized the South Bend Lumber Co. in 
1889 and then combined it with another 
lumber firm to form the Indiana Lumber 
and Manufacturing Co. He acted in an 
executive capacitv with this firm until his 
retirement in 1920. but retained his hold- 
ings and was a director until the time of 
his death. One daughter, a grandson and 
two granddaughters survive. 








ERNEST C. MANNING, 51, British Co- 
lumbia Provincial Forester was killed re- 
cently in an airplane crash in Canada. Mr. 
Mannine had heen provincial chief for- 
ester since 1935 and was appointed assis- 
tant timber controller for British Columbia 
in July, 1940. He had been in the forest 
service since 1918 and was influential in 
the passage of legislation designed to 
perretuate the Canadian timber crop. Sur- 
viving are his widow and four children. 


JOHN J. LAUMER, 79, head of _ the 
Laumer-Griffith Lumber Co., Birmingham, 
Ala. died Februarv 16 at the home of his 
daughter near Buffalo, N. Y. Although re- 
taining his interest in the Alahama busi- 
ness. Mr. Laumer had been living with 
his daughter for the past six months. He 
was prominent in the Birmingham branch 
of Hoo-Hoo. He is survived by his widow, 
a daughter and a son John J., Jr., who is 
connected with the Laumer lumber firm. 


ROBERT REESE LAYTON, 69, _presi- 
dent of the R. R. Layton Co.. retail con- 
eern at Bridgeville, Del., died from a 
cerebral hemorrhage February 9 in a 
Philadelnhia hospital. He was a director 
of a Bridgeville bank and a trust com- 
pany, and served a term as a State sena- 
tor. Mr. Lavton was active in church 
affairs and was the Delaware delegate to 
several national church conventions. He 
is survived by his widow and a son. 


ARCHIBALD J. HARDING, 58, well 
known in lumber circles in and around 
Boston, Mass. died suddenly January 31 
following an operation. For many vears 
Mr. Harding was emploved bv the F. H. 
Newton Co., Inec., Cambridge, Mass. Dur- 
ing the first World War he was a govern- 
ment insvector of naval airplane wood. 
He is survived by two sons and one grand- 
child. 


J. J. KEARNS, 73. owner and operator 
of the Kearns Lumber Co., lumber manu- 
facturers and exporters at Newton, Miss., 
died February 6 after a serious illness. 


JOHN ANDALL, 62, head of the John 
Andall Shingle Co., with headouarters at 
South Bend, Wash., died February 12 at 
his home there. In previous years he was 











75 


engaged in a shingle operation near Bel- 
lingham, Wash. He was prominent in 
Willapa Harbor business, civic and fra- 
ternal affairs and had served several 
terms on the South Bend city council. 
Survivors include his widow and two sons. 


HENRY SMITH, 66, superintendent of 
the Cherry River Boom_& Lumber Co., 
Richwood, W. Va. died February 4 after 
a long illness. He had been with The 
Cherry River oneee since 1902. He suf- 
fered a paralytic stroke two years ago and 
was in failing health since that time. Mr. 
Smith was interested in civic affairs, was 
an active member of a local church and 
several fraternal organizations. 


JOHN WESTFALL, 57, former general 
manager of the Kuntz-Johnson Co., retail 
concern with headquarters at Dayton, 
Ohio, died January 27 after a lengthy ill- 
ness. Mr. Westfall left the employ of 
the lumber firm in 1923 but has continued 
to make his home near Dayton. He is 
survived by his widow, one daughter and 
two grandchildren. 


FRED LEYPOLDT, 81, president of the 
Carbolineum Wood Preserving Co., Mil- 
waukee, Wis., died February 10. The busi- 
ness was organized in 1887 by Mr. Ley- 
poldt, his brother Albert and a third 
partner. He was also head of the Fer- 
rubron Metal Paint Co. Surviving are his 
widow and two sons, both officers in the 
wood preserving company. 





THOMAS LEE NEVES, 88, pioneer Tulsa, 
Okla. lumberman died January 20. He 
first began his business in Tulsa in 1897, 
when it was still an Indian territory. He 
was a member of a fraternal organization 
and of the chamber of commerce and was 
widely Known for his philanthropies. He 
- survived by his widow and five daugh- 
ers. 


M. V. HAMIIN, associated for many 
years with J. E. Harroun & Son, whole- 
sale lumber dealers at Watertown, N. Y., 
died February 9 in a hospital at Seattle, 
Wash. Mr. Hamlin was on a business trip 
to the Pacific Coast visiting mills and 
shipping points when he was stricken 
with acute appendicitis and died from 
peritonitis following an operation. 


GOLBERT DEVILLE, 61, head of the 
G. J. Deville Lumber Co., Ine., line yard 
firm with headquarters at Ville Platte, La. 
died at his home January 30 from injuries 
suffered in an auto accident several weeks 
before. Mr. Deville is survived by his 
widow, two sons, three daughters and 
four step-children. 


CHARLES D. PANNING, 65, owner of 
the Panning Lumber Co., Hamler, Ohio, 
died at his home there Januarv 28 follow- 
ing an eight month illness. He had been 
in the lumber business there for many 
years. Among the survivors are the 
widow and nine children. 





F. B. PULVER, 73, for 41 years owner 
of the Bavard Lumber Co., Bayard, Iowa 
died recently. Mr. Pulver was a member 
of the school board for 20 years and 
served on the town council for 16 years. 
He is survived by his widow and six chil- 
dren. 


REUBEN G. BOYER, 56, affiliated for 
the last seven vears with the Clark Dick- 
erson Lumber Co., Reed City, Mich., died 
at his home January 20. He had been a 
lumber inspector and scaler for about 33 
years. Among the survivors are the 
widow and one daughter. 


ESTIL FISHER, 59, member of the firm, 
Fisher and Broom, lumber manufacturers 
at Waldron, Mich., died February 2. Mr. 
Fisher lost his sight in mill accidents 
some years before. 


GEORGE T. McQUADE, 63, former 
president of the Coastwise Lumber Co., 
New York, N. Y., died February 7 in Free- 
port, L. I. He retired from active busi- 
ness about ten years ago. 


ANSON D. KNAPP, 75. former president 
of the Nicola Lumber Co. and lately the 
operator of a wholesale lumber business 
in Pittsburgh, Pa. died February 10 at 
his home in Edgewood, Pa. 


MONROE D. COLP, 66. president of the 
Colp Lumber Co., a retail firm at Carbon- 
dale, Ill. died of heart disease January 30. 
He was a!so president of the Community 
Mills at Carterville, Ill. 


W. LEROY HAYWARD, 65. treasurer of 
Isam Mitchell & Co., Inc., retail dealers at 
Brockton, Mass., died suddenly February 6. 
He had been with the firm since he was 
a young man. A sister survives. 





How to Figure Costs for Advertising 
In Classified Department 


One issue 30 cents a line 
Two consecutive issues 55 cents a line 
Three consecutive issues....... ...75 cents a line 
Four consecutive issues 90 cents a line 
Thirteen consecutive issues 

Twenty-six consecutive issues..... ...$5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the _ signature. 
counts as two lines. 


No display except the heading is 
permitted. 


Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to twelve lines. 


Remittance to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Heading 











Too Late To ra 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 





ESTIMATE ROOFS FROM THE GROUND: 


yet this handy Gadget. Combined Rafter Actuary, 
Roof Protractor. (Pocket size.) Not a piece of 
cardboard. Made to give service. Stand on the 
ground and estimate roof area. Rafter lengths 
at a glance. Send coin or check. 35¢ each. 3 for 
$1.00 postpaid. 

C. E. Henderson, Box 17, Chickasha, Oklahoma. 





Wanted -- Salesmen 


COAL AND COKE SALESMAN 


We are shippers of quality anthracite, coke, and 
bituminous coal. It is our desire to appoint a 
man who resides somewhere in the vicinity of 
Cobleskill, N. Y., to sell for us on a commission 
basis (no drawing account) within a radius of 
fifty miles from that city. Lumber salesmen who 
definitely are not full-time employees could handle 
this job along with their other selling. Give full 
particulars regarding yourself. 
Address “K. 90,"" care American Lumberman. 





SALESMAN WANTED 
By responsible Southern wholesaler of Yellow Pine 
and West Coast lumber to cover North Kentucky, 
Ohio, Indiana, Illinois, and Southern Michigan on 
participation basis. Must know lumber and have 
experience in selling retail yards and industrial 
trade. Must own car. Name territory preferred. 
teferences exchanged. sive full information. 
Address “L. 46," care American Lumberman. 


EXPERIENCED CONSUMER SALESMAN 
Who can direct other men in package selling, by 
retail yard in prosperous Central Florida city. 

Address “L, 42,” care American Lumberman. 


SALESMAN FOR RETAIL YARD 


Who has some drawing ability. It is not necessary 
to be an experienced draftsman, but should have 
ability to make preliminary drawings for small 
houses. Should also have ability to complete esti- 
mating for unit selling. Can use a young man 
with some experience but needs further training. 
Address “‘L. 30," care American Lumberman. 


WANTED: SALESMAN 


Competent to sell fuel and building materials. 
Reply by letter. 


Address “K. 83," care American Lumberman. 
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Employees 


EXPERIENCED HARDWOOD SALES EXECUTIVE 
Familiar with Northern hardwood 
Office position. 

Address “K. 91,” care American Lumberman. 


MGR. FOR LBR. YD. AT MYRTLE, ILL. 


One who will work for low salary with board as 
manager for rural village lumber yard in northern 
Illinois. Or single or married man to invest cap- 
ital in partnership and manage business. 

Mrs. Adeline Gram, R.F.D., Egan, IIl. 


operations. 





Employment 


WANTED—POSITION AS MANAGER 


Twenty years experience in the _ retail lumber 
business, middle age, married, now working and 
ean furnish good references. Available within two 
weeks. 

Address “Iu. 41,” care American Lumberman. 


RETAIL LUMBERMAN WITH WIDE EXP. 


Desires position as head of credit-and-collection 

or financing department of big city yard or line 

vard concern. Now emploved. Will produce. 
Address “Ts. 49,"’ care American Lumberman 








PRODUCTION FOREMAN—NORTHERN WIS. 


Small modern elec. dimension mill needs man thor- 
oughly exper. in dimension work who knows how 
to increase production and lower costs. Must be 
able to set up matchers and moulders. Perma- 
nent. Give ref., age and salary desired. 

Address ‘‘L, 28,” care American Lumberman. 


EXPERIENCED YARD FOREMAN 


Wanted by retail yard, city of sixty thousand. Must 
be willing to work hard. State qualifications and 
salary expected. 

Address “L. 31,’ care American Lumberman. 


MAN WITH EXPERIENCE IN SELLING 


And office work in large retail lumber yard in city 
located in Northern Illinois. 
Address “L. 32.”" care American Lumberman. 


WHOLESALE MANAGER 


Large Chicago retail vard establishing wholesale 

department, hardwood and_ soft wood, wants 

experienced manager on salary and profit basis. 
Address “TI. 43,"" care American Lumberman. 


EXPERIENCED SUPERINTENDENT 
For plant making wooden novelties. 75 employees. 
Must have good education: successful record as 
supervisor and trainer of men; thorough practical 
knowledge of the woodworking business; experi- 
ence in production control and planning. Excel- 
lent opportunity for the right man. Give full 
historv and details including salary expected. 

Address “lL. 65.’’ care American Lumberman. 


DRAFTSMAN FOR RETAIL LUMBER YARD 
In Marvland county town. Must be experienced 
in reading architectural blueprints and in esti- 
mating millwork. 

Address ‘‘L. 67,’’ care American Lumberman. 


Employment 


LUMBER CLERK—ASSISTANT MANAGER 


Age 30, desires position. Small yard in or near 
Chicago. 8 yrs. exp. Can handle deliveries, LCL 
ordering, estimating from plans. Good counter 
man. A-1 ref. Available on short notice. 
Address “I. 38," care American Lumberman. 
SELLING — ESTIMATING — SUPERVISION 
30 vears of age, eleven vears experience, college 
graduate, also make details and shop drawings for 
special millwork. Best references as to character 
and ability. 
Address “I. 39," care American Lumberman. 





























LUMBERMAN WITH 19 YEARS EXPERIENCE 


In retail lumber and building material business 
wants position. Capable salesman, bookKeeper, 
estimator, draftsman and general office man with 
oilfield and line yard experience. Desire to make 
connection in Texas, Oklahoma, Arizona, Kansas 
or Middle West that will afford advancement based 
on ability and hard work. Married and in excel- 
lent health. Employed at present. References 
furnished upon request. 
Address “LL. 53,” care American Lumberman. 





MILLWORK ESTIMATOR AND SALESMAN 


Experienced on all types of buildings. Can take 
off quantities, price same and take measurements. 
Familiar with Cost Book “A’’. Want position as 
Estimator, Salesman, Yard Manager or Manager. 
Address “L. 50,’ care American Lumberman. 


MILLWORK SALESMAN 
Now employed, Cost Book “A,” College Grad., 
single, special training in kitchen cabinets, suc- 
cessful in opening new accounts and holding old 
ones. Product must be good, price and merchan- 
dising policies sound. 
Address “L. 62.” care American Lumberman. 


DETAILER AND BILLER 
First class. Experienced all classes millwork. 
Address “LL. 56,”’ care American Lumberman. 
DETAILER & BILLER DESIRES POSITION 


15 years experience on special millwork and stairs. 
Address “L. 63."" care American Lumberman. 














BAND SAW FILER WANTS JOB 
Can make saws stand a hard feed, any kind of 
timber. Am a good welder. 
Address “TL, 40’ care American Lumberman. 


SALES, TRAFFIC & PRODUCTION MANAGER 
Wholesale and manufacturing experience. hard- 
woods and softwoods. Available March 15th. 

Address “LL. 59,’ care American Lumberman. 


SINGLE-HANDED MAN 
Age 34. Lost left hand in 1918. Experienced bhook- 
keeper. Proven ability. Business College Grad- 
uate. Married . Go anywhere. 
Address “T., 58,” care American Lumberman. 











RETAIL LUMBER EXECUTIVE 


Able, capable, with wide experience, now employed, 
desires new connection. 
Address ‘Ts. 48," care American Lumberman. 


MR. EMPLOYER 


Do you seek the services of a young, capable. 
experienced manager who understands every detail 
of retail lumbering, who takes a personal interest 
in his job. is well experienced in paint. hardware 
and mason’s supplies, is of finest Christian char- 
acter. married, family? A-1 references. Now em- 
ploved. Good reason for change. Interested only 
in New York state. Conn. or Mass. location. 
Address “K. 100,’ care American Lumberman. 


COMPETENT RETAIL LUMBERMAN 
Experienced in both yard management and city 
sales. Will go anywhere. 

Address Box 117, Grandy, Minuesota. 














AUDITOR-BOOKKEEPER 


Eleven years lumber office experience in cost ac- 
counting, payrolls, retail and wholesale inventories, 
insurance and all types of taxes. 36 yrs. old, pres- 
ently employed. Young, energetic, hard worker. 
with enough experience to know how. 

Address “K. 93,” care American Lumberman. 





Lumber and Dimension 


WANTED—CARLOAD LOTS 


Of good Industrial grade Oak Ties, dry or partly 
dry, sawed and hewn, sizes 1, 2, and 3—8’ also 
some 4 and 5—8’ and 8’6”, also 7x9 sawed Oak 
Switch ties, dry or partly dry, sawed only, 8%’ to 
16’ lengths, 6” break. Want ties located mainly in 
SE. Mo., North Ark. and in Central and Western 
Tenn. and Kentucky. Inspection and payment as 
loaded on cars. State what you have to offer, if 
sawed or hewn, where ties can be seen, and price. 
Will ship in straight or in mixed carloads Cross 
ties and Switch ties. 
Address “J. 72,” care American Lumberman. 


GLUED-UP DIMENSION MFRS. 
Salesman with established trade southern Ind. and 
Ohio needs good mill connection. 

Address “L. 34,” care American Lumberman. 








ADDITIONAL SOFTWOOD MILL CONNECTIONS 


In West and South wanted by Massachusetts 
Wholesaler. Especial attention given to odd lots 
and slow moving items. 

DAY LUMBER CORPORATION, Springfield, Mass. 


Retail Lumber Yards 


tI 
WILL TRADE 2 SECTIONS TEXAS LAND 


For a good lumber yard. Land has gas and 
possibly oil. 
Address “I. 37,” care American Lumberman. 


Engines 
PRR nen cs rms orerseroOarOoOoOOOOOwww o> 
STEAM ENGINE 


Preferably Compound 300 to 350 horsepower. 
Address “J. 100,” care American Lumberman. 
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